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INSURANCE WORK IS 
IS INCOME PRODUCER GIVEN RECOGNITION 


























Numerous Opportunities Exist for 
General Writing Agent to 
Secure Export Business. 


Committee Appointed by the 
Chamber of Commerce of United 
States Meets 





HAS BEEN NEGLECTED TO GATHER INFORMATION 











Every Manufacturer Shipping Goods 
Abroad is Good Prospect—Is 
Highly Specialized Indemnity 


Personnel Gives Assurance That Some 
Constructive Results Will Come 





From the New Movement 
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Local agents as a class have practi- Great American TAS 1G ada C., May 
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cally ignored marine insurance. This WASHIN 


form of indemnity has been passed up Susurance Company The newly appointed committee on fire 


; risk and insurance of the Chamber of 
as too technical. oO i : 2 aay : 
most local agents — eae aoe aa ry ork Commerce of the United States held its 
surance pony j ae ak sein ed first meeting at the offices of the Cham- 
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AS r of fact any agent residing $ 5 0 8] 0 000 00 eminent business men representing all 
in a town where a manufacturing con- + 9 a sections of the country: James R. 
cern does an export business, may write RESERVE FOR ALL OTHER LIABILITIES Maccoll, Lorraine Manufacturing Com- 
marine insurance. This means that in pany, Pawtucket, R. I., chairman; 
the industrial cities throughout the mid- $ 1 5,2 3 1, 5 1 2.9 2 Charles E. Meek, American Exchange 
dle west there i is an opportunity for the NET SURPLUS National Bank, New York; Charles P. 


general writing insurance agents to get Miller, Whitney & 


Whitney, Critchell, 
a ate ee $ 3arbour, local agents; W alter 5. € ‘hase, 
f 10,619,509.09 ie? cde Wai a 


they do not seem to know exists. Philadelphia, 


agent writing the general fire line, the ASSETS secretary National Conn of eet 
workman’s compensation, the use and 30 851 022 o1* ance Federations of Detroit, Mich.; 
occupancy and other classes for an in- g 9 a Robe Bird, vice-president Milwaukee 
dustrial concern doing an export busi- *Includes $134,574.96 excess deposit in Canada. Mechanics, Milwaukee, Wis.; Vernon 


ness is the logical man to handle the Monroe: George H. Holt, Holt Lumber 


marine insurance of the concern. Why Western Department, Chicago Company, Chicago; A. H. Greeley, 


should the local agent sit back and see yresident General Cartage & Storage 
a New York broker get the marine CT 2 eee Saat, Mange Caumpeny Cleveland, O.; J. B. Levison, 








a it is possible by estab- a ee aie ger president Firemans Fund, San Fran- 
hi fF ¢ proper connections to get it cisco, Cal.: H. A. Smith, president Na- 
- tional Fire, Hartford, Conn.; Neal Bas- 
P RR a ae gan ra GEORGE M. LOVEJOY, Vi Poe, MIMLIGHN BY NOX: Se ag on _ ane Sabie 
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erhaps the mistake most frequently THOMAS | C. TEMPLE, Secretary Seaeek C. LONG, JR., Secretary Island, Providence, R. I.; Sheldon, Cat- 
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feoead to ee aie oh ee ARD = FRED C. GUSTETTER, Ass’t Secretary lin, vice-president North America, 
interested in the possibilities of marine | EDWARD Vv. CHAPLIN, Ass't Secretary F. MINOT BLAKE, Ass’t Secretary Philadelphia ; 


insurance is the establishing of a direct 
New York city connection. In other 
words, the agent wants to get the whole 
commission himself and overlooks the 
fact that in making an arrangement of 


Surplus to Policyholders . . . . . . $10,506,412 Discuss Outline of Work 
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Cash Capital - Three Milkion Dollars necessarily of an entirely general char- 
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AGAIN ELECT STEWART 





FIRE PROTECTION GATHERING 





Successful Convention of the National 
Association Held This Year at 
Ottawa, Can. 





OFFICERS ELECTED 


President—F. J. T. Stewart, New York. 
First Vice-President—H. 0. Lacount, 
Boston, Mass. 


Second Vice-President—W. E. Malla- 
lieu, New York. 


Secretary - Treasurer — Franklin H. 
Wentworth, Boston, Mass. 


Chairman of Executive Committee— 
Rudolph P. Miller, New York. 


BY RALPH E. RICHMAN 


OTTAWA, CAN.. May 12.—With the 
reelection of the officers who served 
this convention, the National Fire Pro- 
tection Association closed its 23rd an- 
nual meeting. It was felt that Mr. 
Stewart had served the association so 
well during the strenuous war year that 
he should be asked to repeat along with 
all the old officers. The following men 
were named on the executive com- 
mittee: D. Knickerbacker Boyd, Phila- 
delphia; J. H. Brumbaugh, Chicago; 
John H. Kenney, Baltimore; John B. 
Laidlaw, Toronto; Willis O. Robb, 
New York and for two years, Edmund 
L. Sanders, Worcester, Mass. 


Want National Publicity 


The association went on record as 
favoring an appeal to the Federal and 
Dominion governments to assist finan- 
cially and cooperate in a publicity cam- 
paign at the time of the next fire pre- 
vention day observance, an appeal to 
the states and provinces to assist by 
using paid newspaper space and an ap- 
peal to the municipalities to give their 
support in a manner best suited to local 


‘nearly always with dispatch. 
'grettable 
ibers do not attend its 





conditions. It was recognized that no 


intensive fire prevention educational 
work has been done except in limited 
localities. Only a striking, general and 
powerful appeal can be of great service 
according to many observers. : 


Good Work on Pacific Coast 


Probably nowhere in the United States 
has more effective educational work been 
done than that by Jay W. Stevens, chief 
of the Fire Prevention Bureau of the 
Pacific. That he has aroused many men 
who can be leaders in fire prevention 
education on the coast was clearly dem- 
onstrated when Mr. Stevens, as a result 
of a personal two weeks’ effort by let- 
ter, proposed for membership in the N. 
F. P. A. at the closing session, the 
names of 90 Pacific Coast fire chiefs, 
business men and insurance company 
representatives. Mr. Stevens promised 
100 before the month ends. His achieve- 
ment was enthusiastically received by 
the convention. 


Gas Safety Code 


At the convention next year a gas 
safety code will in all probability be 
adopted. A progress report, presenting 
a complete code, was presented at Ottawa 
by the committee on gases and was fa- 
vorably received. This code has been 
much needed and will serve to assist 
those who must determine the fire safety 
standing of gas installations. 

Another important report received this 
year was that of the committee on haz- 
ardous chemicals and explosives, setting 
forth regulations for the production, 
storage and handling of motion picture 
films. With a few slight changes, the 
report of the committee was adopted. 
It outlines complete directions for safe- 
guarding the hazardous motion picture 
film and should be in the hands of every 
inspector who visits or examines film 
exchanges. 


Attendance Brings Reward 


The 1919 convention was successful in 
every way. Attendance at every session 
was almost 100 percent of the delegates 
and the business was carried forward 
It is re- 
associate mem- 
sessions. An 
attendance for one year only is not very 
satisfactory, but regular attendance 
brings more than sufficient return for 


that more 





DINNER TO. MANAGERS 


CLUB’S FUNCTIONS EXPLAINED 





Cook County Fieid Organization Offi- 
cers Outline Purposes and Accom- 
plishments at Booster Dinner 





Over 120 attended the complimentary 
dinner tendered to western managers 
and assistants by the Cook County 
Field Club, at least half of those pres- 
ent being from the managerial ranks. 
The dinner was given for the purpose 
of outlining to the officials. just what 
has been accomplished by the Cook 
County Field Club, what the purposes 
of the organization are and what it is 
planned to do in the future. L. P. 
Warren of the Liverpool and London 
and Globe, and president of the or- 
ganization, presided as chairman and 
gave a brief history of fire insurance 
organizations in Cook county. He 
said that the records show that the 
companies commenced operations in 
the vicinity of Chicago in 1835, that 
the Chicago Board was organized in 
1856, the first president being Girten 
S. Hubbard, agent of the Aetna and 
his successor, John T.. Kinzie, repre- 
senting what was then the Liverpool 
and London Fire and Life. He said 
that prior to 1885 there were no class 
two agents in Cook county and that 
the premiums collected from what is 
now termed the suburban territory 
amounted to $75,000, while the same 
territory today yields a premium in- 
come of over $2,000,000. Mr. Warren 
traced the history of fire insurance or- 
ganizations in detail and his talk was 
very interesting. 

A. M. Raymond, secretary and treas- 








anyone interested in fire protection and 
prevention to justify the expense and 
time required for it. 
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urer of the field club told of the work 
the organization is doing. He said that 
99 percent of the field men in Cook 
county are affiliated with the organiza- 
tion, there being only one active field 
man in the county, a nonmember. He 
urged that the managers give the Cook 
county field men a somewhat freer 
rein in the conduct of their affairs. He 
showed that as a class the managers 
are more out of touch with the Cook 
county field than with the outside ter- 
ritory and that as a consequence the 
field man having supervision over Cook 
county is, of necessity, very well quali- 
fied to pass judgment on the problems 
arising in his field. 
Helpful Work Being Done 


Mr. Raymond showed that the Cook 
county field club is doing work of a 
practical nature and has maintained for 
the past five years an information bu- 
reau showing the experience with all of 
the class two agents. Another function 
of the organization is a risk and agency 
department through which tips are fur- 
nished on risks that should be inspected 
before being written. The Cook County 
Field Club has been the means of pro- 
moting cooperation between the Chicago 
Board and the class two agents, the 
Cook county field men acting as interme- 
diaries. 

E. G. Carlisle, of the Springfield; 
George W. Law, of the Royal; William 
S. Warren, of the Liverpool; C. R. Tuttle, 
of the North America, and Charles T. 
Chandler, of Critchell, Miller, Whitney 
& Barbour, spoke on behalf of the man- 
agers and pledged greater cooperation 
and paid tribute to the work being done 
by the field club. 


Mutuals Meet in Chicago 


The mutual fire companies are holding 
a conference in Chicago this week. The 
secretaries of the mill mutuals had a 
session or two, as did the secretaries of 
the hardware mutuals. The executive 
committee of the National Association of 
Mutual Insurance Companies is meeting. 
The Mutual Insurance Federation com- 
posed of class companies is having its 
semi-annual conference. 
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holders. 


ment of every honest claim. 


Cash Capital—One Million Dollars. 
HOME OFFICE 


P. O. Box 1030, City Hall Station 
80 MAIDEN LANE 
EW YORK 


‘“‘“AMERICA FORE”’ 


The American Eagle on the shield and currency of the United States 
typifies the protection afforded by our Government to all Americans. 


The AMERICAN EAGLE Fire Insurance Company is typically an 
American Institution, affording protection to American property- 
Its management is warranty of prompt and equitable settle- 


We want to make good Insurance, responsible Agents and AMERICAN 
EAGLE synonymous in the minds of American assureds. 


AMERICAN EAGLE 


FIRE INSURANCE COMPANY 


PACIFIC COAST DEPT. 
INSURANCE EXCHANGE BLDG 
SAN FRANCISCO 


HENRY EVANS, President 
WESTERN DEPT. 
ALFRED STINSON, Secretary 

207 W 


. JACKSON BLvbD. 











A GOOD COMPANY TO REPRESENT 




















Capital 
Assets 
Net Surplus 


The North River Insurance Company 


Western Department Home Office Pacific Coast Dept. 
FREEPORT, ILL. 95 William Street, SAN FRANCISCO, CAL. 
NEW YORK 


$ 600,000 
5,322,165 
1,407,482 








The Girard F. & M. 


Cash Capital $500,000 


EASTERN DEPARTMENT 
D. H. DUNHAM, V.-PRES., 
JOHN KAY, TREASURER 
A. H. HASSINGER, SEC’Y 
NEWARK, NEW JERSEY 


ORGANIZED 1853 


‘company Of Philadelpiia 


JANUARY 1, 1918 


Surplus to Policyholders, 


Home OFFICE 
H. M. GRATZ, PRES. 
E. J. THOMASON, SEC’Y 
HILADELPHIA, 
PEN 


Net Surplus $452,411.23 
$952,411.23 


WESTERN DEPARTMENT 
NEAL BASSETT, V.-PRES. AND MGR. 


W. T. BASSETT, ASS’T MGR. 
NA. CHICAGO, ILL. 





Cash Capital $1,250,000 








FIREMEN’S "Sten! OF NEWARK 


JANUARY 1, 1918 


Surplus to Policyholders, $3,634,971.20 


EASTERN DEPARTMENT 
D. H. DUNHAM, PRESIDENT 
JOHN KAY, VICE-PRES. 
A. H. HASSINGER, SECRETARY 
NEWARK, NEW JERSEY 


Net Suplus $2,384,971.20 


. T. BASSETT, ASS’T MANAGER 
nit CHICAGO, ILLINOIS 
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CHANGES IN THE FIELD 

















GOES WITH THE NEW ZEALAND 





Old Time London & Lancashire IIli- 
nois State Agent Takes the Cen- 
tral Western Territory 





W. A. Cavanagh of Chicago has been 
appointed special agent of the New 
Zealand for Illinois (excluding Cook 
county), Indiana, Michigan and Wis- 
consin. He will make his headquarters 
in 2005 Insurance Exchange, in the 
office of George Herrmann & Co., re- 
cently appointed Cook county general 
agents. Mr. Cavanagh will assume his 
new duties Thursday of this week, 
leaving the western department of the 
Fidelity-Phenix, where he is employed 
as one of the chief examiners. Mr. 
Cavanagh for fifteen years was state 
agent of the London & Lancashire and 
Orient in Illinois. He has always been 
regarded as one of the wheel horses 
in the state, has a large acquaintance 
among agents and is well posted on 
insurance. Superintendent of Agencies 
F. N. Brown of the New Zealand has 
been in Chicago for a number of days 
looking over field material and feels in 
securing Mr. Cavanagh, he has gotten 
a man well fitted to organize the cen- 
tral west for the New Zealand. 


John C. Bagby 


John C. Bagby, who has been con- 
nected with the local agency ot Mun- 
ger, Vokoun, Wetmore & Witherbee in 
Chicago as an outside man working 
with the brokers, has been appointea 
Cook county special agent for the 
North British and its allied institutions. 
Mr. Bagby is one of the best-known 
men in the county. 


W. T. Avery 


W. T. Avery of Columbus, Ky., who 
resigned the farm department special 
agency of the North America in 1918 
to become administrator of his father’s 
estate, has now returned to his duties 
with the North America in Kentucky. 


W. Le Roy Kirk 


The Commercial Union and allied 
companies have appointed W. Leroy 
Kirk of Topeka, Kans., as special agent 
in that state assisting State Agent 
H. E. Seeds. 


Hugh L. Sowards 


Hugh L. Sowards, state agent for 
the Norwich Union in Ohio and Ken- 
tucky, having just returned from mili- 
tary service in France, has resumed his 
position and has: opened his office at 
201 Gwynne Bldg., Cincinnati. 


George D. Edwards 


George D. Edwards, who has been 
connected with the new business end of 
western department office of the North 
America, has been appointed special 
agent in the mountain field to assist 
State Agent L. E. Dyson of Denver. 


E. S. Snyder 


E. S. Snyder, of Watertown, S. D., 
State agent of the Fireman’s Fund,.has 
been transferred to Minneapolis to be- 
come state agent in Minnesota to suc- 
ceed Louis L. Law, who recently 
resigned to go with the London Assur- 
ance. Mr. Snyder is one of the hard 
working field men of the northwest. 
He stands high with the agents and 
is a good business producer. 























H. P. Warren 


Pe P. Warren of Providence, R. L., 
> ta to the New England fraternity 
eae Several years of creditable field 
H rk, and now with the Security of New 
Walter will join the field staff of the 
Uni ed States branch of the Scottish 
sade and National as special agent for 
Wil New England, in association with 
on am F, Rice, general agent, of Bos- 





P. 











STATEMENT JANUARY 1, 1919 
ASSETS petember 3. i918 LIABILITIES 
5 Lew tan Deals Eeiex<e 000.00 Unewreed Poees 
1 nearn Tremium 
Ce pga “esti 1.125.735.84 Gti cossea: $6,162,361.72 
Bonds and Stocks of Municipalities 2,232,277. 
Bonds of Railroads ........ aie. 4,316,588.67 | Losses in the Course of 
INS. C0. OF AMERICA Cc of —— Rail ad a Hye po Aman a 989,574.90 
NEW YORK Preferred Stocks of Railroads .... 275,635.00 a 
Miscellaneous Securities ......... 490,750.00 | Commissions and other 
Loans on Bonds and Liabilities....... 644,763.63 
; 2 am ,000.00 5088 08017 
“One of the Giants Cun pgs os $ 62,000.00 $77,088,080-17 | Carital Stock .....--+. 2,000,000.00 
Wi t ; D m Hand. “eecanes 927,503.43 $9,796.700.25 
ms jurse 
estern Department 1.2 Calleston *. 1,174,819.13 
ccrued Interest ai S d ital and all 
CHICAGO other Awets =. _ 266519.29 g rasqgaias | Tublltie os eens nn. -- $4:660,450.04 
D.McGREGOR, - ~~ Manager | 1... ATS ccs ciiiabiiy Or 771 73. | Net Surplus to Policy Holders....... $6,660,450.04 
A.R.MONROE, -_ - Assistant Manager TOTAL ADMITTED ASSETS $14,457,150.29 
W. E. McCULLOUGH, - Agency Supt. *Security valuations on basis fixed by National Convention of Insurance Commissioners. 
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VALUABLE TO ANY AGENCY 


WHY? 


No overhead writing. Attractive advertising 


‘Helpful suggestions from Fielé Force and Home 


supplies, excellent in quality aud appearance. 
facilities. Safe and dependabie protection. 
adjusiments. Cash Capital, $1,000,000. Policy 
$1,824,414. 


matter for agents. 
Office. Up-to-date 
Satisfactory line 


Prompt cad equitable 


Holders’ Surplus, 


Assets, $5,274,000. Writes Fire, Windstorm, Explesios, 


Riot and Civil Commiction, Rent, Profits, Leasehold, Use and Occu- 


pancy, Sprinkier Leakage and Marine Insyrance. 
spirit of co-operation and renders reai support. 
service that more thao satisfies. 
joying these advantages. 


Displays a sincere 
Extends a genera! 


Several. thousand agents are en- 


WHY NOT YOU? 

























INSURANCE COMPANY 
OF WHEELING, W. VA. 
Organized in 1867 
Cash Capita! $200,000 
Assets $624,730 Net Surplus $151,269 
WM. F. STIFEL, Pres. 

F. RIESTER, 0. E. STRAUCH, 
Secy. Asst. Sevy. 
WM. V. FISCHER, Supt. of Agencies 
E. A. KEELER 
714 Hippodrome Blde. Cleveland, Ohio 
Special Agent for Ohio, Indiana and Penna. 
Herrick & Auerbach, Managers 

Western Department _ 
Insurance Exchange Bldg., Chicago, Ill. 








SAMPSON & DILLON 


ATTORNEYS & COUNSELORS AT LAW 
Suite 601 Register & Tribune Bidg. 
DES MOINES - - - - - IOWA 


[el 
HENRY E. SAMPSON 


For six years Assistant AttorneyGeneral of lowa 
and Special Counsel of the Commissioner 
* of Insurance 


SIDNEY J. DILLON 
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i STRICTLY FIREPROOF 


NEW HOTEL 


BREVOORT 


Chicago, Illinois 
: On Madison St., near LaSalle 
iE pet One minute from the 
SSS Insurance District 
i) | %) The Patronage of In- 
: asf surance Mien Is 
7 m4 Solicited + 
a Se UAL Laurence R. Adams , Sec’y and Mer. 
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REINSURANCE ONLY 


GLOBE NATIONAL FIRE INSURANCE CO. 


SIOUX CITY, IOWA 
Paid Up Capital, $1,000,000.00 
EDD G. DOERFLER, Secretary and General Manager 














1849 
THE WESTERN INSURANCE COMPANY 


THREE SCORE YEARS AND TEN—A LONG 
AND HONOURABLE RECORD 


OF PITTSBURGH 


THE OLDEST FIRE INSURANCE COMPANY WEST OF THE ALLEGHANY MOUNTAINS 


JOHN D. MILLER, Secretary and Treasurer 


1919 
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WESTERN BUREAU HAD 
SPLENDID MEETING 






Some Notable Addresses Were 
Given on Cooperation With 
the General Activities 





WILLIAMS IS PRESIDENT 
President W. H. Stevens of the Agri- 
cultural Was Elected Vice-Presi- 
dent of the Organization 






NEW OFFICERS ELECTED 
President, Walter D. Williams, Secur- 
ity of New Haven and the Reliance. 
Vice-President, W. H. Stevens, Agri- 
eultural, 
Secretary, Benjamin Auerbach, Herrick 
& Auerbach. 
Treasurer, C. H. Coates, National Lib- 
erty. 












BY GEORGE A. WATSON 

PHILADELPHIA, PA., May 10.— 
From every standpoint,,save, perhaps, 
that of attendance, the annual meeting 
of the Western Insurance Bureau was 
a complete success. True, larger gath- 
erings of the organization there have 
been in former years, but none at which 
the spirit of loyalty to the interests rep- 
resented, or a willingness on the part 
of members to cooperate with one an- 
other for the betterment of the business 
as a whole, was more sincerely in evi- 
dence. 

The factors mainly responsible for 
bringing about this desirable state of 
affairs were, primarily, an appreciation 
by the underwriters that the country is 
facing a new social order: problems are 
being presented, the solution of which 
calls for the highest order of intelli- 
gence and that a false move in any 
direction may induce grave conse- 
quences. Acting President W. D. Wil- 
liams, in his address, showed a clear 
conception of the situation, and held 
that while cooperation between mem- 
bers of the Bureau should “be even 
more determined” than ever, it was 
also necessary that we cooperate with 
the agencies in other lines of business 
in leading the country out of its entan- 
glements into the paths of democratic 
ideals and individual initiative and ef- 
fort which have made us the greatest 
people on earth.” 


W. H. Stevens’ Address 


















































































The same general thought ran through 
the notably strong address of President 
W. H. Stevens of the Agricultural, who, 
after complimenting the Bureau mem- 
bers for the good work accomplished in 
the west earnestly counseled its exten- 
sion wherever their influence might 
obtain, saying in such connection: ‘The 
principle of fellowship and cooperation 
should not be limited by parallels of lat- 
itude and meridians of longitude. In 
our lines there is a unity of principle 
that, because of the identity of hearts 
everywhere, works out some way its in- 
evitable consequences in California, in 
Missouri, in Maine, and would work 
them out in Liberia if we were there. 
We all remember the parlous state in 
which we were before you western dip- 
lomats combined to save the day, and I 
am sure not one of us has ever for a 
moment regretted that our problems 
found so happy a solution.” 


Remarks by C. H. Coates 


C. H. Coates, western manager of the 
National Liberty, also spoke earnestly 
upon the subject of greater cooperation, 
noting concrete instances in which fire 
underwriting had suffered in the past 
through lack of sufficient representation 
at gatherings of insurance commission- 
ers. Mr. Coates said: 

“You will all recall the violent attack 
made upon the fire companies by Com- 
missioner Button of Virginia, at the re- 
cent convention of insurance commis- 
sioners held in St. Louis, at which time 
































M. M. HAWXHURST 


ANAGER CHARLES LYMAN CASE of the London 
Assurance believes in appointing the best type of field 
men. He has always prided himself on the character, capac- 
ity and usefulness of his special agents. Mr. Case has re- 
cently appointed three men in the west who are top-notch- 
ers. Merritt M. Hawxhurst of Ann Arbor, Mich., has 
recently been appointed state agent there. Mr. Hawxhurst 
resigns as state agent of the Niagara, a position he has 
filled with great credit. He is one of the most active men 
in the Michigan field organizations. Louis L. Law of Min- 
neapolis resigned as state agent of the London Assurance 
in Minnesota and North Dakota. Mr. Law is chairman of 
the Conservation Association of Minnesota & North Da- 
kota Fire Underwriters and is one of the most successful 


New Field Men of the London Assurance 


LOUIS L. LAW 
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Cc. M. PARK 


Wis., chief rater in the state insurance department, is leay- 
ing that position to become Wisconsin state agent of the 
London Assurance. Mr. Park was formerly in the local 
agency business in Milwaukee and later was connected 
with the Wisconsin Inspection Bureau.. Owing to his train- 
ing he will be of great assistance to the London’s agents 
in his state. 

Manager Case divided his northwest field following 
the death of Will S. Loudon. Mr. Law succeeds Mr. Lou- 
don in North Dakota and Minnesota. Because of the 
growth and extension of the business Mr. Case decided to 
make Wisconsin a separate field and hence selected Mr. 
Park to develop it. Mr. Hawxhurst succeeds State Agent 
Thomas C. Little in Michigan, who desired to go to Texas, 

















field workers of the northwest. C. M. 


Park of Madison, 


his native state, as the London is reentering that field. 








to take immediate steps to eliminate the 
war emergency surcharge of 10 percent, 
which has been imposed for some 
months. 

“So far as Commissioner Button’s per- 
sonal grievance is concerned we take no 
notice, for we have troubles enough of 
our own without inquiring into the de- 
tails of the Virginia commissioner’s con- 
troversy with the*companies, but it is 
essential for us to note the fact that 
although the fire companies, through the 
press, had ample opportunity for learn- 
ing of the proposed meeting of the com- 
missioners, there were but two (I be- 
lieve) fire insurance officials present. 

“Apparently the only opposition on 
the part of the companies to the attempt 
of Commissioner Button to do away with 
the surcharge was made by general 
counsel, O. B. Ryon of the National 
Board, who fortunately was on hand. 

“Iam quite reliably informed that the 
life people were represented by about 25 
officials, while the casualty interests had 
about 15 of their number looking after 
their fences. 


Should Attend the Meetings 


“I submit that it is about time for the 
fire companies to arouse themselves 
from their inactivity so far as conven- 
tions of this nature are concerned, and 
see to it that a representative number 
of fire insurance officials appear at all 
conventions of the insurance commis- 
sioners. Subjects of vital importance to 
our companies are constantly arising at 
these conventions, and it would seem to 
me that we should be in a position to 
mingle freely with the commissioners 
and, where necessary, to voice our views 
on matters which are as important to us 
as this question of surcharge. 

“Fortunately for us some of the com- 
missioners were opposed to the radical 
action contemplated by Commissioner 
Button, and through a majority vote the 
subject was referred to a special com- 
mittee which is to meet the coming sum- 
mer, which in turn will make its full 
report to the organization which is to 
meet next fall. 

“This feature of our activities has not 
been brought before the conference com- 
mittee or before the governing committee 
of the Union, so far as I know, and I 
think it would be appropriate for the 
Western Insurance Bureau to take the 
initiative in a step of this kind. Surely 
if the life and casualty men attend these 





he exercised his utmost endeavor to in- 
duce the commissioners there assembled 








conventions in the numbers mentioned, 
there can be no objection to our being 











represented. In fact, I am inclined to 
feel that the commissioners would 
highly welcome representative commit- 
tees of our branch of the insurance 
business. It is this spirit of cooperation 
at this time, which is being urged on 
every hand, and I should like very much 
to see the Western Insurance Bureau 
place itself squarely on record as being 
in favor of having our interests repre- 
sented at conventions of insurance com- 
missioners.” 


Working in Harmony 


Reports from the various standing 
committees dealt with routine matters 
and in the main bespoke a satisfactory 
state of affairs throughout the territory 
under the jurisdiction of the Bureau. 
True competition is severe, but the com- 
panies generally are maintaining if not 
adding to their premium incomes. The 
west has never had the large number of 
war and allied industries domiciled in 
the east. Hence it is not now suffering 
a diminution of income therefrom, as is 
the latter territory. 

In ever increasing degree, according 
to the statements made by Neal Bassett, 
chairman of the conference committee, 
the Bureau is working in harmony with 
the Western Union, such minor differ- 
ences as still exist between the two 
great organizations being in a fair way 
of proper settlement. 


Uniform Forms 


For the uniform forms committee, its 
chairman, C. H. Coates, submitted what 
will likely prove its final report, the 
work of the committee being practically 
completed. In all mid-western states, 
save only North Dakota, local agents are 
now using the uniform forms prepared 
by the committee. Millions of these 
have been distributed, and under a sys- 
tem that makes for economy and in- 
creased efficiency. So satisfactorily has 
the Uniform Printing & Supply Com- 
pany been conducted that the Eastern 
Union will take stock in the corporation 
and secure representation upon its direc- 
torate. 

The services of the Conservation Com- 
mittee in safeguarding grain and termi- 
nal elevators against the fire hazard, 
proved most effective, and at the earnest 
request of the grain men as well as the 
wish of the underwriters, the service 
will be continued. A new loose leaf 
manual is being prepared for the use of 
inspectors in the inspection of elevators; 
insuring thereby uniformity in the de- 











tection of hazards and recommendations 
for their elimination. The manual will 
have 125 pages at the start, additions 
thereto being made from time to time as 
seems advisable. 

An evil of growing proportions in con- 
nection with fire patrols, according to 
the patrol committee is the two platoon 
system, which is finding sugh favor 
throughout the west. Although adding 
greatly to the cost of maintenance such 
a practice does not make for increased 
efficiency in service. Unless a more sat- 
isfactory state of affairs speedily devel- 
ops underwriters will be forced to con- 
sider whether it be worth their while to 
continue supporting patrol systems. The 
criticism of the patrol service, does not 
include those operating in Chicago and 
Cincinnati, both of which have been 
thoroughly satisfactory and were 
warmly commended. 

An application for membership in the 
Bureau was received from Charles L. 
Hecox, secretary of the recently formed 
Liberty Fire of St. Louis. Mr. Hecox 
was for years treasurer of the Bureau 
but retired in 1918, when he left the 
service of the Ohio Farmers with which 
he was then connected. 

Memorials to the late W. L. Jones, 
president of the Milwaukee Mechanics 
and to D. Dallas Hare, secretary of the 
Western, of Pittsburgh, were adopted, 
all members standing during their pres- 
entation. 


Had Enjoyable Banquet 


Briar Cliff Manor, N. Y., was decided 
upon as the place and October 9-10 the 
time for holding the semi-annual gather- 
ing of the bureau. f 

A departure from previous practice 
that was so thoroughly enjoyed it will 
likely become a fixed institution was the 
banquet of all the members and their 
guests, these latter including James W. 
Cochran, vice-president of the Fire As- 
sociation, and attorney for the Under- 
writers Grain Association and the news- 
paper men. The banquet idea suggested 
by Mr. Stevens; and unanimously @aDP- 
proved by his associates, was carried out 
under the direction of Waite Bliven of 
the State of Pennsylvania, who proved 
himself an adept thereat, and increased 
his reputation for versality. President 
Williams of the Bureau, acted as toast- 
master, and while set speeches were le 
hibited under severe penalties, remarks 
in keeping with the spirit of good fellow- 
ship that obtained were made by Charles 
E. Sheldon, W. H. Stevens, James Ww. 
Cochran, Waite Bliven and A. H. Trimble. 
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Insurance 


The foundation of the successful agency 


While Hail, Tornado, Explosion, Sprinkler Leakage and 
the other side lines of indemnity may increase the earnings of a 
a local agency, Fire Insurance is the real staff of life of every 
in . successful local office. The commissions on fire policies are 
| what pay the grocery and coal bills and clothe the children. 





ps In fine, Fire Insurance is what “makes the mare go.” Fire un- 
tes | derwriting does and should come first with every local agent, 
Mr. | and it is bad policy to neglect it for side liners. Though the 
a Springfield has always been in the van of progress and has met 
~ the wants of local agents by writing these collateral forms of 
jons insurance, it has always recognized that Fire Insurance is its 
will ‘‘ *,8 

ions real vocation and has always stood for the best traditions and 
pi ideals of fire underwriting. 








vor | The Springfield does not write lines for brokers that it 
— declines from its local agents, nor does it permit overhead 
pow writing without the knowledge and consent of its agent on the 
— ground. For long years it has sought to make every local 
‘The agent not a Two Spot but an Ace. 


: SPRINGFIELD 


Fire and Marine Insurance Company 
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Western Department, Chicago, Illinois 
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WELCOME TO THE BOYS 


Col. Halstead Dorey, of the staff of 
Major General Wood of Chicago, ad- 
dressed the Illinois Biue Goose at a 
luncheon Monday. Colonel Dorey told 
of some of his experiences and observa- 
tions while in the service in France. 
He is now engaged in helping returned 
men in the. ranks to secure positions. 
Most Loyal Gander A. R. Monroe pre- 
sided at the function. There was a 
large attendance, especially of young 
men who had been in the service. 
Some companies reserved tables and 
kad all their office employes who had 
been in the service as their guests at 
dinner. The Morrison Hotel added a 
touch of high life to the occasion by 
serving corned beef and cabbage to 
returned military men who even at 
this time are veritable monuments of 
corned beef. The Morrison therefore 
did not hit the palates of the boys. 

ae, 
COMMITTEES APPOINTED 

Lyman M. Drake has been appointed 
chairman, A. J. Brockman, vice-chair- 
man and George Weed, secretary of 
the committee on cooperation ap- 
pointed by President Alshire of the Chi- 
cago’ Board. Subcommittees were 
named as follows: Legislation: A. 
Brockman, chairman; Francis Lack- 
now, Thomas T. Byrne, George H. 
Bowman and Herman Teninga. On 
uniform commissions and membership 
qualifications of classes two, three and 
four, H. H. Schneider, chairman and 
H. F. Norcott, Arthur G. Rathje, Mar- 
tin Johnson and Lyman M. Drake. 


NEW CHICAGO MUTUAL 


The Lumber Mutual Fire of Chicago 
which was promoted by Arthur J. 
Davis of that city, has elected Earnest 
W. Spicer, president of the American 





George E. 
Cutler, general agent of the Interstate 


Bankers Life, as president. 


Casualty at Chicago, is vice-president 
and Mr. Davis is secretary. Among the 
insurance men who are incorporators 
of this mutual are: William S. Baker 
of the Davis office of Chicago; C. C. 
Clark of the Arizona Mining Company, 
formerly in the insurance business at 
Chicago; C. W. Davis of Chicago, spe- 
cial agent of the Ohio Farmers; W. L. 
Dickleman, Chicago insurance man; 
Charles P. Hall, special agent the Ari- 
zona Fire; George R. Hess and R. C. 


Main, Chicago insurance men, and G. 
W. Wadsworth of the “Insurance 
Field.” 

ok % 


The Western Factory Insurance Asso- 
ciation held its annual meeting last week 
and elected C. R. Tuttle, North America, 
president, succeeding A. G. Dugan of the 
Hartford retired; John Marshall, Fire- 
man’s Fund, vice-president, succeeding 
Mr. Tuttle. The new executive commit- 
tee members are. T. E. Gallager, 
Aetna, and J. R. Wilbur, Continental. 

a ee 

C. G. Robertson, assistant superintend- 
ent of agencies of the London & Lan- 
cashire, has returned from Portland, Ore., 
where he was called on account of a ser- 
ious illness and later the death of his 
father. 

* * * 

Walter E. Miller, assistant manager of 
the Great American in the west, will, on 
Thursday of this week, take up his duties 
with the local agency of Marsh & Mc- 
Lennan in Chicago. His successor, Geo. 
B. Sedgwick of Ohio, has been undergo- 
ing the process of being “broken in” for 
some days. 

* * * 


Joseph C. Knight, the Chicago local 
agent, has just receiyed a handsome 
acknowledgment from the United States 
government for his service during the 
war in connection with the Emergency 
Fleet Corporation. Mr. Knight gave a 
large part of his time to patriotic speak- 
ing at the different factories and indus- 
tries where men were employed getting 
out material to be used for the United 
States Shipping Board, and other gov- 
ernment enterprises. 





VICTORY IS TO START 





FIRE ASSOCIATION’S SISTER 





New Philadelphia Company Will Soon 
Be Launched With $500,000 Capital 
and Like Surplus 





PHILADELPHIA, PA., May 13.— 
President E. C. Irvin of the Fire As- 
sociation announces the organization of 
a new institution under the auspices of 
that company, although it will be op- 
erated under separate and distinct or- 
ganization. It will be known as the 
Victory Insurance Company of Phila- 
delphia and will have capital of $500,000 
and surplus of like amount. 

The management of the Fire Asso- 
ciation has had the promotion of a new 
running mate under consideration for 
some time. In fact it was its intention 
to announce the Victory at the 100th 
anniversary of the Fire Association in 
September, 1917. At that time, how- 
ever, the world was involved in war, 
business conditions were uncertain, and 
it did not seem to be the best time to 
launch the enterprise. 

President Irvin states that the stock 
has practically been all secured and the 
new company expects to be in business 
as soon as the preliminaries can be dis- 
posed of. The Fire Association has 
made an admirable record and is held 
in high esteem in the business. The 
only auxiliary organization that it has 
had is the Philadelphia Underwriters, 
it joining with the North America in 
issuing the underwriters’ policy. The 
Victory will be handled through the 
various Fire Association branch offices 
and general agencies. 


Assistant Manager Montgomery Clark 
of the Hanover is serving on the federal 
grand jury. 








2005 Insurance Exchange 
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New Zealand Insurance Co., Ltd. 


Auckland, N. Z. 
Incorporated 1859 


UNITED STATES BRANCH 


Eastern, Central and Southern Department 
90 William St., New York 


Geo. Herrmann & Co. 


Cook County General Agents | 
W. A. Cavanagh, Special Agent | 


Illinois, Indiana, Michigan and Wisconsin | 





CHICAGO | 











J. G. HUBBELL, Mgr. 


ECONOMIZE 


ON HEAVY RISKS BY USING THE 


NATIONAL INSPECTION COMPANY 


108 So. La Salle St., CHICAGO 











THE REISCH INDEMNITY COMPANY 


OF SPRINGFIELD, ILLINOIS 
Resources Exceed $4,000,000 
Chicago Office, 1560-1564 Insurance Exchange 


(A PARTNERSHIP) 


Dram-Shop Indemnity 








Inspections ¢ 





20 yearsi n this field —Dixit et Fecit— 
Offices with Joseph C. Knight & Co. 
Room 1568 Ins. Exchange, CHICAGO,ILL. Phone Wabash 3033 





n Chicago, Cook Say and the Greater Metropolitan District. 
QThis inspectorate very properly gauges the expectancy of fire risks and 
intelligently anticipates events before they occur. 
this talent to companies, agents, brokers and the business public, 
herewith tendering counsel to all State Insurance Officials, gama i and Municipal Committees and 
all those who formulate insurance laws designed for the public weal. 





QThe undersigned sells 


- W. PIERCE 


lates Inspector and Fire Prevention Counselor 








$3,833 


FIRE MARINE 
TORNADO WIND STORM 
RENTS LIGHTNING 
PROFITS EXPLOSION 
HULLS COMMISSIONS 
CARGOES AUTOMOBILES 
FLOATERS LEASEHOLD 











NEW COMPANY FORME) 


CAPITAL STOCK 








IS — $3,000,000 


Bankers Fire Has Been Formed at 
Omaha by Owners of Bankers Auto. 


mobile—Kenyon Is Manager 





OMAHA, NEB., May 
Bankers’ Fire, with an authorized 
ital and surplus of $3,000,000, has 
organized here by men who have 


14.—The 


cap- 
been 
made 


a success in the Bankers’ Automobile 
of Lincoln, Neb. H. W. Kenyon has 


been named secretary and general 
ager. He has been connected as 


man- 
gen- 


eral underwriter and field supervisor in 
the western department branch offices 
in Chicago of the Hartford Accident, 
Royal Indemnity and Ocean Accident 


for more than twenty years. 
Charles Maixner of Ceresco, 


Neb., 


who owns a string of banks through- 
out Nebraska, and who is president of 


the Bankers’ Automobile; A. H. 


Arm- 


strong, vice-president of the Bankers’ 


Automobile, capitalist and clothing 


mer- 


chant; M. V. Beghtol, prominent attor- 
ney; Clark Turney and H. W. Lansing, 
retired capitalists, and H. K. Burket, 
banker and president of the Nebraska 


State Building Company, are a 
the incorporators. 

General Manager Kenyon is 0 
the incorporators. He says sto 
the new company will not be so 


mong 


ne of 
ck in 
Id on 


the professional promoting plan, but 
the group of men who are primarily in- 
terested will finance it themselves. 


The United States general agency of 


the Union of Canton in Chicago is 
ing this week to its permanent qu 


mov- 
arters 


at 521 Insurance Exchange. It has been 
located in 819. It takes the present office 


of the Underwriters 


Grain Association, 


which moves farther down the hall on 


the same floor. 


THE AUTOMOBILE—> 
INSURANCE COMPANY 


OF HARTFORD, CONN. 
MORGAN G. BULKELEY, President 


CASH CAPITAL 


$2,000, 


ASSETS 
$9,216, 
LIABILITIES, EXCEPT CAPITAL 
$5,382, 


SURPLUS TO POLICYHOLDERS 


5866.73 


| gapltemcyf Rdeensnsd ETE Pree he 0. 


LINES WRITTEN 


000.00 


200.73 


334.00 


WAR RISK 

MAIL PACKAGE 

TOURIST BAGGAGE 
SPRINKLER LEAKAGE 

USE AND — 
INLAND MARIN 

INLAND TRANSPORTATION 


REGISTERED MAIL 


Affiliated with 


ETNA LIFE INSURANCE CO. 
ETNA CASUALTY & SURETY CO. 
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MARINE INSURANCE 
IS INCOME PRODUCER 


(CONTINUED FROM PAGE 1) 


of the business and a line of indemnity 
that nine agents out of ten cannot dis- 
cuss intelligently, let alone explain to 
the assured. The most satisfactory ar- 
rangement is to form a connection with 
aconcern like Fred S. James, George L. 
McCurdy of Chicago; Osborn & Co., 
of Chicago, or some of the general writ- 
ing companies having marine depart- 
ments. With such a contract the agent 
gets 10 percent and can then call 
upon the office to which he reports 
for service when the assured submits 
questions that he is unable to answer. 


Underwriting Influences 


The actual writing of marine business 
is a comparatively simple matter. The 
assured first signs the contract or agree- 
ment which is usually referred to as an 
open policy. In this agreement the 
rates and conditions of coverage are 
set forth. It is often said that no two 
marine contracts read exactly alike and 
this is probably true. The details of 
the insurance protection vary accord- 
ing to the characteristics of the product 
insured. The rate depends upon the 
route traveled, destination, cargo, time 
of year, and provisions of the insur- 
ance, such as the liability of the com- 
pany for salt water damage, and 
whether the company is liable for a 
package or bulk loss and whether a loss 
exclusion clause is included, etc. The 
type or boat whether a steamship of a 
regular route or a tramp steamer, also 
influences the rate. 


Agents Work Small 


These are questions of underwrit- 
ing and once the rate has been estab- 
lished and the open policy contract 
signed by the assured, the work of the 
local agent is small. The contract goes 
on indefinitely and is subject to can- 
cellation by either party upon thirty 
days’ notice. 

The assured is supplied wtih a book 
of certificates and each time a shipment 
is made, duplicate is sent to the local 
agent. He in turn reports the transac- 
tion to the company and if any irregu- 
larities appear or if information is lack- 
ing the company or general agency to 


whom the agent reports, takes up the 
matter. 


Loss Problems Complicated 


Loss adjustments in marine insurance 
are somewhat complicated and not at 
all comparable to fire insurance claims. 
For instance, an exporter’ recently 
shipped some shoes to Cuba upon which 
duty was collected at the destination 
point. It was then found that the shoes 
had been damaged enroute and in sub- 
mitting claim the assured asked for the 
recovery of the duty. This, of course, 
the company was not liable for and pay- 
ment was resisted. The local agent 
handling the line was unable to pacify 
the assured. In this particular case the 
‘nsured asked for a settlement upon the 
basis of the value of the shoes at destin- 
ation, which was unreasonable as the 
cargo had been insured upon the value 
at the shipping point. 


Route Must Be Followed 


. In another case a marine writing com- 
bany insured a cargo from New York to 
Barcelona, Spain. However, the route 
éereed upon was not followed, the boat 
touching at Cadiz, Spain, and thence pro- 
“ceding to San Sebastian in the northern 
Part of the country. In unloading the 
cargo it was found that there was a loss 
and the assured submitted a claim. The 
company was not liable because the 
assured could not prove that the loss oc- 
curred between Cadiz and San Sebastian 
“26 portion of journey which was unin- 
‘ured according to the terms of the con- 
tract. Had the assured been able to 
z. ove that the loss occurred between New 
_°'k and Cadiz the company would have 
2€en willing to pay. 


Difficult to Master 


i to the fact that complicated 
~ ons of this kind are constantly 
eee £ in marine insurance, it is unad- 
€ and unprofitable for the local 
- to attempt to establish a direct 
"nection such as held with the fire in- 
cance companies. The local agent 
“ould secure the kind of representation 


owing 
















government price. 





BIG WHEAT CROP HERE 


TO TAX INSURANCE CAPACITY 





Farm Companies Look for Greater De- 
mand Than Ever When the 
Grain Is Harvested 





Owing to the unprecedented price of 
wheat and the tremendous acreage, to- 
gether with the prospects of a super- 
bumper crop, the capacity of insurance 
companies will be fully’ taxed to cover 
all the values, especially in terminal ele- 
vators. The Underwriters’ Grain Asso- 
ciation will undoubtedly continue dur- 
ing this year owing to the fact 
that the government has guaranteed the 
price of wheat at $2.26, so the values 
will be very large. At the present 
time, however, the price has gone far 
beyond the guaranteed government 
figure. 


Look for Tremendous Crop 


Some of the crop experts think that 
there will be a billion bushels of wheat 
raised in this country this year. The 
United States is practically called on 
to feed the world so far as wheat is 
concerned. With this tremendous crop, 
if it materializes, will come the problem 
of transportation. To haul all the 
wheat will require far greater facilities 
than the country has. This means that 
much of the crop will have to be stored 
in elevators, mills and farmers’ gran- 
aries. The farm companies are arrang- 
ing to take care of the extra demands 
so far as the farm is concerned. 


Would Get Guaranteed Price 


At one time it was thought that the 
price of wheat would go beneath the 
There was some 
question as to how grain should be in- 
sured in the hands of farmers. If the 
market value were $1.60, for example, 
the farmer would receive that amount 
at the hands of the purchaser and the 
government would make up the deficit. 
Underwriters might disagree as to 
what would be the actual cash value of 
the wheat, although doubtless most of 
them would hold that the farmer could 
collect the full guaranteed price in case 
of loss. 








that makes of him practically a policy 
signing agent. In other words, the local 
agent who attempts to solve the prob- 
lems of marine insurance gets in over his 
head and his quite apparent lack of 
familiarity with the subject disgruntles 
the assured and perhaps loses him other 
business. 


Agent May Shift Burden 


However, it is possible to establish re- 
lations with any of the various marine 
general agencies throughout the country 
that will practically take the burden of 
writing the business off the local agent’s 
hands. It should not be forgotten that 
marine insurance can be written on any- 
thing that is shipped out of the country, 
from shoe laces to locomotives. This 
means that in practically every town 
with an active producing factory, there 
is a chance for writing a certain amount 
of marine business. The larger the town 
the larger the possibilities. 


Lake Business a Specialty 


General insurance agents in the cen- 
tral western states write practically no 
inland marine business. The marine bus- 
iness of the great lakes is concentrated 
in the hands of a few specializing brok- 
ers. As a matter of fact, the bulk of 
the business is written upon ore, grain, 
flour, etc. The package business on the 
lakes is covered through a blanket con- 
tract. Hence there is really no oppor- 
tunity for the general writing insurance 
agent to get inland marine business, the 
real opening being in the export field. 





Visiting the Agents . 

BE. C. Fox, western general agent of 
the North British & Mercantile, is now 
making a trip through the middle west, 
which may carry him into Oklahoma and 
southern points. F. L. Stabler, general 


agent in the central department for the 
same company, is also making a swing 
about his field. 





HENRY E. REES DEAD 
PROMINENT COMPANY OFFICER 


Vice-President of the Aetna Served 
That Company and the Business 
Most Faithfully 


HARTFORD, CONN., May 9— 
Vice-President Henry E. Rees of the 
Aetna, of the most prominent insurance 
officials died yesterday. Mr. Rees had 
been ill since November with valvular 
paralysis. He went south in the fall 
hoping that the mild climate might im- 
prove his condition. He returned in 
the early winter without any change. 
About a year ago he went to the Mayo 
Brothers hospital at Rochester, Minn., 
for an operation for gastric ulcer. At 
the time of his death, he was president 
of the Southeastern Underwriters As- 
sociation and Southern Tornado Asso- 
ciation. He was a particularly well in- 
formed man and his counsel was often 
sought. He was a former president of 
the Eastern Union. Mr. Rees was pe- 
culiarly likeable and loveable. He felt 
an interest in everybody about him. 


Mr. Rees’ Career 


He was sympathetic in his nature and 
generous in his disposition. 

Mr. Rees was born in Macon, Ga., 
April 29, 1858, being the son of a min- 
ister. He became a local agent there 
in 1881 and in 1884 was appointed spe- 
cial agent for the Southeastern Tariff 
Association at Atlanta. From 1885 to 
1889 he was southern special agent for 
the North British. James F. Dudley, 
later on vice-president of the Aetna, 
was then assistant United States man- 
ager of the North British. In 1889 he 
became southern special agent for the 
Aetna, serving that company continu- 
ously for 30 years. In 1897 he came to 
Hartford as assistant secretary of the 
Aetna, serving in that capacity until 
May 6, 1907, when he was elected secre- 
tary. On April 24, 1912, he became vice- 
president. 


Authority on the South 


Mr. Rees was an authority on south- 
ern conditions and underwriting. His 
long experience in that section brought 
him in close contact with the real prob- 
lems of the south. Mrs. Rees survives 
him. His son, Henry K. Rees, is now 
in the medical branch of the United 
States army in France. Miss Sarah T. 
Rees, the oldest daughter, has been a 
missionary in Japan and is now on her 
way home. Miss Mary A. Rees recently 
returned from France, where she was 
connected with the Red Cross canteen 
work. Another daughter, Miss Frances 
QC. Rees, resides at home. Mr. Rees was 
a prominent member of Trinity Episco- 
pal Church in this city. He was the 
senior warden. Since 1897 he had been 
assistant superintendent of the Sunday 
school. 





Will Move to London 


NEW YORK, May 14—The executive 
and administrative offices of the London 
& Lancashire will be transferred from 
Liverpool to London, a change made 
desirable through the purchase by the 
corporation within the last twelve years 
of three substantial London companies. 


Caverly Sells Journal 


R. B. Caverly, publisher of the “Insur- 
ance Journal’ of Hartford, announces 
the sale of his paper to the Insurance 
Publishing Company of Hartford. J. 
Frazier Kempson will be editor of the 
“Journal,” beginning the present week. 
Mr. Caverly retains his interests in Balti- 
more, New York and London papers 
owned by him. 





Argue Surcharge Case 


LANSING, MICH., May 13.—Attorneys 
Bates and Edgerton of Chicago, repre- 
senting the companies, argued the case 
involving Michigan surcharge Monday at 
Lansing. The court will hand down its 
decision shortly. The Michigan de- 
partment ordered the surcharge removed 
some time ago, and the hearing is to de- 
cide the permanence of the injunction 
against this obtained by the companies. 





CHARTER IS UNUSUAL 
LICENSE CANNOT BE REVOKED 


Death of Secretary Forced the Re- 
insurance of the Old Madison 
Insurance Company 


INDIANAPOLIS, IND., May 13.— 
The Madison Insurance Co., of Madi- 
son, Ind., has reinsured its business in 
the Hartford Fire, because of the death 
last month of its secretary, J. K. 
Weyer. For many years Mr. Weyer 
had been the moving spirit of the com- 
pany, but the stockholders felt that 
there is no one in the organization to 
carry it on. 


Could Operate Railroad 


The Madison operates under a spe- 
cial charter which was granted by the 
Indiana legislature in 1831. In scope 
its terms are most liberal as all lines 
of insurance—fire, life, casualty and 
surety—may be transacted under it. 
It also permits the transaction of a 
banking or trust business, the opera- 
tion of railroads or “the roasting of 
peanuts,” as one investigator of its 
terms recently expressed it. It is per- 
petual in character and cannot be 
revoked ‘or disturbed by the state legis- 
lature, according to the opinion of ex- 
perts. 

Has Paid Big Profits 


The history of its operation is also 
unique. By the terms of the charter 
the capital stock is limited to $100,000. 
The original stockholders paid in 
$20,000 in cash and gave their notes for 
$80,000. Since then this $80,000 has 
been paid off by the profits of the com- 
pany and in addition to this the stock- 
holders have received $800,000 in cash 
dividends, while at the present time 
the divisable assets represent some- 
thing like two to one on the capital, it 
is stated. The records of the company 
are most interesting. In the home 
office is an engrossed copy of the char- 
ter which was made in 1831 by someone 
identified with the company, the text 
being inscribed on vellum with a pen 
in the old, lost-art style of penmanship 
that looks like copper plate. And on 
the walls of the company hangs in a 
frame one of the company’s early poli- 
cies, dated 1849. 

From the beginning to the present 
time the minutes of the company have 
been accurately kept. Every annual 
meeting has been reported and all sales 
and transfers of stock are recorded. 


Has Fine Record 


The company has maintained a clean 
record for payment of losses and its 
general conduct of business. Its op- 
erations were almost wholly confined to 
its immediate home vicinity in recent 
period, though some ten years ago it 
ventured into the reinsurance field, but 
retired therefrom after an unsatisfac- 
tory experience. Its investments are 
exceptionally high grade. It is not re- 
quired to make reports even to the in- 
surance department of its home state, 
but, as one authority states, who has 
been investigating its condition, “The 
Madison is in such excellent shape that 
it need not be ashamed to make a re- 
port to any department or anybody.” 

At the annual meeting of the Western 
Explosion Conference held in Chicago, 
W. P. Robertson, Liverpool & London & 
Globe, was elected chairman and C. E. 
Varley, Springfield, secretary. The execu- 
tive committee consists of the Aetna, 
Atlas, Boston, Hartford Fire, North 
America, National of Hartford and Na- 
tional Liberty. 





ASSISTANT EXAMINER 


Western Dept. at Chicago of prominent 
fire Co. requires services of competent 
assistant examiner. Age 20-25 preferred. 
Excellent chance for advancement for man who 
is intelligent and ambitious. Address 50-N, care 
The National Underwriter. 
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Burlington, Ia... May S—There is a 
$20,000 loss to the Nostke- Lyon Mfg. Co., 
under items 19-20. Insurance (partial 


and second floors occupied by the St. 
Louis Tissue & Mfg. Co. Insurance on 
stock and machinery of St. Louis Tissue 


list): % & Mfg. Co.: 

N. Y. Und....$2,500 Niagara ..... $2,500|L.& L. & G. - $5, 000 Continental ..$5,000 
Hartford .... 2,500 Gt. Amer,.... 2,500 | Security ..... 5,000 Fire Ass'n... 2,500 
er 2,500 Fid.-Phe. .... 2,500 | Brit. Amer... 5,000 British Und.. 2,500 
No Amer 2,500 Phoe., Ct..... 2,500 | Northern, Eng. 5,000 Home, N. Y.. 2,000 
re 2,500 Phoe., Eng... 2,500 | Detroit ...... 1,000 Michigan .... 1,000 
Springfield .. 2,500 be Imperial .... 1,000 

« * * 


Elaine, Ark., May 3—There is a total 
loss to the building and mercantile stock 
of Jackson Longnecker & Co. 


Chicago, lll. May 9—There is a 60 
percent loss to the stock of Will Rossi- 
Insurance | ter, music publishing, located at 69-71 


on building: West Randolph street. Insurance: 
Se Rae $2.500° Tona .....<.... $1,500 | Amer. Eag...$1,000 Nat’l, Ct...... $3,000 
Springfield .. 1,500 Home Und.... 1,500 | Aetna ....... 1,000 Nat'l Un..... 1,000 
hoenix ..... 1,500 Franklin .... 1,000 Niagara ..... 500 
ales Ins. Co., N. A. 1,000 Phoenix, Ct... 1,000 
Pomeroy, 0., May 4—There is a $1,500 | Mercantile .. 1,500 


loss to the cieee” Electric Railway & 


There is a 35 ercent loss to L. 
Power Co. and the P. & M. Electric Co. P * 


mB 
Mason & Co., dental supplies, 69-71 West 


—— located on Front street. Insur- Randolph street. Insurance: 

: Granite State..$750 Lumbermen ...$750 
N. B. & M....$5,000 No. Asner.:: 235000 lasome .... 7 750 " 
. ere 5,000 Hartford ste See * * * 
Phoenix ..-.. 5,000 Springfield .. 5,000 Columbus, 0., May 6—There is a total 


loss to the building owned by Luellen D. 
Lampman, located at 75-79 West Broad 
street. Insurance, $25,000. 


Sandusky, 0O., 


May 11—There is a total 
loss to items 1, 


2 and 7 of the Sandusky 


Glass Manufacturing Company, which 
makes window glass. Tulsa, Okla., May 12—There is . ie | 
Sullivan, Wis.—The school building | 1088 to the grocery and meat market o 
here, having burned, the opera house | R- J. Doedler, at 2026 East First street. 
will be used for that purpose until the gest’ ie ¥ 
close of the present school term. Marshall, Minn., May 3—There is a 
a 


$5,000 loss to the mercantile building 
St. Louis, Mo., May 12—There is a 60 | owned by Addison Bros., situated on 

percent loss to the main building and | lots 19 and 20. 

contents at 3423-27 Chouteau avenue, ite eae 2 

owned by the Goodwin Mfg. Co. First Bartlesville, Okla., May S—There is a 





















THE LIVERPOOL & LONDON & GLOBE 


Insurance Company, Limited 


Its United States assets are $17,083,985.30, every 
dollar representing UNITED STATES INVEST- 
MENTS, which are held in trust for sole protection 
of American policyholders and subject to strict 
supervision of State Insurance Department. 


WESTERN DEPARTMENT, 1144 Insurance Exchange, CHICAGO 
CINCINNATI DEPT., 401 Fourth Nat. Bank Bldg., Cincinnati, O. 





$45,000 loss to Plant “A” of the Bartles- 
ville Zine Co. Insurance, $449,230. 


Cleveland, 0., May S—There is a 75 
percent loss to the stock and machinery 


of the Cuyahoga Bed Spring Co., located 
at 700-2 Canal road. Insurance: 
Firemen’s io $4,500 
err $4,000 Auto. ....... 3,000 
ine. Co. N. A.. 3,000 Conn. ....... 4,000 


3,000 Conn. 
* ea * 


St. Louis, Mo., May 12—Fire in the 
sprinklered building at 3423-27 Chauteau 
avenue, owned by Goodwin Manufactur- 
ing Co., and occupied by St. Louis Tissue 
& Manufacturing Co., caused $5,000 dam- 
age to the contents. The loss on build- 
ing will be about 10 percent. 

Insurance on stock and machinery; 
owned by St. Louis Tissue & Manufac- 


L. & L. & G.$ 5,000 Continental .$ 5,000 
Security . 5,000 Fire Assn... 2,500 
Brit. Amer.. 5,000 Brit. Und... 2,500 
North., Eng. 5,000 Home, N. Y.. 2,000 
Detroit ..... 1,000 Michigan ... 1,000 
Imperial 1,000 | $35,000 


Insurance, blanket form, on buildings 
and contents, both sides of Chouteau 
avenue, Nos. 3423-27 and Nos. 3306-32; 
owned by Goodwin ee Co., 
damaged by fire May 10 


Colonial -$ 5,300 Ins. Co., N. A.$ 5,000 
North., Eng. 2°000 North., N. Y. a4 
Royal Exch. 5,000 Security a 

Gipare: .3525 000 Globe & Rut. 23° 200 
FONT, ss a diutece 5,000 North., N. Y. 6,000 
Oe See 9,500 Royal Exch. 5,000 
Security 5,000 Total. 2.5.68 $85,000 

*K 


* 
Oxford, Ind., May 9—The main building 
of the Benton county infirmary, two 
miles north of here, was burned, May 9. 
The loss is estimated at $45,000 
* OK 
Madison, Ind., May S—Fire destroyed 
W. H. Miller & Sons’ lumber yard and 
planing mills, with a loss of $60,000. The 
fire alarm system was out of commission 








WRITE HAIL*INSURANCE 


——= 


and the firemen in consequence were de. 
layed fifteen minutes. 


* * * 

Mount Vernon, 0., May 5—There is a 
$5,000 loss to the stock of farm imple. 
ments owned by George Collins, locateg 
at 410 West High street. Insurance: 
Fireman’s Fd. $8, 000 Penn. ....... $4,000 
yo 4,000 " 

Shelbyville, Tenn., May 9—There is g 
total loss to the Bedford Cedar Co. on 
West South Lane street under items 1 


and 2. Insurance: 
Home ....... $1,500 Aetna ....... $1,000 
LL. & G.... 1000 M.B.&M.... 1,000 
Fireman’s Fd. yy 500 7 

St. Louis, me., May 13.—Insurance, 


blanket form, on buildings and contents, 
both sides of Chouteau avenue, 3423-27 


and 3306-32, owned by Goodwin Mfg. Co.," 


damaged by fire May 10, 1919. Insur. 
ance: 

Ins. Co. Am. ‘oe North., Eng.. .$2,000 
North., N. Y.. 5,000 Royal Ex... 5,000 
Security sees 5,000 Girard ....... 5,000 
Globe & s: . 22, 200 Svea ......... 5,000 
North., N. Y.. 6,000 Lon. & Lan... 9,500 
Royal "BX..... 5,000 Security ..... 5,000 
Colonial ..... 5,300 


April Fire Losses 


The losses by fire in the United States 
and Canada during the month of April, 
as compiled from the records of the Jour- 
nal of Commerce, reach $15,484,750, 
which is a reduction of about 25 percent 
from the figures of April last year. The 
following table gives a comparison of 
the losses by months for the first four 
months of this year, with those of the 
preceding years: 


1917 1918 1919 
Jan. ...$36,431,770 $37,575,100 $29,446,325 
Feb. ... 29,587,660 20,688,155 26,891,950 





Establish your connections now for 1919 with 


A. J. Shaw General  Agenc 


HAIL INSURANCE BUILDING, 


Five high class stock companies widened the states of 
Kansas, Oklahoma, Nebraska, Colorado, New 
Mexico and Wyoming. 


IN KANS. 

















Many of our agents made from $1000 to $2000 in commissions in 45 days in 1918 




















HAWKEYE SECURITIES FIRE 


INSURANCE CoO. 

















INDEPENDENT ADJUSTERS 
















Inc. 1918 


FIRE, TORNADO, HAIL AND AUTOMOBILE 
Applicants for agencies address Home Office, Masonic Temple, Des Moines, Ia. 



















Detroit National Fire Fnsurance Co. 


PAUL TURNER, President DETROIT M.O, ROWLAND, Secretary 
Join the forces of a live, active, growing, strongly backed western company, progres- 
te yet operating along sound |i Li in New York, New Jersey, Ceama- 


t, Massachusetts, Maryland, Indiana, Pennsylvania, Vj-ginia, Minnesota, 
Michigan, Rhode Island, Iowa, Illinois, Colorado and California. 


MANAGED BY MEN WHO ARE IN CLOSE TOUCH WITH THE FIELD ° 






























NIAGARA 


Fire Insurance Company 
ESTABLISHED 1850 


123 William Street, NEW YORK 




















ILLINOIS MISSOURI 


QUINCY ADJUSTMENT 
& SERVICE BUREAU 


Well’s Building, Quincy GEORGE C. GILL, Mgr. 
TLL “WIS .O8 _ 
-TAYLOR 


1865 iigurence pa, Chicago 
hone Wabash 2546 
ADJUSTER OF FIRE LOSSES 


IOWA 








ILLINOIS AND EASTERN IOWA 
WESTERN 





wee eee ADJUSTMENT 
2 I 
BP. acoth s. Cherry St SB ny 
oo and y ere 
ILLINOIS INDIANA 


ELDRIDGE H. SPERRY 
506 & 7 Robeson Bldg., ( hampaign, TI. 
Western Union or Long Dist Phone (Office 147, 
Res. 458) facilitates promm service 


ILLINOIS 


THOMAS A. PETTIGREW 
Eades Building, Streator, Illinois 
Fire loss adjuster for the companies. Building Losses 
a specialty. 








North & Central Southern ern Wester 
ILLINOIS hn cng OWA INDIANA 
N C. COOPER 


Central roe Bldg., Ottawa, Illinois 
ADJUSTER OF FIRE LOSSES FOR THE COMPANIES 
34 years in insurance work 


iT LL. KY. TENN. 
H. ODELL & 


110 Ui; r Second St., Evansville, Ind. 
Pc inner parser Automobile and Inland 





IND. 





Kansas Oklahoma Eastern Colorado 
WARREN ADJUSTMENT BUREAU 
R. B. WARREN, Manager. 


Fire Loss Adjustments for the Companies Only 
No. 229 Beacon Building Wichita, Kansas 








| NORTHERN MICHIGAN eo MENT COMPANY 
Adiusters of F 
206 Schirmer Bldg . 204 Federal whan Saginaw, Mich. 











MINNESOTA AND TRIBUTARY STATES 
J. F. MAIN & COMPANY 
General Adjusters. 14 years experience. 
506 Palace Bldg., Minneapolis, Minn. 





ee oan i , M. KINKEL KINEEL 
KINKEL ADJUSTMENT AGENCY 
+ FIRE, TORNADO sad AUTOMOBILE 


HUTCHINSON ° KANSAS 





wt NSAS 


B. R. BOLINGER 
Fire, Tornado, Hail and Automobile 
Losses Adjusted 
Bucklin Kansas 


NEBRASKA WESTERN I0WA 
Conmearees. ADVICE & ADJUSTMENT BUREAU 
eects —- 


all classes of claims nee 
essary. 1418 First National Bank Building, OMAHA. 








NEBRASKA, WESTERN IOWA AND 
NORTHERN KANSAS 
ABEL J. BALDWIN 
Adjuster of Fire Insurance Losses 
808 Bee Bidg. Phone Red 5848 


OHIO—WESTERN PENNSYLVANIA 
FRANK A. DUNNING CO. 
Claims & Adjustments 
Ohio Bidg., Akron, O. Main 50, O. C.°2667 


OHIO 
JOHN M. SEYMOUR 


363 Main Street Ashtabula, Obie 


17 years experience as an insurance agent 
and builder. 
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WISGONSIN AND MICHIGAN 
Pire Loss No. Mickiga® 
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. 17,523,000 20,273,980 22,201,900 
. 18,597,225 20,108,900 15,484,750 


Mar. 
April 





Total $102,139,655 $98,646,135 $94,024,925 
“The important fires during the month 
just closed which caused particularly 
heavy loss to the fire underwriters were 
the following: 
Location—Description Amount 
Norfolk, Va., tobacco warehouses.$300,000 


Darlington, S. C., cotton ware- 

MUUNO. 646606 c40s ete ceaes ess 250,000 
El Paso, Tex., lumber plant..... 500,000 
Ranger, Tex., business section of 

CO NE re Oe Re Re 850,000 
St. Louis, Mo., factory building.. 300,000 


Louisville, Ky., cottonseed oil 

Plant ...cscccsccccccsccorsccss 500,000 
Scranton, Pa., wall paper and 

liquor HouSe ......-.eeeeeseees 350,000 
Baltimore, Md., industrial school 

i ey eae eee te 500,000 


Brighton Beach, N. Y., amusement 


cottonseed mill 


Cairo, IIL, 
warehouse 300,000 
“It is noticeable that in addition to the 

above there was a serious fire at Dubois, 

Pa., involving railroad property to the 

estimated value of $750,000. This being 

under the control of the Railway Admin- 
istration was not passed along to the fire 
underwriters. 

“The April record shows a decided pre- 
ponderance of southern risks of large 
values among the fires of notable size. 
These include cotton warehouses, to- 
bacco warehouses, cottonseed oil mills 
and lumber risks. The balance of the 
fires are well distributed throughout the 
country.” 


Moves to Chicago 
The Lumber Manufacturers Interin- 
surance Association, formerly of New 
York, where Willcox, Peck & Hughes 
were attorneys, has transferred to Chi- 


resort buildings 





500,000 


cago, with Lee Blakemore as attorney. 





Mr. Blakemore is also an attorney for 
the Manufacturing Woodworkers Under- 


writers. Mr. Blakemore is an old-time 
interinsurance man. 


INSURANCE WORK IS 
GIVEN RECOGNITION 


(CONTINUED FROM PAGE 1) 
inevitable with the growing interest in 
such matters displayed by the business 
interests of the nation. 

The new committee opened its dis- 
cussions with a debate on the general 
jnsurance situation, an expression of 
views on the needs of the business 
evils to be corrected, helpful agencies 
and methods, and the possibilities of 
nation-wide cooperation for the good 
of the insurance world. It was agreed 





that something might be done to im- 








prove conditions through uniformity in 
legislation, opposing to the growing 
tendency of the government to usurp 
the business functions of insurance and 
measures looking to economy and the 
prevention of waste in administration. 
The education of the public in fire pre- 
vention was also under discussion. 


Act as Clearing House 


In general it was agreed that the 
Chamber of Commerce could perform 
a valuable service to the nation as well 
as to the insurance world by acting as 
a clearing house for insurance informa- 
tion providing a center and forum for 
the discussion of insurance problems, 
and centralizing the attention of the 
business on any agency where authori- 
tative information and advice can be 
obtained. 








1918 Fire Premiums and Losses in Twenty MINNESOTA CITIES 











Albe: Brai- Crook- Pari- Fergus Little Man- Minne- Red Roch- St. St. Still- ir- 
Lea — Bemidji nerd ston Duluth Eveleth bault Falls Hibbing Falls kato apolis Wing ester Cloud Paul water ginia Winona 
Niagara ....eee- P. 675 228 ..... 640 720 12,203 277 433 609 1,522 296 1,093 34,321 375 1,390 1,727 15,075 897 1,889 812 
Be tiuten <ccae _ccdde eee « @hes 82,3869 ..... Se acede “avai <<eus 14 48,221 1,000 61 50 11,570 MOG 9 cécae 6 
Agricultural ...P. 840 421 1,117 637 265 6,640 639 170 161 1,480 300 117 25,620 95 443 339 17,172 835 852 632 
L. 15 150 1,050 SO wages 25,824 ROMP Nusebe) csawe 1,200 SQ” Jeane 18,184 2 25 Sm. 3G48S «20% 97 118 
Alliance ....se0. eebevs) atesws “aduee o6eeel “Seda betaga ~“aedee eeada -/4eene!  (deasen <caedn “aaaae De caewen seer Geese eee O eeawa . hee 
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L. Se) he ieee ere ROO” wcten (adees oe). sweet. “e0ees 15 73,434 AO” kken 347 28,244 5 7 14,240 
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80 Maiden Lane 


For 1919 


THE MOST COMPACT, COMPREHENSIVE REFERENCE BOOK IN THE 
INSURANCE BUSINESS—COVERS ALL BRANCHES, FIRE, MARINE, 
LIFE, and CASUALTY, GIVING UP TO DATE INFORMATION AS 
FOLLOWS: 


COMPANIES—Correct Corporate Titles, Addresses, Dates of Organiza- 
tion, Names of Officers, Directors, Territory Covered, Lines Written, Sum- 
mary of Annual Statements giving salient features, Capital, Surplus, 
Reserves, Premiums, Losses, etc. Amounts written in various side-lines, 
Companies which write Special Forms of Insurance, etc. 


ORGANIZATIONS—National, State and Local. The Federations, Boards, 
Unions, Bureaus, Associations, Conferences, etc. Names, Addresses, Offi- 
cers, Executive Committees, Territory, Membership, Objects, Dates of next 
Meetings, etc. 


THE STATE—State Laws, Taxes and Fees, Summary of Workmen’s 
Compensation Laws of Each State. New Legislation of 1919. State Officials, 
both in the gr Ray artment and in the Workmen’s Compensation 
Boards. State Funds + Componshintn Insurance. Resident Agent Laws, 
a for filing ol etc. Areas of Sates, Population 

ables, etc. 


Governors, 


WHO’S WHO IN INSURANCE-—Biographical Sketches of Prominent 
Insurance Men, many of whom you know. 


INSURANCE ENCYCLOPEDIA—Definitions and Instructive Material 
for Reference on all kinds of Insurance. General Information as to every 
conceivable question about the business of Insurance that has ever been 
asked in a a i office—and that means nearly everything. Review 
of the year with Death Roll. Companies that have ceased, changed names, 
and new companies organized. 


“If You Don’t Know, Look in the Aliansine! , 


Send One Dollar Right Now for Your Copy 


The Weekly Anderwriter 





New York, N. Y. 








annual premiums. 
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Wanted—three SPECIAL AGENTS by 
company specializing on automobile in 
states where EVERY TENTH PERSON 
is an automobile owner. 
with local representatives in virtually 
the same manner as farm business is 
written, but REMUNERATION to field 
men is GREATER. Company issues 
full coverage contracts, bearing large 


COMPANY. Correspondence confiden- 
Address 73 L, care The National 
Underwriter, 1362 Insurance Exchange, 
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Insurance Not Yet a Profession 


PresIDENT W. H. SteEvENs of the Acri- 
CULTURAL is one of the clearest thinkers 
in the business. He is a man of fine 
sentiment, splendid educational endow- 
ments and a magnificent personal char- 
acter. This is a fine background to what 
he says in words. Mr. Stevens made 
some observations at the recent meeting 
of the WESTERN INSURANCE BurREAU that 
attracted wide attention. He has a fin- 
ished and sympathetic manner of express- 
ing himself and his spoken words there- 
fore carried an added grace and dignity 
as he presented his thoughts from paper. 

Mr. STEvENS was discussing the pro- 
fessional character of insurance. He cited 
some of the requirements of a profession. 
While he would delight to see fire insur- 
ance classed in the professional ranks, he 
does not believe that the activity as yet 
has attained that distinction. Mr. Stevens 
said that the final test of professional 
rank was the current of fellowship that 
moves practitioners in spite of intensive 
competition to share with their fellows 
* such professional discoveries or experi- 
ences as make for the general good. 

Mr. STEVENS in applying this principle 
to fire insurance said that the spirit of 
fellowship and cooperation should not be 
limited by parallels of latitude or meridi- 
ans of longitude, by the distance to the 
Atlantic ocean, the Alleghenies or the 
Ohio River. He struck a strong note for 
country-wide cooperation in fire insurance 
and not a spirit of comradeship that is 
bounded by certain zones or sections. 
Speaking further on the subject he said: 

“There seems no warrant to hold that 
the Golden Rule was not intended to 
cross such boundaries as the St. Law- 
rence or Lake Superior or the interna- 
tional line posts between us and Can- 
ada, or even the boundaries between us 


and Mexico. As gentlemen we would 
deliberately false-card in a game of auc- 


tion with a gentleman from Saskatche- 
wan no sooner than with a gentleman 
from Philadelphia or. Chicago. Sane 
merchants quote prices regardless of 
their customers’ voting precinct and 
chain stores have methods applicable 
alike to Kankakee, Ill., and Salem, Mass. 

“In our own lines there is a unity of 
principle that, because of the identity of 
human hearts everywhere, works out 
some day its inevitable consequences in 
California, in Missouri, in Maine and 
would work them out in Liberia if we 
were there. We all remember the par- 
lous state in which we were before you 
western diplomats combined to save the 
day, and I am sure not one of us has 
ever for a moment regretted that our 
problems found so happy a solution. 

“May I, as an eastern intruder in your 
baliwick, who is highly appreciative of 
the help you have given him, urge upon 
such of you as have eastern interests and 
who still pursue there the old methods 
abandoned in the west, seriously to re- 
consider the present eastern situation. 
I am sure you will not find adequate rea- 
sons for a conviction that what has been 
so delightful and salutary in the middle 
west would be vicious nearer the rising 
sun. Perhaps I might even ask for an 
appreciation of what has been accom- 
plished for the good of the order in the 
way of stabilizing costs and rates, of 
bringing about the needed war impost, 
of influencing the tendency to govern- 
mental control, and in many minor mat- 
ters, by the one eastern organization 
which operates here on lines almost 
identical with those of the Western Bu- 
reau in its field, and has done that in 
spite of quite severe wounds inflicted by 
those who antagonize it not only on 
questions of commission, but, even less 
justifiably, on questions of rate. 

“Now that insurance commissioners 
are showing an almost insatiable curios- 
ity about our methods, it is becoming 
increasingly difficult to satisfy them by 
our own antagonistic councils and it 
‘seems likely that in the important state 
of New York, at least, our superintend- 
ent will say: ‘A plague to both your 
houses. I'll name the price myself.’ I 
longingly await the day when those of 
whom I am especially thinking at this 
instant will open the flood gates of their 
compassion and pour the fructifying 
stream of their fellowship over Yankee- 
dom and Dixie.” 


Studying the Dean Schedule 


PARTICULARLY in states which have 
passed antidiscrimination laws, the de- 
mand for men sufficiently familiar with 
the Dean schedule to make intelligent 
rating surveys of property is growing 
rapidly. Many agents are giving at- 
tention to the schedule themselves so 
that they may have a better under- 
standing of it, while others are said to 
be paying as high as $10 each to free- 
lance inspectors for plant surveys. Not 
only are some agents paying for these 
special plant but they are 
frank to say that they like to have 
those special agents come around who 
know how to use the Dean schedule to 
get business. 

While it is probably true that com- 
petition for business which goes to the 
point where exceedingly slight rate 


surveys 





changes are made the excuse for rapid 
changes in placing insurance by the 
property owner, is not a good thing 


for the insurance business, neverthe- 
less, there can be no denying that when 
once a line is placed with an agent, he 
owes it to his client to give him the 
best service possible, which includes 
competent advice as to how to reduce 
his fire hazards and at the same time 
his insurance rate. 

The insurance agent of today must in 
some way avail himself of the benefits 
which come from a knowledge of the 
fundamental principles and method of 
application of the Dean schedule. It 
will pay any field man or agent to take 
the Dean schedule correspondence 
course conducted by THE NATIONAL 
UNDERWRITER, 


Walter E. Atwater, Wisconsin spe- 
cial agent of the Commercial Union, 
et al., who has endeavored in the past 
to lay claim to and establish himself 
as the grandfather of Fire Prevention 
in that state, has now tarnished his 
record and can no longer hold unadul- 
terated claim to such a title, for ac- 
cording to a report of the Milwaukee 
Fire Patrol, a fire was discovered in 
the attic of his home at 6:58 a. m., May 
9, and is reported to be caused by 
“Electric flat iron on table in attic set 
fire to building and contents.” One 
of Mr. Atwater’s hobbies is inspection 
of schools and instruction of children 
concerning matters of Fire Prevention 
in the home. Insurance on building: 
Commercial Union, $4,000; on contents, 
Palatine $1,500, Fireman’s Fund $1,000. 


J. Dean Wells, who has been con- 
nected with the Chicago office of the 
National Inspection Company of that 
city, has been put in charge of the St. 
Louis branch office which handles Mis- 
souri and southern Illinois. Mr. Wells 
is the son of E. E. Wells, chief exam- 
iner and officer manager of the western 
department of the Liverpool, & London 
& Globe. 


Lieut. Marland E. Brown has re- 
turned from over seas service with the 
137 infantry, 35th division, and will be 
discharged at Camp Funston. He is 
the son of State Agent W. C. Brown 
of the Pennsylvania Fire in Missouri. 
Before entering the service Lieut. 


Brown was state agent of the Pennsy}. 
vania in Kansas. 


Carroll L. Garnett, special agent of 
the Springfield Fire and Marine for 
Virginia for some years past, has been 
elected assistant secretary of the com. 
pany and expects to enter upon his new 
duties at the home office June 1. Hig 
insurance friends are planning to give 
him a complimentary dinner in Rich. 
mond the night of May 17, preliminary 
to his departure. His successor in the 
Virginia territory is Charles B. Robb, 
hitherto special agent of the E. G 
Seibels general agency for Virginia and 
the Carolinas with headquarters at 
Richmond, where Mr. Garnett has also 
made his headquarters. 

Walter Carter, assistant secretary of 
the Royal at the home office, has been 
appointed general attorney for the 
Royal’s interests in the United States, 
He came over to this side several weeks 


York. William McIntosh, assistant 
manager of the New York department 
of the Royal, has been made vice-pres- 
ident of the Newark Fire which the 
Royal owns. He also becomes manager 
of the Skandia. 


Col. George E. Leach of Minneapolis, 
formerly state agent of the Norwich 
Union, who has returned from military 
service in France is not likely to re- 
turn to insurance work. Colonel Leach 
showed marked ability in military life 
and attracted wide attention. 














Passing Comment 








What They Are Talking About 
In Office and Field 




















boasts that his company gives 

service. In seeking an agency 
connection, the special agent dwells 
upon the type of service that the com- 
pany renders, the loss service, the un- 
derwriting service, the accounting de- 
partment service, the accommodation 
line service, etc. In fact service is a 
very much over-worked word with a 
majority of field men. Local agents are 
getting tired of hearing about service. 
It may be very true that a company has 
an organization that is capable of be- 
ing of considerable assistance to the 
local agent and has built up a highly 
specialized and departmentalized com- 
pany. But the value of service should 
be considered from the local agents’ 
standpoint. 

The local agent in establishing a new 
connection is seeking a certain type of 
assistance, cooperation—or as most 
field men would say, “service.” The 
agent is not so interested in the care- 
fully thought-out methods of the newly 
acquired company if they do not fit the 
system of his office. In other words, 
the local agent wants the kind of serv- 
ice that is applicable to his particular 
agency. The fact that it works in: 
nearly all other agencies is of no con- 
sequence or importance to him if it 
does not mould itself into his method of 
doing business. Real service consists 
in giving an agent what he wants, not 
simply what the company has to offer 
irrespective of conditions. Service does 
not come tied up in packages. The field 
man who wants to be of some real help 
to a local agent must study the local 
agent’s problems, find out what he 
wants and then revamp the company’s 
general practice to fit the particular 


F boast field man on the road, 





DEALERS’ HELPS 


ANUFACTURERS of merchandise 

spend a great deal of thought, time 
and money nowadays in getting out 
“dealers’ helps.” These include “window 
trims,” circular matter to be sent out by 
the dealers, “copy” and electrotypes for 
local advertising, etc. 

Insurance companies are going in more 
and more for “agent’s helps.” Among 
the most successful that are being used 
are the “illustrated letters” on automo- 
bile, tornado and similar lines of insur- 
ance that have been prepared by a num- 
ber of companies by the literature 
department of The National Underwriter. 
These first “sell the salesmen” on the 
line and then are employed by him to sell 
the public. They tell the story in both 
picture and word. The man who will 
only look gets the idea. The man who 
will both look and read gets the idea 
twice, each time in a different way. They 
are really helping agents get business. 


* * & 
BY WAY OF COMPARISON 


HERE were forty times as many dol- 
lars collected for automobile insur- 
ance in the United States in 1918 as 
there were for all kinds of insurance in 
the entire state of Wyoming in that 
year. The Wyoming totals include fire, 
life, casualty, surety, hail, fraternal, etc. 
Is it forty times as important to be 
engaged in the automobile insurance 
business as it is to be licensed in Wyom- 
ing? 
* * ak 
EMPLOYMENT SITUATION IMPROVED 


Office heads in the larger cities report 
that the employment situation is greatly 
improved. The fact that the troops have 
been sent back gradually has resulted 
in experienced men replacing the green 
help, one man at a time, and as a con- 
sequence there has been no marked 1a- 
Lor turn over, but office affairs have re- 
adjusted themselves in a normal, natural 
way. The taking on of former em- 
ployes has not disturbed the office rou- 
tine and many offices have found them- 
selves back in normal shape again al- 
most before the change was realized. 
Some of the war time help developed and 
gained experience, and many offices are 
probably in better shape today, as far 
as help is concerned, than they were 
before the war. Some positions of im- 
portance have been understudied and 
the loss of a man or two is by no means 
so serious a question as it was a short 
time ago. 
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REPORT MADE ON DAYTON, O. 





National Board Engineers Tell About 
the Fire Fighting Facilities 
of the Gem City 


The National Board engineers say 
the total fire loss at Dayton, O., for 
the past five years as given in the 
fire department records amounts to 
$2,001,561, varying between $213,042 in 
1915 and $632,842 in 1918. The annual 
number of fires varied from 263 in 
1915 to 316 in 1914 with an average 
of 294. The average number of fires 
per year per 1,000 population was 2.17, 
a low figure. The average loss per 
fre was $1.362, a very high figure, and 
the average annual loss per capita was 





$2.89, a moderately high figure. 

As to his fire fighting Facilities the 
report says: 

“Water supply sources apparently ade- 
quate; supply works have some unrelia- 
ble features; adequate quantities for fire 
protection generally available except in 
outlying manufacturing districts. Fire 
department undermanned but well 
equipped and fairly efficient. Fire alarm 
system inadequate, overloaded and un- 


reliable; dependence largely placed on 
telephones.” 

As to its conflagration hazard the re- 
port says: 


“In the congested value district there 
are groupings of large buildings deficient 
structurally, blocks are large, and some 
moderately congested, and high winds 
are frequent, resulting in a high poten- 
tial hazard in the individual blocks; as 
streets are wide, the fire department well 
equipped and fairly efficient and the 
water supply mainly adequate and re- 
liable, the probability of a fire involving 
more than the block of origin is small. 
Many manufacturing plants are sprink- 
lered and not liable to fires, but some 
groups are subject to local conflagra- 
tions. Minor mercantile and residential 
sections have fairly high hazard in con- 





gested portions, due to poor construction 
and shingle roofs.” 


SEDGWICK GIVEN FAREWELL 


New Assistant Manager of the Great 
American Was Tendered Ban- 
quet by Ohio Friends 


At the banquet given in Columbus, 
O., last week in honor of George B. 
Sedgwick, state agent of the Great 
American, who is leaving the state to 
become assistant western manager of 
the company, Joseph O. Dye, assistant 
manager of the Rochester Underwrit- 
ers and one of the old time Ohio field 
men, presided as toastmaster. Mr. Dye 
was the predecessor of Mr. Sedgwick 
in Ohio. At the speakers’ table in addi- 
tion to Mr. Dye and Mr. Sedgwick, 
were Charles E. Dox, western manager 
of the London & Lancashire; Manager 
W. E. Mariner of the Western Adjust- 
ment; Assistant Manager J. C. Whar- 
ton of the Sun; John Grey, state agent 
of the North British; Manager W. L. 
Lerch of the Great American; R. T. 
Huggard, state agent of the Spring- 
field. All of these men spoke and in 
addition remarks were made by E. O. 
Basse, Wisconsin state agent of the 
Great American; Louis L. Rauh, Cin- 
cinnati local agent; A. W. Neale, Cleve- 
land local agent; F. J. Macklin, Colum- 
bus local agent; C. F. Barnard, man- 
ager of the Western Adjustment at 
Cleveland, and Judge Mooney, the well 
known Columbus insurance attorney. 
Mr. Sedgwick was given a handsome 
watch and chain and to the sentiment 
of the evening he made fitting response. 


Company Forging Ahead 


Substantial progress is being made by 
the Mutual Plate Glass of Shelby, Ohio. 
The company is now 34 years old and is 
making plans to operate in a more ag- 
gressive manner. There is only one other 
company in the country besides the Mu- 
tual Plate Glass which is specializing 
upon and writing plate glass insurance 
on the mutual plan. The company occu- 
pies its own home office building and 





has always confined its operations to its 
home state. President Henry Wentz is 
the pioneer in his field. 

Up to date the company has gone along 
in a quiet way, has always been very 
conservative, but will now branch out, 
pursuing a more aggressive but equally 
conservative policy. The company has 
one of the finest agency plants in the 
state, many of its representatives being 
the leading general insurance men of 
their communities, a number having rep- 
resented the company since its organiza- 
tion. L. A. Dennis, who recently became 
secretary and general agent of the com- 
pany, isa practical and expert glass man, 
understanding thoroughly the mechan- 
ical end of the business. 


Launch Fire Prevention Company 


CLEVELAND, OHIO, May 14—The re- 
port of the fire insurance committee of 
the Cleveland Association of Credit Men, 
to be made at the annual meeting this 
week, contains a resolution to the effect 
that the incoming committee at once 
saunch a fire prevention campaign, in 
connection with other civic and business 
organizations of the city. 

The resolution further urges that an 
earnest effort be made to place before 
the membership of the organization in a 
forcible manner the fact that 75 percent 
of the fire loss is unnecessary and due to 
carelessness and preventable causes 
which could and should be avoided and 
that a proper method of inspection, 
preferably compulsory, would prevent 
this great loss. 

Further, the committee insists that the 
attempt made to get mercantile agen- 
cies interested in this matter be contin- 
ued and that they be asked to furnish 
the amount of insurance carried by all 
parties upon whom credit reports are 
made. 





West Virginia Commissions 


NEW YORK, May 14.—When the East- 
ern Union meets Thursday it is expected 
a decision will be reached concerning 


uniform commissions for West Virginia. | 
The agents of the state are flatly op- | 


posed to the graded commission plan and 
while some of the companies feel that 
the suggested 20 percent is too high a 
figure, the probabilities are that the ma- 
jority of offices will assent thereto. The 
mining properties in the Panhandle state 
are all reported prosperous. A number 
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This chart tells a story that is vital to every 
There is 
nothing in our policy that isn’t perfectly 
He pays 3% the first year and no more, 
and we GUARANTEE to reduce the rate each year, so that the fifth year 
it costs him only 2%. Illinois and Iowa agency contracts. 
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of new industrial enterprises are locat- 
ing at various points throughout the 
commonwealth, being induced so to do by 
the abundance of coal and petroleum 
available for steam and heating purposes 
and the relatively low cost thereof. 


Will Have a Debate 

The May dinner meeting of the Insur- 
ance Society of Cincinnati, Wednesday 
evening next, will depart from custom, 
as the educational feature of the meet- 
ing will be a debate on the subject: “Do 
the Uniform Forms Lighten the Work 
of the Clerk?” The affirmative will be 


affirmed by William Jones, Miss Sallie 
Morgan, John Runck, Jr., Miss Josie 
Doescher and Cliff Sears. The negative 


will be supported by Miss Seren Hughes, 
Harry Vandenburg, Miss Lucy Cahill, 
Harry Rehage and Miss Bertha Conrad. 


Ohio Notes 


The Union of Canton has been admit- 


ted to Ohio. The first agent appointed 
in the state is Frank J. Macklin, Co- 
lumbus. 


James William Harsha, aged 59, for 
eight years chief examiner in the Ohio 
state insurance department, died sud- 
denly May 8 at Columbus. 

Governor Cox of Ohio has signed 
Senator Parrett’s bill making it unlaw- 
ful for persons to tamper with fire hy- 
drants, pipes, mains, meters and other 
equipment. 

Mrs. C. A. Van Deusen of Brunswick, 
Ohio, wife of C. A. Van Deusen, promi- 
nent local agent there with offices at 
Medina, Valley City, Brecksville, Hinck- 
ley and Brunswick, underwent a very 
serious operation at St. Luke’s Hospital, 
Cleveland, last week. Mr. Van Deusen’s 
many friends are extending their best 
wishes for a rapid recovery. 

The Lutchsinger bill, to compel all 
factories of three or more stories to con- 
duct fire drills at least once a month, 
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Surplus to Policyholders ‘ 


The Securities of this Company are deposited with the Indiana Insurance 
Department for the Protection of Policyholders and Creditors 





A. M. WAGNER, Supt. of Agencie> 


Che Columbian Insurance Co. 


430 N. Pennsylvania St., Indianapolis, Ind. 


$529,005.00 
344,529.00 


was unanimously passed by the Ohio 
house when news of the Philadelphia 
apartment house fire, Columbus, in which 
10 people lost their lives, reached that 
body. The bill does not apply to apart- 
ment houses. It now is in the senate. 
The Insurance Golf Club, organized 
three years ago by a dozen or more of 
Cincinnati insurance men, which sus- 
pended its biweekly session last year on 
account of absence of members in the 
service and the war activities of others, 


reorganized Tuesday. Frank J. Blain 
was elected president and C. W. Clem- 
ons secretary. The first game will be 


played Tuesday at the Hyde Park Coun- 
try Club. The organization has fifteen 


local members. 





Prevents 
Lightning 
Losses 


Shinn-Flat is the 
only Lightning Conduc- 
tor made in the form of 
a woven flat cable, 
which electrical author- 
ities say is more effi- 
cient. 


Shinn-Flat has 36 per- 
cent more conducting 
surface than any round 
rod or cable containing 
the same amount of 
material, and it is con- 
sequently more effec- 
tive in controlling an 
electrical discharge. 





Shinn-Felt is woven 

in a continuous ribbon- 

like form without joints, and the machines 
used in its construction are patented. 


Ask for agency information. 


W. C. SHINN MFG. CO. 
W. C, SHINN, President 
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Agents Wanted in Indiana, Illinois, Ohio, Michigan, Wisconsin and Minnesota 





1 Offices: 1648 Monadnock Block, CHICAGO 
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INDIANA BUREAU IS WATCHED 





Are Keeping Tab on All Adjustments 
Made in Anticipation of State 
Rate Fixing 





INDIANAPOLIS, IND.—With the 
approach of the time when the Indiana 
department will assume jurisdiction 
over the making of rates, an increasing 
interest attaches to every rate adjust- 
ment named by the Indiana Inspection 
Bureau. The rate estimates being 
promulgated by Manager Sellers are in 
keeping with the regular routine of the 
office, but in a number of instances 
there has been some local newspaper 
publicity given to these new estimates 
under claim that an effort is being 
made to get rates on a higher level 
before the law becomes effective. 

Mr. Sellers says that this is not the 
case and that what has been done has 
been simply in line with his past pro- 
gram. The work of the inspection bu- 
reau, of course, cannot be held up until 
the law becomes effective. Deputy 
Insurance Commissioner Schaeffer is 
making note of any complaints and 
they will be considered when by law he 
becomes responsible for the supervision 
of rates. It is not anticipated that 
there will be any difficulty in making 
an amicable adjustment of any disputed 
points when that time comes. In the 
meantime, however, the newspapers 


may be expected to make the most of 
the situation. 


BILLS PASSED IN MICHIGAN 








Measures That Attract Special Interest 
Are Those Relating to State Com- 
mission on Sprinklers 





The following bills were passed by 
the Michigan legislature: 

Senate Bill No. 30: Permits farmers’ 
mutual fire companies to insure all kinds 
of property with limitations that where 
the property insured is real estate or 
personal property other than farm prop- 
erty or dwelling houses, the amount of 
any one risk shall not exceed $2,000, and 
the insurance of risks other than farm 
property and dwelling houses situated in 
cities or villages of more than 5,000 
population is prohibited. Permits public 
or private corporations to become mem- 
bers of mutual fire companies, and to 
designate an officer, stockholder or trus- 
tee to act for or in its behalf for the 
purposes of such membership. 

* * + 


Senate Bill No. 279: Provides that the 
commissioner of insurance shall install 
a sprinkler system for the prevention of 
fire in one or more of the various state 
institutions, such system to be equipped 
with sprinkler heads approved by the 
commissioner of insurance, after he has 
\caused a test of such sprinkler heads to 
be made. Expenses incurred in making 
tests, together with cost of installation 
of such system, is to be paid from the 
State Insurance Fund. 


LJ * * 
Senate Bill No. 280: Creates a spe- 
cial commission consisting of three 


members appointed by the governor to 





investigate the question of sprinkler in- 





surance, including the cost of manufac- 
ture, installation, approval and sale of 
sprinkler heads. The commission is re- 
quired to make a report to the governor 
of its findings, together with any rec- 
ommendations it sees fit to make con- 
cerning legislative or other action 
required to carry out said recommenda- 
tions. 
ca * * 

House Bill No. 113: Increases the 
term of office of the commissioner of in- 
surance from two to four years. 

+ * * 

House Bill No. 610: Permits any stock 
fire insurance company to increase or 
decrease its capital stock after the pro- 
posed plan of increase or decrease has 
been approved by the commissioner, and 
has been approved by a vote of two- 
thirds of the capital stock of the com- 
pany, at a meeting of which the stock- 
holders have had due notice. Such in- 
crease or decrease does not become ef- 
fective until finally approved by the 
commissioner and until articles of asso- 
ciation have been amended in the man- 
ner provided by law. The par value of 
shares shall be fixed at from $25 to $50 
each, and the directors of the company 
have authority to make provision for 
calling in the old and issuing new cer- 
tificates of stock. 


PLANS OF DETROIT NATIONAL 





Managing Underwriter March Tells 
Policy of Company in Starting 
With Clean Slate 





Secretary George K. March of the 
Detroit National Fire, commenting on 


the revamping of its agency plant, says, 


that inasmuch as the company has re- 
insured its outstanding liability in the 


Hartford, it will be able to start with 
a clean slate and work from now on yi] 
be constructive. The Detroit Nationaj 
has a strong board of directors who 
have considerable influence in Detroit 
and surrounding territory. Mr. March 
himself is well acquainted in the cen. 
tral west, and therefore has adopted 
the policy of building up a strong, pro. 
ductive plant in Michigan and nearby 
states. It will retire from the far west. 
ern and eastern fields. Mr. March be. 
lieves that the logical territory for his 
company at the present time is near at 
home. The officers and directors of the 
Detroit National Fire are maturing 
plans for materially strengthening the 
company. Mr. March declares that it 
is their policy to build an organization 
which will be a credit to Michigan and 
the west. It intends to have ample 
financial strength and sufficient carry- 
ing power to be of real service to local 
agents. . 





Qualifications Bill .on Shelf 


It seems unlikely that the agents’ 
qualification bill introduced in the Ili- 
nois legislature a few weeks ago will 
become a law. This measure was origi- 
nally sponsored by the life insurance 
interests, but has been amended so many 
times that it has almost entirely lost 
its original form. 

As introduced, it was designed to 
provide a reasonable standard of qualifi- 
cation for life insurance men. It was 
then amended to include all licensed 
agents in the state. It was further 
amended to provide the resident agents 
feature such as in effect in Michigan 
and a few other states. The resident 
agents feature was then remodeled so as 
not to apply to life insurance men, for 








Field Man Wanted 


State Agent by old American Company 
for Western State. Must havea thorough knowl- 
edge of the work. Toa man of ability a good 
salary will be paid. Address stating age, expe- 
rience and salary. Address 49-M, care The 
National Underwriter. 








Prompt Service 





Capital Fire Insurance Company of California 
Agents wishing to represent a high class progressive company, apply to 
BIERCE & SAGE Co., Michigan State Agents 
219-220-221 Hammond Blidg., Detroit 
Correspondence solicited for direct lines or re-insurance on mercantiles and special hazards where not represented 


Telephone, Cherry 5154 





the reason that as originally drawn it 





For Sale—Fire Insurance Agency 


In a good Ohio town of about one 
thousand population. For particulars 
address 47-K, care The National 


Underwriter. 























H. C. WHALEN, Pres. 





THE CENTRAL STATES FIRE 
INSURANCE COMPANY 
Wichita, Kansas 


Writing 

FIRE :: TORNADO :: HAIL :: AUTOMOBILE :: MARINE 
Entered 

KANSAS OKLAHOMA TEXAS 


A. S. BUZZE, Secy. 





NATIONAL SECURITY FIRE 
INSURANCE COMPANY 


(STOCK COMPANY) 


AGENTS WANTED IN 
NEBRASKA—IOWA—KANSAS—COLORADO 





WRITING FIRE, TORNADO, AUTOMOBILE 








Home Office: 1406 FARNAM ST. 





OMAHA, NEBRASKA ° 
—| 











ASSETS - 





SURPLUS TO POLICYHOLDERS “ - - 


The COLUMBIAN NATIONAL 


FIRE INSURANCE COMPANY 


DETROIT, MICH. 


$1,765,472.60 
1,096,744.07 


LICENSED IN 


Michigan, Ohio, Pennsylvania, New Jersey, Illinois, Indiana, 
Wisconsin, Iowa, Minnesota, New York, Massachusetts, 
Rhode Island, Louisiana, California, - 

Tennessee and Kansas 


A Reliable, Progressive Agency Company 


Representatives solicited 








H. M. BARFIELD 
President 


H. S. BASSETT 


Secretary 


CHARLES H. HARRADEN 
Managing Underwriter 


Buckeye National Fire 


Insurance Co. 


sj} Surplus to Policyholders........ $149,508.34 





ECO 


Writing Business Through Ohio Agents 
SONOMIC MANAGEMENT M 


Conservative aderwriting 


NT MAKING SPLENDID PROGRES 














OHIO AGENTS WANTED! 











ANTHONY MATRE HENRY REIS, M. D. 
President Vice-President 









THOMAS E. GALLAGHER 
JAMES F. HOULEHAN 
DR. FELIX GAUDIN 


HENRY J. WOESSNER Man. Underwriter 


JOSEPH BERNING 
Vice-President 


DIRECTORS 

HENRY REIS, M. D. 

JOSEPH BERNING 
HUGH O'NEILL 


NAPOLEON PICKARD 


Secy-Treas. 


NAPOLEON PICARD 
ANTHONY MATRE 
FRANCIS J. MATRE 


A good company for good agents 


MARQUETTE NATIONAL 


FIRE INSURANCE COMPANY 


INSURANCE EXCHANGE 
CHICAGO, 











|| GEO. A. MOWRY 
| President 


W. A. GORDON 
Secretary 


WM. WALSH 
Ass’t Secretary 








Twin City Fire Ins. Co. 


MINNEAPOLIS 
Capital $500,000 


| 








C.A. PALMER, President 


Capital fully paid $259,150.00 





C. O. DAVIS, Vice-Pres. 
S.D: ANDRUS, V.-Pres. & Man’g Underwriter_ F. H. ALDRICH, Counsel H. R.VERNOR, Asst.Secy- | 
L. K. HENNES; Treasurer 


THE INTER-STATE FIRE INSURANCE CO. 


OF DETROIT, MICHIGAN (Organized 1913) 


Assets $591,109.81 Surplus to policy holders $310,064.33 
406-412 DIME BANK BUILDING 


W. A. ELDRIDGE. Secy: 


— 
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would prevent life men residing in St. 
Louis, Mo., from transacting business in 
East St. Louis, Ill, as well as those 
living in Davenport, Iowa, from solicit- 
ing in Rock Island and Moline, Ill., and 
in addition would prevent the large pro- 
ducers doing a nation-wide business from 
operating in Illinois. 

The bill has passed second reading and 
is now listed on the calendar, but is so 
far down on the list that there is no 
possibility of its passing. No bills will 
pass the Illinois legislature that are 
not actively pushed, and there seems to 
be a lack of interest in this measure. 
The Chicago Life Underwriters Associa- 
tion has remained neutral in the matter, 
and there seems to be no interest in 
the proposition on the part of fire in- 
surance companies or agents. 





Michigan Federation Meeting 


The fifth annual meeting of the Insur- 
ance Federation of Michigan will be 
held at the Hotel Pantlind, Grand Rap- 
ids, Mich., on May 22. The convention 
will open with an important business 
session at 2 p. m., and will be attended 
by the most representative insurance 
men of the state. There will also be 
present a number of nationally promi- 
nent insurance men. An excellent pro- 
gram has been arranged for the banquet 
which will be served in the evening. 

James H. Carney, president of the Na- 
tional Council of Insurance Federations, 
and James W. Henry, chairman of the 
executive committee, will be in attend- 
ance at this meeting as guests of the 
Michigan Federation. 


Fire Marshal’s Activities 


SPRINGFIELD, ILL., May 13.—The le- 
gality of the state fire marshal’s sub- 
poena has been upheld in a case won by 
Fire Marshal Gamber of Illinois in the 
Chicago municipal court. Rosa Bananco, 
Vito Santo and Dominick Vilano ignored 
a subpoena of a deputy fire marshal and, 
upon being arrested, challenged the le- 
gality of the fire marshal’s subpoena. 
All were fined. The attorney-general and 
state’s attorney of Cook county assisted 
in the prosecution. 

Fire Marshal Gamber reports two more 
indictments—Harry Hamilton, Murphys- 
boro, burning to defraud, and Sam Hamp- 


of Stickney has confessed to setting fire 
to a manufacturing plant and has been 
held to the criminal court on the charge 
of arson. 


Thomas to Speak at Soo 


John J. Thomas, secretary of the Lloyd- 
Thomas Appraisal Co. of Chicago, will be 
one of the principal speakers at the an- 
nual meeting of the Michigan Association 
of Insurance Agents to be held at Sault 
Ste. Marie the second or third week in 
July. Mr. Thomas will have as his sub- 
ject “What the Business Man Should 
Know About Fire Insurance.” Mr. Thomas 
has been able to view insurance problems 
through the eyes of the policyholders, 
and his address will undoubtedly be one 
of the most interesting heard at the 
meeting. President John P. Old is ar- 
ranging a strong program. 


Waiting for the Fish 


The Lake Maxinkuckee colony of In- 
diana field men has opened for the sea- 
son. Those who have already opened 
their cottages there are James A. Baw- 
den, soon to become associate state agent 
of the American; F. C. Deggendorf, state 
agent of the National, and H. B. Hey- 
wood, in local agency business at In- 
dianapolis. W. J. Wood, state agent of 
the Fidelity-Phenix, is planning to open 
his cottage this week. 


Illinois Fire Losses 


SPRINGFIELD, ILL., May 13.—Illinois 
fire losses for April were $1,137,833, ac- 
cording to the report of Fire Marshal 
John G. Gamber. This is a decrease of 
$901,844 from March, when losses were 
abnormally high, and an increase of 
$346,603 over April a year ago; 979 fires 
were reported. Chicago losses were 
$363,150. 

The principal causes of fires were: 
Sparks on roofs, 232, and matches and 
smoking, 132, a total of more than a 
third of the fires for the month. 

The largest losses were: Factories, 36, 
$473,421; dwellings, 451, $189,859; shops, 
16, $123,300; stores, 97, $109,457. 

An unusual amount of fire investiga- 
tion was done during the month. A to- 
tal of 188 fires were investigated, of 
which 93 are being held open for further 
inquiry. Six arrests were made, 12 in- 


refused to obey subpoenas under the fire 
marshal law were tried and found guilty. 
In addition, 2,574 inspections were 
made, covering 60 cities and towns. In 
the greater number of these commu- 
nities, special requests for visits had 
been made by public officials. Among the 
results was the removal of 17 dilapi- 
dated buildings. 


Bedford Quarry Business 


During the war the movement of the 
product of the stone quarries in the 
neighborhood of Bedford, Ind., was so 
curtailed that the plants were so nearly 
idle that many companies declined to 
write on the plants. Now business is 
resuming and many of the quarries are 
operating at full capacity or nearly so. 
A large number of the fire companies are 
now writing lines of from $10,000 to $15,- 
000 on these plants. They are reported 
to be in good physical condition and in 
better shape, in many cases, than they 
have ever been before from a fire insur- 
ance standpoint. 


Enlarges Janesville Plant 


Fire insurance men are interested in 
the fact that the General Motors is en- 
larging its plant at Janesville, Wis. 
This company recently constructed a 
large building at that place and has now 
purchased 500 acres of land with the in- 
tention of erecting another large plant, 
which will be a duplicate of the present 
building. Between 15,000 and 20,000 
additional employes will be required to 
operate the new factory. This is a big 
boom for Janesville and should offer 
plenty of new business. 


Northern Wisconsin Farms 


Owing to the fact that the farm writ- 
ing companies are not able to get a dif- 
ferential in northern Wisconsin most of 
them have pulled out of that section or 
those that are remaining are limiting 
their business to comparatively few 
agents. The companies get a differen- 
tial of 33% percent in northern Minne- 
sota and the conditions in northern Wis- 
consin are about the same as northern 
Minnesota. The farm business in the 
northern section of both states has been 
unprofitable. The brush and forest fire 








sam, West Frankfort, arson. Edgar Holt 


dictments returned and five persons who 


country is not in as settled condition as 
the central and southern sections of 
these states. The character of the pop- 


ulation is different. The farmers in the 
northern section of the state as a whole 
are not nearly as desirable as those in 
the southern part, from an insurance 
standpoint. 
Illinois Bill Passed 

House Bill 188 (Scanlan) has now 
passed both Illinois houses. It amends 
section 1 of an act to incorporate and 


to govern fire, marine and inland naviga- 
tion insurance companies doing business 
in Illinois. This bill provides that com- 
panies heretofore, as well as hereafter, 
incorporated under this act shall have 
power to issue insurance against risks 
of ocean navigation and transportation 
and against loss or damage by explosion, 
except upon engines and machinery con- 
nected therewith or operated thereby 


Michigan Fire Marshal Laws 


LANSING, MICH., May 12—The follow- 
ing bills were passed by the Michigan 


legislature pertaining to the state fire 
marshal: 
Senate Bill No. 270: Provides that 


secretaries of mutual fire companies are 
entitled to 25c for each fire reported to 


the state fire marshal, as provided by 
law. : 
« - . 
House Bill No. 521: Permits inspect- 


ors of the state fire marshal department 
to conduct investigations, compel the at- 
tendance of witnesses, administer oaths 
and take testimony in relation to any 
matter which is a subject of inquiry or 
investigation, and giving such inspectors 
other powers heretofore conferred only 
upon the state fire marshal, deputy and 
assistant. Permits the employment of 
special counsel to assist in prosecution 
of any offenses enumerated in the fire 
marshal act, and gives such counsel the 
same authority as is conferred upon 
prosecuting attorneys of this state in 
criminal cases, and the same authority 
to conduct investigations as is conferred 
upon the state fire marshal. 
+ * = 

House Bill No. 596: Exempts from the 

provisions of the moving picture law 





hazard is imminent. Furthermore the 


moving picture exhibitions given solely 








CAPITAL - 


M. S. CREMER, President 





INCORPORATED 1876 


ILLINOIS FIRE 


INSURANCE COMPANY OF PEORIA 


Total losses paid since organization - - 


Reliable Agents Wanted in Illinois, Indiana, Wisconsin and Penn- 
sylvania. For Particulars Address Home Office 


° $200,000.00 
$6,618, 180.60 


HENRY F. TUERK, Secretary 
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Merchants National 
Five Insurance Co. 


wants Good Agents 1n 
Michigan, Indiana 
Illinois and Wisconsin 


CHICAGO 


















































[FIRE] 


Great Lakes 


Insurance Company 
Home Office, Insurance Exchange 


CHICAGO, ILL. 
N. L. Piotrowski, President 


A.C. Mack, Managing Underwriter 


CASH CAPITAL - - - - $200,000.00 
SURPLUS TO POLICY HOLDERS $323,174.71 





A 
MARK 
OF QUALITY 








IT 
INSURES 
THE BEST 





St. Louis Lightning Rod Company 
DeKalb and Trudeau Streets 


ST. LOUIS, MO. 













Capital and Surplus, $350,000.00 


The Indemnity Co. of America 


St. Louis, Mo. 








AUTOMOBILE INSURANCE In All Its Branches 


LIABILITY 
PROPERTY DAMAGE 
COLLISION 
FIRE 
THEFT 


FULL COVERAGE 





ROLLINS BURDICK HUNTER CO., General Agents, Chicago 





ONE POLICY 
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for religious, benevolent, 
mechanical or scientific demonstration 
purposes, but in such cases the fire mar- 
shal department shali approve of the 
building in which any such exhibition is 
given, and of the films, appliances, used 
in connection therewith. 


Wisconsin Notes 


Johnson Creek, Wis., is advertising for 
bids for a new motor driven pump and 
other new equipment for the municipal 
waterworks and fire protection system. 

West Allis, Milwaukee county, is tak- 
ing bids for the erection of an addition 
to the municipal waterworks pumping 
station and other improvements in the 
plant. New equipment will be added. 


Waterloo, Wis., is about to rebuild and 
enlarge its municipal power plant, sup- 
plying light and power for the water- 
works system. 
a 70 to 160 horsepower engine and gen- 
erator of the Corliss or Uniflow type. 

L. E. Frederich, Fond du Lac., Wis., 
local agent of the Prudential for the last 
four years, has been promoted to assist- 
ant superintendent, succeeding J. H. 
Schaffer of Fond du Lac. 


Alfred E .Justman, Juneau, Wis., sec- 
retary and manager of the Wisconsin 
Hail & Cyclone, died May 9, following 
an operation for stomach trouble. He 
was 32 years of age and has been asso- 
ciated with the company for ten years, 
the last six as secretary. 

Eau Claire, Wis., is advertising for 
bids for the construction of a 36-inch 
concrete pipe leading from the artesian 
well supply to the main under the Chip- 
pewa river. It will replace a 26-inch 
wooden pipe installed when the munici- 
pal waterworks system first was built. 
The pipe is 2,160 feet long. 


The Black River Falls common council 
has adopted the recommendation of engi- 
neers to install a new municipal power 
unit at a cost of $20,000. A _ vertical 


Bids are being taken for 


’ | 
educational, 





constructed to supplement the present 
horizontal unit. 


Illinois Notes 


The National of Hartford has with- 
drawn from the Eastman agency at Mo- 
line, Ill, and has transferred its agency 
at that place to J. L. Oakleaf. 


The Connecticut, Home of California 
and the Sterling have been transferred 
to the Addison-Bourland agency at Peo- 
ria. This is a new agency. Mr. Addison 
was formerly cashier of the Central Na- 
tional Bank and Mr. Bourland is the 
manager of the Central National Bank 
building. The Connecticut agency at 
Peoria was formerly held by J. H. 
Blusch. 


The Illinois senate has passed S. B. 
346 (Kessinger) which amends sections 
1 and 8 of the 1877 act relating to county 
fire companies. It provides that those 
forming an incorporated company for 
purposes named in the act shall own col- 
lectively property of a value of at least 
$100,000 (now $50,000), and would permit 
such companies to take risks up to 
$15,000 (now $7,500). 


The Illinois senate has passed S. B. 
156 (Kessinger) which amends section 1 
of an act to provide for the organization 
and management of fraternals for the 
purpose of furnishing life indemnity or 
pecuniary benefits to beneficiaries of de- 
ceased members, or accident or perma- 
nent indemnity disability to members 
thereof, approved in 18938. It provides 
that such societies may grant extended 
and paid up protection to their mem- 
bers, if its reserves are not lower than 
those computed by the American table 
and 4 percent interest. 





Indiana Notes 
John W. Weaver of Huntington, Ind., 
who is agent of the Equitable Life of 
New York, intends to enter the fire busi- 
ness and is in the market for a company. 
At Newcastle, Ind., Thompson & Teag- 





companies in the agency have trans- 
ferred to the new agency. 

Manufacturers of Goshen, Ind., have 
petitioned the city council to increase 
the fire fighting equipment and to adopt 
the motor system, 


The Grain Dealers National Mutual 
Fire, with headquarters at Indianapolis, 
has invested 25 percent of its gross 
assets in Liberty bonds. 


The Indiana department has just com- 
pleted examinations of the Grain Deal- 
ers National Mutual and the Indiana 
Lumbermen’s Mutual, both of Indianap- 
olis. The report in each case shows ex- 
cellent financial conditions and praises 
the high standards of management 
which prevail in each company. 

The Indianapolis Salvage Corps has 
reelected the following officers: Presi- 
dent, John R. Welch; vice-president, L. 
L. MacEnaney; secretary, E. H. Forrey, 
and treasurer, Albert Huber. D. T. Bar- 
rett and Robert McCullough were re- 
elected on the board of directors for 
three years. Richard Lieber is the third 
member of the board. 

Allston Ogle, found guilty of arson, 
was sentenced by the circuit court at 
Noblesville, Ind., to two to twenty-one 
years in the state reformatory and was 
fined $50. He burned the barn on Gil- 
bert Hanna’s farm. Ogle worked for 
Hanna and it was said they had a dis- 
agreement, : 





The Sun of London has declared a 40 
percent dividend on its paid up capital, 
as against 35 percent previously.” 





Satisfactory systems of keeping records 
and accounts of a local insurance agency 
are described in “Local Agency Book- 
keeping,” a 48-page booklet, sent without 
charge. Your copy is waiting for you. 
Write for it. The National Underwriter, 
1362 Insurance Exchange, Chicago. 





“Rough Notes” is a live monthly paper 
for local agents. Send 15 cents for sam- 

















=. 





THE MISSOURI VALLEY | 








CHANGES ARE ANNOUNCED 


Missouri Inspection Bureau Tells 
About Promotions in Its Staff. 
Henn in Kansas City 


ST. LOUIS, MO., May 13.—Impor- 
tant changes and promotions have been 
made in the staff of the Missouri In- 
spection Bureau. W. C. Browne's 
resignation from the Kansas_ City 
branch management to accept a posi- 
tion with Fred A. Rye, manager of the 
Western Sprinkled Risk Association, 
made a vacancy at Kansas City which 
was filled by the promotion of O. M. 
Henn, branch manager at St. Joseph, 
to be associate branch manager with 
W. J. Fetter at Kansas City. Mr. Henn 
carries with him the good wishes of 
the agents and business men of St. 
Joseph, with whom he has worked har- 
moniously and satisfactorily for the 
last five years. Earl M. Mansfield, who 
has served the Bureau faithfully and 
efficiently for several years, has been 
promoted from the field inspection 
force to be branch manager at St. 
Joseph. 

A department has been created in 
the St. Louis office to concentrate the 
work on the ratings of St. Louis and 
St. Louis county. W. A. Cox has been 
appointed superintendent of the city 
department with complete jurisdiction 





water wheel, with an umbrella-type | ley, a local real estate firm, bought the | ple copy. Rough Notes, 1362 Insurance i | 
generator, of 400 horsepower, will be local agency of Wilson & Hunt. All '! Exchange, Chicago. over the rating and inspection work of 
VAN WERT 


Organized 1903 
Conservatively Managed 





OHIO UNDERWRITERS MUTUAL FIRE INS. CO. 


Cash Surplus Over $50,000.00 


OHIO 


C. M. PURMORT, Secretary 
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KNOX MUTUAL INSURANCE CO. 





Incorporated 1838 


B. M. ALLEN, President 





SURPLUS OVER $200,000.00 
Business Confined to Ohio 


MT. VERNON, OHIO 


H. S. JENNINGS, Secretary 








-LIVEAGENTS WANTED 


TO WRITE HAIL AND CYCLONE INSURANGE, | 
TERRITORY OPEN IN ALL NORTHWEST STATES. | 
TWENTY PER CENT COMMISSION. | 


' WRITE 
, TODAY 


eT sat 


ST. PAUL MUTUAL HAIL & CYCLONE INS. CO. 
805-6 Pioneer Bldg., St. Paul, Minn. | 





F. J. MARTIN, Pres. 


The Leading Mutual Fire Insurance Company on the Pacific Coast 


Northwestern Mutual 
Fire Association 


H. K. DENT, V. Pres. 
Chicago Representative, JAMES S. KEMPER, Lumber Exchange Building 


M. D. L. RHODES, Secy. 





MAIN OFFICES, CENTRAL BUILDING, SEATTLE, WASH. 











It is the Age of the Specialist. 


The Security Automobile Mutual Ins. Co. 


YOUNGSTOWN, OHIO 


Our Specialty is Automobile Insuranee. 
Organized under and supervised by the Ohio Insurance Department 
To Ohio Agents: Give us your Automobile business! 
Agents wanted where not represented 











Our insurance covers Fire, Theft, Public Liability and Property 
Damage in one Policy. 


Cars listing $ 500.00 or under, $ 8.70 
Cars listing 1,000.00 or under, 


Live agents wanted in Wisconsin. Good commissions. 


The Badger State Limited Mutual Auto Ins. Co. 


RHINELANDER, WISCONSIN. 


15.00 











ANTHONY KLAASEN, Pres. 


GRAND RAPIDS MERCHANTS MUTUAL FIRE INSURANCE COMPANY 


323-28 HOUSEMAN BUILDING, GRAND RAPIDS, MICH. 
A Clean Company Opercting in Michigan Only 
WM. A. HAAN, Secy. 


PAUL HOEKSTRA, Treas. 





Total Assets $282,855.70. 
PHILIP LEHR, Pres. 


—The Original ——— — pees Company— 
neorporat 
THE RETAIL DRUGGISTS’ MUTUAL FIRE INSURANCE COMPANY 
Cincinnati, Ohio, 81 Atlas Bank Bldg. 
Operating only in Ohio and Indiana 
ROBT. GROENLAND, Treas. 
Special Agent: C. C. FELTS, Ft. Wayne, Ind. 


C, L. McINTIRE, Secy. 








os: 








Noy AMERICAN MUTUAL INSURANCE COMPANY 


Agents Wanted in Ohio, Indiana and Illinois 
FIRE, TORNADO, AUTOMOBILE and MARINE 
J. W. McGINETY, Secretary. 


Indiana Pythian Bldg., Indianapolis 








agents. 


e e 
Indiana Mutual Automobile Insurance Company 
LA PORTE, INDIANA 
We specialize on Automobile Insurance (full coverage). 
If you are not getting this Home Office service let us tell you more. 





It means service to our 


F. C. BREWER, Sec. and Treas. 











TOTAL ASSETS - - 
A. C. CUMMINS, President 





Richland Mutual Insurance Company 
MANSFIELD, OHIO 
Incorporated 1850 


BUSINESS CONFINED TO OHIO 





$2,486,445.48 
R. SMITH, Secretary 





INSURANCE CO. 
J. B. RATERMAN, President 





MINSTER MUTUAL FIRE 


Inc. 1849 


VERNON B. ARNOLD, Special Agent, Lima, Ohio 


MINSTER, OHIO 
JOS. E. SCHMIEDER, Secretary 
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that territory. Mr. Cox’s promotion 
has been very favorably received by the 
Iccal agents and field men who have 
learned to appreciate his thorough 
knowledge of the business and his con- 
scientious and courteous discharge of 
his duties at the counter for the last 
fifteen years. 

G. A. Dose, who has been with the 
Bureau for several years, devoting 
much of his time to the engineering 
department, has been placed in the 
position of special agent. His duties 
will carry him over the entire state on 
important matters in every department 
of the Bureau. 

H. G. Hix, a member of Manager 
Clem Wheeler’s former Wisconsin 
staff, has been brought to St. Louis 
to fill a vacancy in the city department. 
Mr. Hix is favorably known in insur- 
ance circles in Tennessee, Kentucky 
and Wisconsin, and is particularly well 
fitted to undertake the important duties 
assigned to him. 


FAIL TO AGREE ON SURCHARGE 





Conference Between Manager of Queen 
and Kansas Commissioner Does 
Not Prevent Suits 





TOPEKA, KAN., May 15.—P. D. 
McGregor, Chicago manager of the 
Queen, had a long conference last week 
with Frank L. Travis, Kansas commis- 
sioner, relative to the 10 per cent war 
surcharge in Kansas. An effort was 
made to obtain an agreement on ‘the 
surcharge which would obviate further 
proceedings in the courts. The com- 
panies brought a suit to enjoin the 





Home Office: Suite 804 Merchants Bank 
Indianapolis 








“* Fire Insurance as You Would Write It*’ 
The Merchants Fire Insurance Co. of Indiana 


(A Stock Com: ) 
The Indiana Retail Merchants Mutual Fire Ins. Co. 
(A Mutual Company) 


Both Companies under same management in, the same office. 


order of the insurance department 
directing the companies to remove the 
surcharge April 1. Under a later order 
of the department the companies are 
prohibited from collecting the  sur- 
charge on new filings of rates made 
since October 28, the date of the 
original surcharge rate announcement. 

Mr. McGregor announced that the 
companies were notifying their agents 
to cease the collection of the surcharge 
on rates changed since October 28 and 
that the companies were refunding the 
surcharge on the money heretofore col-: 
Iected. 

Mr. McGregor and Mr. Travis failed 
to reach any agreement which would 
prevent the suits being continued in the 
courts to a final conclusion. 





COINSURANCE ACT IS PASSED 





Expected That Governor Will Sign the 
Bill and the Wrinkles Will Be 
Ironed Out 





ST. LOUIS, MO., May 14.—Local 
agents and field men in Missouri are 
watching closely the progress of the bill 
that passed the Missouri legislature 
which will legalize the use of the co- 
insurance clause in Missouri on both 
real and personal property. The ap- 
plication of the coinsurance clause in 
Missouri has been the source of a great 
deal of trouble and it is hoped that the 
bill will soon be signed by the gover- 
nor of Missouri. In Missouri the law 
permits the use of the coinsurance 
clause on policies written to cover per- 
sonal property in cities of 100,000 popu- 





lation or more, but prohibits the use of 
the clause in towns having a smaller 
population. As a result practically al! 
of the business in St. Louis and Kansas 
City is written blanket, covering build- 
ing and contents with the 90 or 100 per- 
cent coinsurance clause. 

The companies have attempted to 
make use of the coinsurance clause in 
the smaller towns in the state, but with 
poor success. For instance, a company 
would issue a policy with the 80 per- 
cent coinsurance clause on a sort of a 
gentleman’s agreement basis, the as- 
sured benefiting by the lower rate. 
Hundreds of policies were issued on 
this basis and no trouble occurred on 
total losses or on those over 80 percent 
or amounting to only $30 or $40. How- 
ever, on a 30 or 40 percent loss where 
the coinsurance clause was put into 
operation, thereby making the assured 
coinsurer, many policyholders would 
often kick over the traces, point to the 
coinsurance law and stand on a tech- 
nicality. In this way the companies 
were often left holding the bag and 
have never been able to satisfactorily 
make use of the coinsurance clause out- 
side of the two large cities. 

Those who are familiar with the sit- 
tion say the governor will sign the bill 
and if so the coinsurance difficulty in 
Missouri will be permanently ironed 
out. 

Aside from this situation, conditions 
generally in Missouri are good. Few 
towns in Missouri were seriously ef- 
fected by the war so far as engaging in 
supply contracts was concerned so that 
the state is not now passing through 
a transition period. Business is fast re- 








suming normal and there is no indica- 
tion of an added moral hazard. 





Iowa Loss Decreased 


DES MCINES, IOWA, May 14.—Iowa is 
making a good record in fires this spring. 
Reports to Fire Marshal Ole O. Roe show 
that the fire loss for March this year 
was $236,000 less than last year, and 
for April the loss was $572,000 less than 
for last year. The wet spring probably 
has something to do with it. 





Many New Companies 


DES MOINES, IOWA, May 14.—From 
the way the companies are coming into 
lowa now, there will be sixty new com- 
panies writing business in the state this 
year, and at least twelve of them will 
be new Iowa companies, according to 
Commissioner Arthur Savage. There is a 
large growth in insurance securities also. 
In January securities deposited totaled 
$86,784,397, as against $100,203,881 now. 





Huge Hail Business in Kansas 


TOPEKA, KAN., May 14.—Companies 
writing hail in Kansas are enjoying the 
heaviest business in the state they have 
ever had. Kansas never had such a 
wheat prospect as at the present time. 
It has over 11,000,000 acres of wheat and 
the government report on May 1 showed 
a condition of 103 percent of a normal 
crop. This means a prospective yield of 
200,000,000 bushels of wheat. The farm- 
ers are taking out hail insurance in big 
blocks now. The month of May is the 
“hail” month of the year. A little dam- 
age was done in a few spots in April, 
but it was exceedingly slight. There have 
been no serious losses anywhere during 
the present month. The wheat is worth 
an average of $2.15 a bushel if it is saved, 
and the farmers, of course, are more 
anxious that the hail keep away than 
to collect the insurance. Every agent 
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Total Cash Assets $300,319.63 


J.R. VERNON, President 


Nearly Fifty Years of success under same managemen? 
INCORPORATED 1876 


THE OHIO MUTUAL FIRE INSURANCE CO. 
Losses oP . Duabamanenieniel 


Net Cash Surplus $221,123.76 


J. AMBLER, Secretary 
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Our Policy Holders Know Why 





The Great American 


has grown so rapidly. We give them the kind 
of insurance they want and can afford to have. 
Full protection at. cost. 
write our 


Agents find it easy to 


Automobile and Health 
and Accident Insurance 


Write us for terms 





Incorporated 1911 
J. T. NELSON, President 


Retail Merchants Association Mutual Fire Insurance Co. 


FARGO, N. D. 
W. D. AUSTIN, Secretary 











THE AUTO OWNER WANTS 
THE AGENT WANTS THE SAME KIND 


That’s another reason 


the kind of automobile insurance we write 
That’s one reason we write it the way we do. 











B. C. COLEMAN, Secy. 


Conservative and Careful 
Managemeut 


AGEN1S WANTED 
Address Home Office. 








Pm 


IN THE WORLD. 
HOME OFFICE - - 





,_ Harryysue ant 


Ma ee 
Pe ats 


MANSFIELD,OHIO. F.B. BLACK, Pres. H.R. ENDLY, Sec’y. MID-~WEST Dues eee en aeons toneees 

r Mutual Fire an aaaaaacnicnig cE «ws wanmmense 7 1! Columbiana County 

ayton utd DAYTON ie, ‘FARME 25 MLTL AL Mutual Fire Ins. Co. 
Insurance Co., “ono | Lisbon, 0. 





THE LARGEST AND LOWEST PRICED HAIL INSURANCE ASSOCIATION 
INSURES GROWING CROPS ° 


DES MOINES, IOWA 








Wm. Hos*etter, Sec. and Treas. 


Ohio’s oldest company doing a 
general business. 

Our contracts have been good for 
three fourths of a century and are 
still good. 

















Low Rates on Automobile Insurance 


While Manufacturers of Automobiles are increasing 
their prices, our rates remain the same. 


Standard fire and theft floaters ( 
Broad Policy and Liberal Commissions 
An Attractive Preposition for Indiana and Ohio Agents 


UNION MUTUAL INSURANCE COMPANY 


Rentschler Building 


HAMILTON, OHIO 





E. J. Forney, Pres. J. M. Cook, Sec’y 
Incorporated 1873 


Mansfield Mutual 


Fire Insurance Company 
OF MANSFIELD, OHIO 


Insurance = $8,918.528.00 
Total Assets 472,284.09 








|An Agency Company 
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Shadow Premiums! 
Companies! 
Save the Taxes! 


The Government doesn’t want to 
gouge you on 


Lost Policies 


but can’t help it if you let agents 
cancel and rewrite. Supply them 
with Carey & Zimmerman’s 


Lost Policy 
Certificates 


and save the tax on the second policy. 


Example of duplicate tax: 


Prem. Tax 
Ofiginal Policy «..ccccccesss $14.00 $0.14 
Second Policy .....sccseos -. 9.50 10 


Total (to company).......$14.00 $ .24 
Example of common sense: 


i- : Prem. Tax 
Original Policy ...........+-$14.00 $0.14 
Lost Policy Certificate. ...02. cscoe cecce 








Total (to company)........ $14.00 $0.14 


Don’t pay taxes on premiums 
you never get! 


Besides the taxes on “shadow” 
premiums the Carey & Zimmerman 
Lost Policy Certificate saves 
agents and companies the following 
operations— 


Agents: 


1. Making out lost policy receipt 

2. Obtaining signature of insured 

3. Calculating earned and unearned 
premiums 

4. Entering cancellation on register 
5. Entering cancellation on account 
current 

6. Reporting cancellation 

7. Writing new policy 

8. Making daily report 

9. Entering on register 

10. Entering on account current 


Companies: 
11 to 20. Duplicating or checking all 
ten of the above operations 
21 et seq. Writing letters or tearing 
hair to get things straight 


Why not save it all? 


Companies and Agents: Use 
the Carey & Zimmerman 
Lost Policy Certificate 


Printed on good paper 

Folds like a policy 

Files like a policy 

Record for Agent and Report for 
Company made with carbon (per- 
forated for separation). 

Assignment and cancellation blanks 
on back 


The Cost is low; here are the prices: 


12 o oe. 00.75 500... .ceeeee$ 7.25 
50. .eeeeecee 1.80 1,000........ «+ 12.00 
100... .. eee. 3.00 2,000.......... 20.00 
BOD. .cc0csess 4.50 5,000...... eee- 40.00 


The National 


Underwriter 


NEW YORK CHICAGO CINCINNATI 
95 Wiliam St. 1362 Insurance Exchange Duttenhofer Bldg . 


Rough Notes Co. 


Wulsin Bldg., Indianapolis, Ind. 











writing hail business is working night 
and day, and many have assistants to 
help in handling the business. In some 
agencies the business has been so brisk 
that lines have had to be formed to 
handle the crowds. Many agents report 
having written more business this year 
without leaving their offices than they 
ordinarily write when they get out and 
hustle. 


Liberty Fire’s Plans 


The Liberty Fire, which was recently 
licensed, with headquarters at Omaha, 
will write reinsurance principally this 
year. Its charter permits it to write fire, 
marine and automobile. P. F. Zimmer, 
the secretary and managing underwriter, 
occupies a similar position with the Ne- 
braska National of Lincoln. It is the 
plan of the management to convert the 
company into a stock corporation and 
start Jan. 1 next to write a general busi- 
ness. It proposes to have $200,000 capital 
and a like amount of surplus. 


Missouri Notes 


Lieut. Marlin Brown, son of William 
Brown of the Pennsylvania, is back in 
St. Louis, after almost a year of active 
service in France. Mr. Brown will again 
take up the insurance business. 

E. W. Thomas, state agent of the 
Queen for Missouri, had his apartment 
burglarized last week and a set of valu- 
able coins which Mr. Thomas had been 
collecting for many years was taken. 

Walter Dallas, pioneer fire insurance 
man of Omaha, Neb., died on May 6, aged 
74. He had retired years ago. He had 
been in California for his health, but 
returned to Omaha shortly before his 
death. 

The London Guarantee & Accident has 
reentered Missouri, appointing the In- 
surance Agency Co., Pierce building, St. 
Louis, its representative for that dis- 
trict and Schweitzgebel, Ely & Mann of 
Kansas City to take care of its interests 
in western Missouri. 

L. L. King, one of the oidest agents in 
St. Louis, has closed up his office and his 
business will in the future be handled 
through the W. H. Markham & Co. 
agency. Mr. King has arrived at the 
point where he wishes to be relieved of 
office detail and worry, which is the only 
reason for his retiring. 


The Chris Muckermann Agency Co. has 
started in business in the Pierce build- 
ing, St. Louis. The firm will handle all 
kinds of insurance. They will represent 
the Travelers, Northern of London, 
London .& Lancashire, American Central, 
Royal of London and the Orient. The 
firm is composed of Chris Muckermann, 
formerly of the Travelers; E. G. Monnig 
of the Northwestern Mutual; E. J. Lynch 
and W. C. Woods of the Travelers. 





Iowa Notes 


Officers of the Iowa Blue Goose are 
making elaborate arrangements for the 
buffet lunch and dancing party at Des 
Moines, Friday night, May 23. Most 
Loyal Gander Follette says the accept- 
ances indicate that the attendance will 
be large. 

Plans for the abandonment of the 
spring meeting of the Fire Prevention 
and Conservation Association of Iowa 
have been revised. The meeting will be 
held May 23. Secretary Joseph of Chi- 
eago of the conservation board and 
President Tuttle of Chicago of the na- 
tional board will speak. 
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TO VOTE ON BIG EXPERIMENT 


Referendum on Schemes of Non Parti- 
san League Will Be Held in June— 
$17,000,000 Involved 


FARGO, N. D., May 15.—The ques- 
tion of whether or not North Dakota 
shall go ahead and carry into effect the 
gigantic scheme of industrial enter- 
prises established by the state legis- 
lature under the domination of the 
Nonpartisan league leaders, will be de- 
termined at an election to be held on 
June 26. 

The people, about 38,000 in number, 
have referred to themselves the laws 
that carry the industrial schemes into 
being, and Governor Frazier has fixed 
June 26 as the time for the election. 

In that election will be raised the 
whole issue of whether or not the state 
should take on $17,000,000 in bonded 
indebtedness to experiment in the in- 
dustrial schemes that the Nonpartisan 
league Socialist leaders have been 





striving for, and which they induced 
the legislature to approve. 


Hard to Repeal If Passed 


North Dakota’s referendum law pro- 
vides that in case the people so desire, 
they may pass on any law that the 
legislature adopts. Should a majority 
of the people vote against the law in 
the election, then it is repealed. Should 
the law be adopted, then no legislature 
cculd repeal it except by a two-thirds 
vote, although the people themselvg;. 
could at any time repeal it in an elec- 
tion by a majority vote. 

As a result of the fixing of the early 
election date, North Dakota is in the 
midst of another hot election campaign. 
The forces opposed to the nonpartisan 
laws had asked that the election be 
held July 8, but the governor declined 
that request, and he also refused to call 
an election on four laws that had been 
initiated by petitions signed by over 
30,000 voters. 


ACTIVE IN LOAN CAMPAIGNS 


Minneapolis Insurance Men, Under 
Leadership of Fred L. Gray, Es- 
tablish Big Record 


Minneapolis, Minn., May 14.—The 
insurance men in Minneapolis took a 
very important part in connection with 
the various Liberty Loan drives. For 
the purpose of raising the allotment, 
Minneapolis, during the third, fourth 
and fifth Liberty Loan drives, was 
divided into 25 geographical districts 
Fred L. Gray was the general in charge 
of the 22nd District in the 3rd drive. At 
the time he was asked to take charge 
he consented to do so on condition that 
he would be permitted to select his 
men entirely from the insurance fra- 
ternity. He was permitted to do so, 
and the 22nd District was, therefore, 
the only district composed of. men from 
any one line of business. 

In all three drives the insurance team 
lead all others by large margins raising 
the following amounts: 

Third Liberty Loan—$3,554,200, or 
15% of the city’s allotment. Fourth 
Liberty Loan—$4,372,350, or 15% of the 
city’s allotment. Fifth Liberty Loan—- 
$3,966,350, or 18% of the city’s allot- 
meni. 

The insurance team was composed 
of men cf all branches of the insurance 
business. Fred L. Gray, general agent 
of the London Guarantee, was general 
in the third drive; George A. Mowry, 
president of the Twin City Fire, gen- 
eral in the fourth drive, and John M. 
Harrison, of the Conklin-Zonne-Harri- 
son Agency, was general in the fifth 
drive. Walter W. Conklin, of the Hood 
Agency, was Adjutant during all three 
drives. Isaac Kaufman, general agent 
for the Northwestern Mutual Life, and 
C. H. Hood, general agent for the 
Ocean Accident, composed the “Hard 
Nut Squad’ in all three drives. 


Captains in Various Campaigns 


The following acted as captains in the 
various drives: Third Liberty loan: J. E. 
Meyers, Aetna Life; John McLennan, 
Conroy-McLennan Agency; Louis A. Root, 
Root & Wright; F. A. Dickey, Connecti- 
cut Mutual Life; John E. Hoppin, Esterly- 
Hoppin Co.; F. A. Pray, Badger-Pray 
Agency. Fourth Liberty loan: J. M. 
Harrison, Conklin - Zonne - Harrison 
Agency; J. E. Calhoun, Minneapolis In- 
surance Agency, in addition to which all 
of the captains who served in the third 
Liberty loan were active. In the fifth 
loan all who volunteered to act during 
the third and fourth drives again served 
and in addition M. Bruce Carpenter, Pru- 
dential Life, and H. F. Miller, New York 
Life, acted as eaptains. 





Security Mutual’s Status 


The Security Mutual Fire of Chatfield, 
,Minn., as of March 31 last shows assets, 
$122,819: premium reserve, $56,397; sur- 
plus, $33,063. The company was hard hit 
in the October forest fires in Minnesota 
and borrowed $35,000 to aid in paying 
the losses. This has been paid off. The 
company made an assessment on its 
policyholders, which it has collected. 
During the winter months it has had a 
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very low loss ratio. The company has 
been in business since 1898 and aside 
from being caught in the forest fires, jt 
has made a good record, Charles |, 
Thurber is the underwriter and manager. 
He is one of the prominent mutual! men 
of the northwest. 


Board Gets More Money 


The Minnesota legislature, at nearly 
the last hour of its session, made an 
appropriation of $85,000 a year for the 
state forestry department the coming 
biennial period. This is an increase of 
$25,000 a year over what the department 
had the past biennial period. Due to 
last October’s conflagration, a request 
was made for $335,000 a year. Although 
the increase is but a fraction of that re- 
quested, it will permit adding about 25 
men to the forest patrol forces. Last 
year’s forestry forces consisted of 13 
state rangers, and 20 to 40 state patrol- 
men, augmented by auxiliary patrols of 
the railroads, lumber and mining com- 
panies, and federal government men. The 
Minnesota forestry department had 
trouble with those who wanted to con- 
sqlidate its duties under the state timber 
board, and also because of certain inter- 
ests opposed to being forced to burn 
Slash and which doubtless had an eye on 
the $30,000,000 state timber still standing. 


Mutual Men Get State Jobs 


BISMARCK, N. D., May 15.—In accord- 
ance with the plan to name four district 
superintendents to administer the details 
of the state semicompulsory hail insur- 
ance system, adopted by the last legis- 
lature, S. A. Olsness, commissioner of 
insurance of North Dakota, has an- 
nounced the appointment of the follow- 
ing men: 

Northeast district, Martin S. Hagen, 
Fort Ransom, N. D.; southwest, J. H. 
Hallstrom, Jamestown, N. D.; southeast, 
C. M. Holbert, La Moure, N. D.; north- 
west, A. Hoff, Deering, N. D. 

Mr. Hallstrom has for several years 
been identified with the Alliance Hail 
Association of Jamestown and Mr. Hol- 
bert has been secretary of the North 
Dakota Tornado & Hail Insurance Com- 
pany, a mutual concern, and he.also has 
been secretary of the La Moure County 
Farmers Mutual. 
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BELK SEES BRIGHT OWTLOOK 


Conditions in Texas Are Promising— 
New Commission Schedule Being 
Applied to Most Agents 


HOUSTON, TEX., May 13.—Craig 
Belk, ex-president of the Texas Asso- 
ciation of Insurance Agents, who has 
recently returned from a trip through 
central and north Texas, found busi- 
ness to be good and reports the agents 
see prospects ahead for making this 
the banner year in. the business in 
Texas. 

Mr. Belk declared that agricultural 
and industrial conditions could hardly 
be better, which he said makes for an 
upward tone in all lines of business. 

He declared that the agents are par- 
ticularly interested in the organization 
by the companies of the “Oil Insurance 
Association,” now managed by H. M. 
Carmichael from the Chicago office. 
“Owing to the activities of the outside 
broker for a number of years, and be- 
cause companies were not writing oil 
risks freely, the agents have been de- 
prived of writing this class of bust- 
ness. Now, with the new facilities at 
their command, increased activity 1S 
noticed and already reports are out that 
several large oil properties have been 
insured by the Oil Insurance Associa 
tion through the Texas local agents, 
said Mr. Belk. ; 

“There are few problems, if any, 
the way of commissions, confronting 
local agents in Texas at present.” he 
said. “The schedule for local agents 
has been adopted by about 90 per cent 
of the agents in the state. I believe 
that the great majority of the agents 
now realize that this matter is larger 
than any one man’s opinion, or any 
one company’s interest, and that 4 
uniform plan of agency compensation 
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is essential to the welfare of the whole 
business of insurance,” he declared. 


TO HAVE INSPECTION BUREAU 








Texas General Agents and Field Men 
Decide to Organize to 
Handle Big Risks 





DALLAS, TEXAS, May 13—At a 
meeting of the general agents and field 
men doing business in Texas, it was 
decided to take steps to organize the 
Texas Inspection Bureau. There were 
some forty companies represented at 
the preliminary meeting and a set of 
officers were elected. T. L. Monagan 
of the Phoenix of London was made 
president, T. L. Lauve of Trezevant & 
Cochran, vice-president, and Glenn T. 
Herndon of the National of Hartford, 
secretary. It was decided to have a 
governing committee of fifteen mem- 
bers and executive committee of five 
members. Following the meeting the 
membership rose to 50 members with 
estimated premium receipts of $7,000,- 
000. The executive committee is pre- 
paring a constitution and bylaws and 
will engage a manager who will have 
active operation of the bureau. The 
inspection bureau will take charge .of 
sprinklered risks and special hazards. 
The Texas State Fire Insurance Com- 
mission has been attempting to supply 
this service but found itself handi- 
capped in many ways. 





Gives Statement of Arkansas Business 


LITTLE ROCK, ARK., May 14.—Com- 
missioner Bruce Bullion has just made 
public a statement showing the business 
done in Arkansas last year by the 309 
insurance companies operating in the 
state. 

Total funds received were $18,142,635, 
as compared with $14,802,256 for the pre- 
ceding year. Total claims paid amounted 
to $9,384,826, compared with $7,061,642 for 
1918. The ratio of return was 52 cents, 
compared with 48 cents for 1917. 

The loss ratio of the fire companies on 
direct business for 1918 was 52.52 percent, 
compared with 36.11 for 1917; the ratio 
for reinsurance was 77.35, compared with 
66.04 for 1917. 





To Better Dallas Conditions 


DALLAS, TEX., May 14.—Fire hazards 
in certain sections of Dallas have aroused 
L. E. McGee, fire commissioner, and he 
has ordered several surveys ,with the 
idea of immediately remedying condi- 
tions. Commissioner McGee has directed 
the efforts of his department especially 
toward bettering conditions in the mar- 
ket district. 

_He says faulty wiring, bad connec- 
tions and choked flues are contributing 
much toward the fire hazard of the city, 
and he declares that it is his intention 
te do everything possible to correct the 
Present situation. Many buildings in 
Dallas should be condemned, he said, 
and arrangements should be made to 
keep the fact of their condemnation be- 
fore the public until the owners are 
forced to better their condition or de- 
Stroy them altogether. 


Texas Tornado Figures 


; Tornado premiums collected and losses 
incurred in Texas by various companies 
during the last year follow: 


Columbian Nat’l. 3,187 

Phoenix, Eng.......... ¥ "200 . fH 
Amer, Alliance......... 541 562 
Recutity, C86 toe. 4,209 1,692 
RO: 5-5 OR es ey 1,599 “1 


Texas Notes 


Pires rotident * Cochran of the 
Association i 
through Texas. Bess centages: 
ine? Tex., probably will adopt the 
ouble-platoon system in its fire depart- 
ment in the near future. 
niceoree C. Long, secretary of the Phoe- 
= of Hartford and Connecticut Fire, 
ao been a Texas visitor this week, the 

est of Special Agents E. B. Keeling 
and George Pfouts. 


As a part of a plan to 
A prevent fires a 
Teall of the fire department of Dallas, 


don is engaged in an inspection of the 
me ntown district of that city for trash 
€8 which might serve as torches. 


Capt. Joe D. Wheeler, formerly auto- 


we special agent for the Firemen’s 
bile in Texas, has been made automo- 


€ special agent for Washington and 
Oregon, with headquarters in Portland. 


The insurance friends of Sam P. Coch- 





FRED. S. JAMES GEO. W. BLOSSOM WM. A. BLODGETT 


FRED. S. JAMES & CO. 


United States Managers 
General Fire Insurance Co.—Paris. Organized 1819 
Urbaine Fire Insurance Co.—Paris. Organized 1838 
Eagle, Star & British Dominions Ins. Co.—London. Organized 1807 
Agency Superintendents 


123 William Street 
New York 


CARROLL L. De WITT P. A. COSGROVE 


Chicago San Francisco 








F.C. VAN DUSEN, President WALTER C. LEACH, Secy. 


Minneapolis 


JOHN D. McMILLAN, Vice-President 


Marine Insurance Company 


MARINE 
MINNEAPOLIS, MINNESOTA 

This company will be glad to receive agency applications and will take up with union offices the question of its repre- 
sentation. 


The underwriters are former field men who had had long experience in agency operations. 


There are many striking features in the Minneapolis F. & M. which make it attractive. We can tell them to you, 
































F. H. Hawley, President W. E. Haines, Secretary 


71ST ANNUAL STATEMENT OF THE 
Ohio Farmers Insurance Co. 


LE ROY, OHIO 
MM iii ciiccldncdxcs sidewedaadaacscsas Qe 
III oo onic os chic seve wedkdéadacdcacdce aan 
Reserve for Reinsurance................-.. 2,845,381 
Increase ....... Sewn aus ceakdcaudadasadedcae.. ae 
Net Surplus ............... db ckmnnddaas ca«e Ure 
OI 420i ios calves: <ceawaxdcdencesaanqndes 26,280 














NORTH BRANCH FIRE 332 SUNBURY, PA. 


Incorporated 1911 Capital $500,000 Net Surplus $160,493.14 Assets $1,392,556.14 


CITY away’ OF PENNA., PITTSBURGH 


COMPANY 
Incorporated 1870 Capital $250,000 Net Surplus $68,381.07 Assets $660,328.77 


PITTSBURGH FIRE comany” PITTSBURGH, PA. 

















Incorporated 1851 Capital $200,000 Net Surplus $116,057.35 Assets $644,677.62 
(Established in 1782) Head Office: 
100 William St., New York 
PHOENIX ASSURANCE COMPANY, Lid. *s::2-: 
] 4 Insurance Exchange, Chicago 
Marine and Automobile Dept: 


The Co has special faciliti bs whe apne Occu ii ether 
mpany has s acilities for se a pancy, Explosion, , Traction, . 

Sprinkler Saleen: Sereet Con Beeee Plants, Inter-urban Properties, Gas and Electric Light Plants, Sprinklered Pacific Department: — P 

Risks and so on. This service is furnished agents by experts. 343 Sansome St., San Francisco 








CASH CAPITAL $839,580.00 


CLEVELAND NATIONAL 


FIRE INSURANCE GOMPANY 
CLEVELAND, OHIO. 


APPLICATIONS FOR AGENCIES DESIRED 





M.S. MILBOURNE 
PRESIDENT 


©. T. BROWN 
SECY-TREAS. 
ASSETS 
$1,662,212.57 


SURPLUs TO 
POLICY HOLDERS 


$1,209,812.34 
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308-310 WALNUT ST., PHILADELPHIA, PA. 


STATES OF 


GUSTAVUS REMAK, Jr., Pres. 
WAITE BLIVEN , Vice-Pres, 
H. W. STEPHENSON, Vice-Pres. 


JOHN J. P. RODGERS, Sec’y and Treas, 
SAM'L P. RODGERS, Asst. Sec’y 





CASH CAPITAL $1,000,000 
TOTAL ASSETS SURPLUS TO POLICY HOLDERS 
$4,737,532.76 $1,310,917.86 
FIRE, vonmes, AUTOMOBIL' 


LIGHTNING, RENT, EXPLOSION AND BOMBARDMENT 
NSURANCE. AG 


TS WANTED WHERE NOT REPRESENTED. 
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By PROF. DODD’S FAMOUS SYSTEM 


Most perfect lightning protection ever developed. Will abso- 
utely prevent more than 99.9% of losses due to 
lightning. 250,000 users recommend it—2,000 success- 
ful insurance companies endorse it. Has a 25-year 
record of practically 100% efficiency. Originated 
by Prof. West Dodd, America’s Lightning Special- 
ist. Every job absolutely guaranteed—rodding done 
by responsible, skilled men ONLY. 
Investigate the Dodd System now—write for full 
information today. 


DODD & STRUTHERS 
118 Eighth Street DES MOINES, IOWA 











REMOVAL NOTICE 


INSURANCE CO. of NORTH AMERICA 
ALLIANCE INSURANCE COMPANY 
PHILADELPHIA UNDERWRITERS 
HAVE MOVED TO NEW OFFICES 
209 WEST JACKSON BOULEVARD 
PHONE WABASH 7670 CHICAGO 




















ARIZONA 


CENTRAL DEPARTMENT 


FIRE INSURANCE COMPANY COVERING 
merueCenaanate ILLINOIS—OHIO—INDIANA 
WISCONSIN — MICHIGAN 
CAPITAL 
CHAS. P. HALL 
‘ $200,000.00 SPECIAL AGENT 


2019 INSURANCE EXCHANGE 
CHICAGO 


EDGAR M. DAVIS 


VICE-PRESIDENT AND 
GENERAL MANAGER 



























PIONEER 


Fire Insurance Company 


of America 


29 South LaSalle Street 
CHICAGO 





— 











AN ILLINOIS 
COMPANY 














WM.L. DICKELMAN HENRY J. WOESSNER HAROLD J, BARBOUR 


DICKELMAN, WOESSNER AND BARBOUR 


Successor to Wm. L. Dickelman & Co. 


General Agents (U. S. and Canada) Excess Lines 
Chi 






Insurance Exchange 


Tel 
Building ‘elephone Wabash 














ran of Trezevant & Cochran, general 
agents, Dallas, gave a dinner in his 
honor, celebrating his return from Eu- 
rope, where he has been doing Masonic 
relief work. 

No legislation affecting insurance was 
offered during the first called session of 
the Texas legislature, which was con- 
vened on May 5 and adjourned sine die 


on May 9. No effort was made to have 
the governor submit any insurance 
measures. 


Houston, Tex., has been granted a 15- 
cent key rate by the State Fire Insur- 
ance Commission, thus placing it in the 
same class with Galveston, San Antonio, 
and El Paso. These four cities have the 
lowest insurance key rate in the state. 
The Houston rate had been 18 cents. 
The double-platoon system is to be in- 
stalled in the fire department of Dallas, 
Tex., this week. There are already 
thirty-six men brigaded with the differ- 
ent companies to learn the work, and 
twenty-eight more men have been en- 
gagea and are waiting for their calls. 


Examinations of the Austin, Common- 
wealth and International began last 
week under the auspices of the Texas 
department. Ten days or two weeks 
will be required to complete the work, 
after which the formal merger into the 
Republic of Texas will be accomplished. 
The city council of Dallas, Tex., has 
agreed to hold a conference with citizens 
on the question of whether or not to 
eliminate the anti-shingle roof_ordi- 
nance. There are two factions in Dallas 
on the question, and the council will 
discuss the subject fully before taking 
final action. 








THE SOUTHERN STATES 

















CASH BASIS PLAN SUCCEEDS 





Cancellation of Policy If Payment Not 
Made by Certain Date Is Tried 
Out at Nashville 





NASHVILLE, TENN., May 14— 
Nashville agents are finding the “cash 
basis plan,” upon which they entered 
April 1, to be working with great suc- 
cess. The actual test, however, will 
not come until May 20, when the credit 
limit expires. The Nashville agents 
are not anticipating any trouble, how- 
ever. 

Under the cash basis plan, a fire, 
casualty or tornado policy written in 
one month is cancelled on the 20th 
day of the month following that in 
which the policy takes effect, if pay- 
ment is not made before that date. 

The plan was first tried out in 
Tennessee last October by the agents 
of Memphis and proved such a success 
that Nashville was quick to adopt it. 
For the’ past month, agents here have 
been deluged with inquiries from other 
— as to the success of the plan 
iere. 





Tornado Association Meeting 


The annual meeting of the Southern 
Tornado Insurance Association will be 
held at New York City on Friday. The 
late Henry Rees, vice-president of the 
Aetna, was president of the organiza- 
tion. J. E. Lopez, vice-president of the 
Continental, is its vice-president and as- 
sistant secretary, and W. L. Dennis of 
the Home, secretary. 





Plans Sectional Meetings 


NASHVILLE, TENN., May 14—Charles 
B. H. Loventhal, president of the Ten- 
nessee Underwriters Association, is pre- 
paring a series of sectional meetings of 
insurance agents over the state. The 
first meeting will probably be held in 
Chattanooga between the ist and 5th of 
June. C. S. S. Miller, national secretary, 
or one of his representatives, will go 
through the state with Mr. Loventhal 
at that time. 





Clean Up Campaign Successful 


LOUISVILLE, KY., May 14—Fire haz- 
ards are slightly diminished in Louisville 
as a result of the recent drive to clean 
up the city. The first inspections were 
recently completed, and, according to 
Chief Deputy State Fire Marshal E. M. 
Hite, directing the campaign, the results 
have been very satisfactory. 

“We have inspected more than 3,000 
buildings and sent in correction orders 
in 2,500 cases. We have not followed up 
all of our orders as yet, but will check 











Apply to your Agent for Insurance covers on 
EXPORTS and IMPORTS 


PARCEL POST—Domestic and 
Foreign 


HOUSEHOLD FURNITURE and | 
MERCHANDISE IN 
TRANSIT 


TOURIST BAGGAGE and 
PERSONAL EFFECTS 


Domestic and Worldwide 


SECURITIES and CURRENCY 
by REGISTERED MAIL 


Prompt and Efficient Service 


Insurance Company of North America 
Marine Department 


GEORGE L. McCURDY 


Insurance Exchange, CHICAGO, ILLINOIS 
Telephones: Wabash 1543—1027 














RELIABLE 


FireInsuranceCo. 
of Dayton, Ohio 
INCORPORATED 1865 


Cash Assets, + =. * $1,091,990.00 
Net Surplus over capital and all liabilities, 687,535.00 


J.LINXWEILER, Jr.'Pres. WM.F. KRAMER, Sec. 
EDWARD J. WEISS, Special Agent. 








SPECIALISTS GATHER THE IN. 
FORMATION THAT APPEARS IN 
The NATIONAL UNDERWRITER. 
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ROSSIA INSURANCE CO. 


HARTFORD, CONN. 
FIRE and MARINE INSURANCE 














over all defects before we are through. 





Time and Dollars 





Are you cashing all of your time 
and the time of your employes 
into dollars ? 


Figuring coinsurance credits is 
time wastage, dollar wastage. 


Get The National Underwriter 
Ready Reckoner for Co-Insur- 
ance Credits. One Dollar. 


National Underwriter 
403 Lincoln Inn Court 
CINCINNATI, OHIO 
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= 
The Concordia Fire 


Insurance Company 
of Milwaukee, Wis. 


Total Assets, 

Jan. 1, 1919 . . . $3,404,843.08 
Capital Stock .... 750,000.00 
Reserve ....... 1,904,913.89 
Surplus to Policy- 

holders . . . ... 1,253,367.64 








—Writing— 
Fire Tornado 
Sprinkler Leakage 
Rents Use and Occupancy 
——— 














London & Lancashire 


FIRE 


Insurance Company 
Limited 


of Liverpool, England 





CHARLES E. DOX, Manager 
Western Department 


39 S. La Salle St., Chicago, Illinois 





A. G. McILWAINE, JR., Manager 
Hartford, Conn. 





SAM B. STOY, Manager 
San Francisco 

















THE 
JIFFY 
PEN 


The word “Jiffy” de- 
notes speed and action. 
The shape and bal- 
ance resembles the dip 
penholder. It is built 
for those who appre- 
ciatea properly shaped 
and balanced pen. 
Prices from $2.50 up. 
Self-filling without a 
rubber sac. 





Send for descriptive 
matter. 


JIFFY PEN CO. 
Dept. No. 2 
406 Pierce Street 
Sioux City, lowa 





fees 


Cincinnati Underwriters 


121 East 3rd St., CINCINNATI, O. 


Eureka F. & M. Ins. Co. 
Organized 1864 





Security Ins. Co. 
Organized 1881 








COMBINED STATEMENT 


Capital 4 2 “ $250,000.60 
Assets. zZ 2 “ 959,818.90 
Surplus to Policy Holders 631,728.12 











P A. ROTHIER, Prest. 
ADAM BENUS, Secy, 
F. C. BARTON, Asst. Secy. 
R. B. HEATON, State Agt. 





























We have had excellent cooperation, and 
appreciate the efforts of the city in this 
direction. A report is being drawn up, 
which will cover the clean-up campaign, 
fire department, fire alarm and tele- 
graph systems, building inspector’s de- 
partment, etc. Recent improvements will 
be discussed and recommendations made 
for further improvement. It is planned 
to start a movement for a fire inspection 
bureau under the chief of the fire de- 
partment, such as adopted by many 
other progressive cities. 





Rate Advance at Petersburg 


RICHMOND, VA., May 14.—A _ rate 
advance in Petersburg, Va., seems 
probable as aé_ result of generally 


unsatisfactory conditions in that city. 
Representatives of upward of twenty-five 
companies indicated after a personal in- 
spection that they would recommend an 
advance either by means of the pink 
slip or a flat addition to the existing 
rates. It was surmised that such a move 
would arouse the city to the imperative 
necessity of making substantial improve- 
ments in the fire department and put- 
ting into practice more systematic in- 
spection of the congested district. 





Damage Suits Brought 


‘ NEW ORLEANS, LA., May 14—Alleg- 
ing damages to his good name of $15,000 
with an added $10,000 for loss of busi- 
ness and $25,000 for humiliation, Isaac 
Goldberg of this city has sued insur- 
ance interests for the aggregate sum. 
The action is against the Niagara, Cale- 
donian, Great American, New Orleans 
Adjustment Company and Fred Marks 
Insurance Agency. 





Kentucky Notes 


tT. V. Ponder of Louisville, who acts as 
special adjuster for the assured, has 
again made his permanent headquarters 
in Louisville. Some time ago Mr, Ponder 
located at Atlanta. 

The inflammable nature of cotton and 
cottonseed was shown again last week 
when fire broke out for the fifth time in 
the debris at the plant of the Cottonseed 


Products Company. It took several 
hours to put out the blaze. 
The injunction suit brought some 


months ago by Adolph Reutlinger of 
Louisville against Commissioner C. F. 
Thomas of Frankfort was declared to 
be a moot case by the court. Mr. Reut- 
linger sought to enjoin the insurance 
commissioner from suspending his 
license. The case will be appealed. 

In connection with the recent mar- 
riage of Rayburn Watson, special 
agent at Louisville for the Security Fire 
of New Haven, to Miss Ruth Frank of 
Jeffersonville, formerly connected with 
the Knetucky Actuarial Bureau, an in- 
teresting romance was consummated. 
Both Mr. Watson and Miss Frank were 
formerly connected with the Actuarial 
Bureau, where they first met. 


A joint meeting will be held this week 
of committees representing the Ken- 
tucky Fire Underwriters’ Association 
and the Kentucky Association of Local 
Agents, at which plans will be made for 
a joint meeting, which it has been de- 
cided will be held at Louisville before 
the country goes dry. B. F. Weitzel will 
act as chairman of the former organiza- 
tion, and H. V. Davis of the latter. 

In the May 8 issue of The National 
Underwriter it was announced that an 
old agency at Hopkinsville, Ky., con- 
ducted for many years by the late Henry 
D. Wallace, had been ,reorganized as 
Radford, Street & Clardy. The reorgan- 
ization should have read Wallace, Street 
& Clardy. E. C. Radford is connected 
with the enterprise, but Miss Nell Wal- 
lace takes the prominent place in the 
title of the concern. 





William H. McCarthy, veteran secre- 
tary of the Virginia Fire & Marine, ap- 
pears to be rallying nicely from the 
stroke of paralysis which he recently 
sustained at his home in Richmond and 
that the doctors now hold out hope of 
his recovery. 





With a view of increasing the effi- 
ciency of service rendered to agents in 
southwest Virginia, the Virginia Inspec- 
tion and Rating Bureau has transferred 
Special Agent J. M. Miller from Rich- 
mond to Roanoke. 


Miscellaneous Notes 


The Commercial Union of London has 
declared a dividend of 165 percent on its 
paid up capital, as compared with 140 
percent previously. 

State Agent C. D. Mackenzie of the 
Hudson of New York has appointed Op- 
penheimer Brothers agents at Kansas 
City, Mo., H. B. Richardson at Clinton, 
Ia., Fred A. Upton at Lyons, P. O. Clin- 
ton, Ia., and L. D. Burkhalter Agency at 
Cedar Rapids, Ia. 





New Jersey Insurance Company 


CAPITAL ONE MILLION DOLLARS 


Head Office: 
40 Clinton Street, 
Newark, N. J. 


Gresham Ennis, Vice-President. 
J. B. Guthrie, Secretary. 


C. P. Stewart, President. 
F. L. Brokaw, Treasurer. 





WESTERN DEPARTMENT: 
Insurance Exchange Bldg., Chicago, Ill. 
H. H. Ingalls, Manager. 


PACIFIC COAST DEPARTMENT: 
Mills Bldg, SanFrancisco, Cal. 
W. W. Alverson, Manager. 








PITTSBURG UNDERWRITERS 


CEO FrEPHONS: Ant Renager Commonwealth Bldg., Pittsburgh, Pa 
UNDERWRITTEN BY 


Allemannia Fire Insurance Company Superior Fire Insurance Company 
National-Ben Franklin Insurance Company Republic Fire Insurance Company 
ALL OF PITTSBURGH, PA. 


Combined Capital, $1,800,000 Assets, $9,911,358 
Surplus to Policyholders, $3,899,135 


FRANK D. YOUNG, Columbus, Ohio, State Agent for Ohio 
H. C. UPHAM, Msgr., Indianapolis, Ind. 
ELIEL & LOEB COMPANY, General Agents for Illinois and Indiana 
FISH & SCHULKAMP, Madison, Wis., General Agents for Wisconsin 


NEW AGENTS SOLICITED 














ational Piberty 


Insurance Gompany 


of America. 


INCORPORATED UNDER THE LAWS OF THE STATE OF NEW YORK IN 1859 
STATEMENT JANUARY 1, 1919 


Cash Capital : $1,000,000.00 


Aete - -  «  $OOQGU00 NetSups - - $2,395,417.89 
Liabilities, including Capital - 7,214,228.11 Surplus to Policy Holders -  3,395,417.89 


HEAD OFFICE: 62 WILLIAM STREET, NEW YORK 








INCORPORATED 1720 


Royal EXCHANGE ASSURANCE 


LONDON, ENGLAND 


UNITED STATES BRANCH 


RICHARD D. HARVEY 
92 WILLIAM STREET, NEW YORK 


UNITED STATES MANAGER 








ZS ECURIOT Xx 


Fire Insurance Company, of Davenport, Ia. 
CASH CAPITAL $200,000 


This Company has had 36 years of successful business experience, and is now doing business in 
Towa, Illinois, Wiseda. Ohio and Indiana. Itis a good company for the agent, because in addition to 
writing a general business, it accepts practically all classes of farmn risks, 


We want agents in the above states, and would appreciate 
hearing from agents desiring to represent us. 


JAMES W. BOLLINGER, Pres. E, E. SOENKE, Secy. 











a i FIRE, MARINE, WINDSTORM, 
3 AUTOMOBILE, SPRINKLER 
4 LEAKAGE, RIOT AND 
ree EXPLOSION INSURANCE 


STUART MORGAN, State Agent, Michigan, East Lansing 
CASHMAN & EVANS, General Agents, Colorado, Denver 
N. T. JULIAN, State Agent, Ohio and West Virginia, Columbus 
F. G. HERMAN, State Agent, Indiina and Kentucky, Indianapolis, Ind. 
P. P. WIPPELL, State Agent, Illinois and Wisconsin, P.O. Box 225, Chicago 
O. T. PRICE, State Agent. Missouri, Kansas and Oklahoma, Kansas City, Mo. 
E. S. FREEMAN, State Agent, Iowa, Nebraska and Minnesota, Omaha, Nebraska 
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“Unexcelled Service to Agents and to Policyholders Alike’ 































ELBRIDGE G. SNOW, President 


THE HOME 


INSURANCE COMPANY 


NEW YORK 


Cash Capital, $6,000,000.00 


Organized 1853 





STATEMENT, JANUARY 1, 1919 
Cash Assets . ... . . ~ © $50,291,005.74 
ne 6,000,000.00* 
Liabilities . . . . . . =. . © #£29,034,302.14 
Net Surplus ..... - -  15,256,703.60* 


Surplus as regards Policyholders . 21,256,703.60* 





Fire and Allied Branches of Insurance 


Fire, Lightning, Automobile (Complete Cover in Combination Policy), Ex- 

plosion, Hail, Marine (Inland and Ocean), Parcel Post, Profits and Com- 

missions, Registered Mail, Rents, Rental Values, Riot and Civil Commotion, 

aang Leakage, Tourists’ Baggage, Use and Occupancy, Windstorm, Full 
ar Cover. 


STRENGTH REPUTATION SERVICE 




























| GENERAL AGENTS WANTED | 
























- Automobile Insurance 





INDEMNITY MUTUAL MARINE AS- THE ROYAL EXCHANGE ASSURANCE 
SURANCE CO., LTD., OF LONDON, (Marine Dept.) OF LONDON, ENG, 
ENGLAND Surplus - - - - - «+ - $1,348,075 
Surplus United States Statement,$ 461,101 THE TOKIO MARINE AND FIRE 
Surplus Home Office Statement, 11,727,022 INSURANCE CO., LTD., 
OF TOKIO. JAPAN 
(Marine Department) 
Surplus United States Statement, $ 562.916 
Surplus Home Office Statement, 7,433,611 


UNITED STATES LLOYDS, Inc., of 
NEW YORK, N. Y. 


Surplus - iw ~ il 


APPLETON & COX, Attorneys 
3 South William St. NEW YORK 
AN ATTRACTIVE PROPOSITION 


$830,150 











| GENERAL AGENTS WANTED 





NEWS FROM THE EAST 









































4 AUTO-OWNERS INSURANCE COMPANY 
a LANSING - - MICHIGAN 


Live Agents Wanted where not represented 
Most protection offered by any Company in Michigan 


V.V.MOULTON, Se’y. F. P,. WRIGHT and F. A. WALL, Field Supt's. 

















Exceptional facilities for handling Surplus and_ difficult 
lines and unusual forms of insurance in best erican 
and Foreign companies and at Lloyds, London. 
RE-INSURANCE CONTRACTS DRAWN AND PLACED. 
YOUR BUSINESS SOLICITED; 
PROMPT ATTENTION 
F. R. THOMPSON 


Insurance Exchange, 


SURPLUS 
LINES ANp 
FLOATERS 








Chicago, Il. 








POSITION OF MARINE MEN 





Do Not Care to Write Government 
Owned Substandard Vessels at 
Unprofitable Rate 





BY GEORGE A. WATSON 


NEW YORK CITY, May 13—There 
has been much talk among the marine 
insurance men of this city as to the 
future of the business so far as the gov- 
ernment is concerned. Chairman Hur- 
ley of the shipping board has come out 
in favor of private ownership of the 
merchant fleet. The government is 
now in possession of a large number of 
boats and there are others under con- 
tract. Naturally the marine insurance 
situation is considerably clouded be- 
cause the government does own and 
manages such an enormous mercantile 
fleet on account of war conditions. 

People in general are dissatisfied with 
government interference in private 
business and government management 
of activities which heretofore were in 
private hands. Marine men say that 
the majority of the people do not de- 
sire any extension of government con- 
trol. The new Congress is fully aware 
of the attitude on part of business men 
all over the country, and, is stated here 
by all who are in close touch that the 
members will not tolerate any move- 
ment toward the government taking 
charge of any other functions. 


Some Vessels Are Substandard 
So far as can be learned the trouble 


be that many of the wooden vessels 
that were first built and some of the 
other earlier. ships were badly con- 
structed. They are very poor risks 
from the marine insurance standpoint. 
The shipping board evidently is unwill- 
ing to frankly confess the condition of 
these vessels, but insists that they 
carry as low a rate as some of the 
standard class, although to the profes- 
sional marine underwriter it is an in- 
adequate one. The marine companies 
are not in business for their health. 
They are seeking a reasonable profit. 
They do not care to write these sub- 
standard ships, which will mean a 
deficit. Some of the companies say 
they are willing to break even if neces- 
sary, but that is as far as they will go. 
At the present time, therefore, the 
shipping board is confronted with the 
problem of not being able to get pri- 
vate insurance at the rates desired. The 
companies are not yielding and will not 
write vessels of this nature with a pos- 
sible heavy loss staring them in the 
face. Therefore, if these vessels are to 
be insured at the rates that the ship- 
ping board prescribes, the war risk bu- 
‘reau will undoubtedly have to carry 
the liability. If the shipping board gets 
on reasonable ground and the under- 
writers are allowed to rate the ves- 
sels according to their merits, they 
will be able to get insurance. 


CALL FOR F. W. JENNESS 


It would be highly pleasing to com- 
pany managers if Frank W. Jenness, 
manager of the Rochester Underwriters, 
and former secretary of the Underwrit- 
ers Association of New York State, could 
again be induced to accept the latter 
position made vacant through the recent 
retirement of Ralph G. Potter. Strong 
pressure is being brought to bear upon 
Mr. Jenness and he may consent to take 
the post. The situation in New York 
is a most complicated one, and the man- 
agement of the state organization calls 
for talent of an unusual order. The se- 
lection of a secretary rests primarily 
with the New York committee of the 
Eastern Union. Mr. Jenness’ name, to- 
gether with those of four others, is now 
before that body. Final election will be 
in the hands of the state association 
members. 


W. G. WHILDEN’S CHANGE 














William G. Whilden, recently with the 


with the shipping situation seems to, 


— 


manager of the New Jersey Fire, has 
been appointed manager of the fire in. 
surance department for the Genera] 
Agencies, Inc., of Baltimore. He wij 
make headquarters in New York. The 
General Agencies transacts a genera] 
brokerage business and _ will have 
branches at various cities aside from 
Baltimore and New York. 


TO HONOR GERALD LANDRY 


Franklin W. Fort, secretary of the 
Eagle Fire of Newark and United States 
manager of the fire reinsurance depart- 
ment of the Baltica of Copenhagen, wil) 
give a dinner tonight to Gerald Landry 
foreign manager of the latter corpora. 
tion, who has been in this country for 
some time and who plans soon to return 
to Denmark. 





NEW CONSTITUTION ADOPTED 





Boston Board Will Have Advisory 
Committee and Manager Who 
Recommends Rates 





BOSTON, MASS., May 14—The 
Boston Board has formally adopted the 
new constitution and by-laws, the prin- 


'‘ cipal feature of which was the creation 


of an advisory committee in place of 
the rate making committee, and the 
offices of secretary-treasurer and man- 
ager, the manager to act as secretary 
of the advisory committee and to 
recommend rating schedules, rates and 
methods. 

Hereafter rates will be made by the 
manager and the advisory committee, 
The latter is composed of three board 
members and six companies’ members, 
J. J. Cornish, of Field & Cowles; Frank 
A. Dewick, of Dewick & Flanders, and 
Walter S. Gierasch, of R. A. Boit & 
Co., were elected board members of 
the committee. The following com- 
panies will have representatives: Atlas, 
Phoenix of Hartford, Home, New 
Hampshire, Continental, Rhode Island. 
For the present, Frank E. Cabot will 
act as manager, and J. J. Cornish as 
secretary of the advisory committee. 
There is every indication that H. Bel- 
den Sly, manager of Boston Stamping 
Office, will be made manager of the 
Boston Board and that Frank E. Cabot 
will remain as assistant manager and 
secretary. 





Exchange Elects to Fill Vacancy 


BOSTON, MASS., May 14.—At the 
meeting of the New England Exchange 
this week William B. Neal, of the Con- 
necticut, was elected second vice-presi- 
dent to succeed William H. Winkley, 
who was last week chosen president to 
fill out the unexpired term of the late 
Frank H. Battilana. W. P. Carr was 
chosen to succeed Mr. Battilana as chair- 
man of the Pawtucket, R. I., committee: 
Henry J. Ide was selected for the con- 
ference committee with the Boston Board 
and J. A. Tufts was elected to the Milford 
committee. 





To Insure Aircraft 


A bill newly offered in the Pennsyl- 
vania legislature permits fire insurance 
companies to indemnify against airplane 
and seaplane hazards in addition to their 
present lines. , 





Hartford Fire’s Building 


HARTFORD, CONN., May 14—The 
Hartford Fire has purchased desirable 
property on Asylum stréet here, upon 
which it will erect a new home office 
building. 





Better Protection Needed 


BALTIMORE, MD., May 13.—The fire 
protection of the eastern shore of Mary- 
land is a matter which should receive 
the attention of companies interested in 
this territory. The canning industry is 
a big enterprise in Maryland, and 0 
the eastern shore a number of the farm- 
ers have their own canneries, which are 
absolutely unprotected. 

Cambridge is now making efforts t? 
improve its protection. Easton, a town of 
5,000 people, and one that has many 
beautiful and expensive residences, § 
one of the poorest protected towns 
the shore. Its fire protection is as fol- 
lows: Water supply, wells, 100-fo0t 
standpipe; 42 fire hydrants; 43 pounds 





A. M. Best Company and prior thereto 


fire pressure; 1 fire station with a watch 
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man on duty at night; 42 volunteers; 5 
hose reels on hand-drawn steamer; 1 
hand-drawn hook and ladder truck; 4 
3-gallon extinguishers; bell on fire sta- 
tion; steam whistle at city electric plant; 
2,500 feet hose. 

The mayor of Easton is F. G. Wright- 
son, president of the Farmers & Mer- 
chants Bank. Both the chief and mayor 
are trying to have the council make the 
necessary appropriation for a Ford auto 
pumper truck. This will be taken up at 
a meeting next Monday. Mayor Wright- 
son fully understands the situation and 
admits the town has been very lucky 
so far. 





Eastern Notes 


Thomas F. Clark, who prior to his en- 
listment in the navy was secretary to 
Second Vice-President James J. Hoey 
of the Continental, has received his dis- 
charge from the service and re-enters 
the employ of the Continental as so- 
licitor for the metropolitan district in 
New York city. Mr. Clark enjoys a 
wide acquaintance among brokers 
through his long association with Mr. 
Hoey. 


Engineer Charles W. Johnson has re- 
signed from his position in general 
charge of the New England field work 


agency business in Worcester. Engineer 
B. E. Ames, who has had experience 
with the engineering department of the 
Associated Factory Mutual Underwrit- 
ers Bureau of New England and the New 
England Exchange, and who recently en- 
tered the engineering department of the 
Evans companies, will succeed Mr. John- 
son. 





Pennsylvania Notes 


The Minneapolis Fire & Marine has 
appointed Canning & Allen agents for 
Philadelphia and vicinity. 

The Bankers & Shippers of New York 
has been elected a member of the Phila- 
delphia Fire Underwriters Association. 

aT, 


Maryland Notes 


White, McCurley & Co. of Baltimore, 
Md., have been appointed agents for the 
Western of Pennsylvania. 

J. Lindsay Clark & Co. of Baltimore, 
Md., have been appointed agents for the 
Keystone Underwriters. 

Edward T. Reisler of Baltimore, Md., 


has been appointed agent for the Union 
of Pennsylvania. 
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WYOMING PREMIUMS GIVEN 





Record in the State for Last Year 
Shows Loss Ratio of 
49 Percent 





The total premiums of stock compa- 
nies in Wyoming last year amounted 
to $961,267 and the losses to $462,233, 
making a loss ratio of 49 percent. The 
state leaders are as follows: 


Loss 
Company Prems. Losses Ratio 
PARERLGR! le os) oie 240 $ 20,251 $ 6,198 30.6 
Conrl Un... <<0 22,264 17,202 77.2 
Fid.-Phen. ..... 26,646 6,112 22.9 
Fire As#’n....... ° 28,179 13,120 56.6 
Firemans Fd.... 75,689 23,675 31.3 
reat Amer..... 62,389 43,853 70.3 
Hartford ....... 78,773 56,528 71.7 
ee re 54,104 90.5 
MAGE, COsc.cs iis 34,476 29,097 84.3 
Northern, Eng. 27,912 § 31.1 
i ae 8,119 18,179 64.6 
Scot. U. & N.... 25,039 5,790 23.1 
Springfield ..... 25,786 16,624 64.4 


The State Farmers Mutual Hail of 
Faseca, Minn., took in premiums last 
year of $24,318 and paid losses of $38,628 
in the state. The St. Paul Hail & Cyclone 
collected in’ premiums $3,075 and paid 
out in losses $2,041. 





LEVISON IS MADE PRESIDENT 





Head of Firemans Fund Was Elected 
to Chief Post in the Pacific 
Board 





SAN FRANCISCO, CAL., May 13.— 
J. B. Levison, president of the Fire- 
mans Fund and Home Fire & Marine, 
Was elected president of the Board of 
Fire Underwriters of the Pacific at the 
annual meeting held here. A. W. 
Thornton, Pacific coast manager of the 

ondon Assurance was elected vice- 
President, while the executive commit- 
tee comprises: Dixwell Hewitt, Hart- 











HOME OFFICE, PIERCE, BUILDING 


St.Louis 


CHAS. W. DISBROW, PRESIDENT 





“All Kinds of Insurance on Automobiles” 





























THE GENERAL AGENCY OF 


Automobile NEARE. GIBBS & LENT 





CINCINNATI 


“The Office with the Quick Seryice™ 
Handles eight companies for automobile, fire, theft and transportation 


agents and adjusters’ service, in fourteen states. 


insurance and has an agency organization, with first class special 
A gents, 





Attention } 





Prompt correspondence with agents, quick adjustments and settlements. Only 
high grade companies handled. 


Write Us for an Agency 


We also handle river hull, yacht, river cargo, ocean cargo, parcel post, registratered mail, tourist 
floater, transportation floater and traveling salesmen floater insurance. : 








Peninsular Fire Insurance Company 


HOME OFFICE 
SAGINAW, MICHIGAN 


EXECUTIVE OFFICE 
GRAND RAPIDS, MICHIGAN 


Will write general classification with special service and something new for farm insurance. 
« . « « Salesmen who can present a high grade proposition convincingly will be inter- 
ested. . . . A Michigan company—organized, owned and managed by Michigan men. 


COLON C. LILLIE, President 


COMFORT A. TYLER, Vice-President 


J. FLOYD IRISH. Managing Underwriter 











Its Name Indicates Its Character. 


American National Fire Insurance 


COLUMBUS, 


Company OHIO 
Capital $500,000 


ney eae JOHN W. ZUBER, President 


JOHN A. DODD, Secretary 


Progressive, Yet Conservative. 
Operating Along Sound Lines. 














1841 


Asurance (0. 


or NEw HAVEN. CONNECTICUT. 


CASH CAPITAL, $ 1,000,000 


Western Department, Roc ford, Illinois 
WALTER D. WILLIAMS, Mgr. 
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LIGHTNING 
EXPLOSION 
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AUTOMOBILE DEPT. 


HANOVER FIRE 
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NEWYORK CHICAGO SAN FRANC SCO 









































































































































TE SIG ee PV eM eR Bo 




















22 





THE NATIONAL 


UNDERWRITER 





May 15, 1919 





ford; R. W. Osborn, North British; 
George W. Brooks, California; E. G. Pot- 
ter, Glens Falls; F. B. Kellam, erry 
R. D. Harvey, Royal Exchange; W. 

Wayman, National; A. T. Bailey, es, 
dence-Washington; Dixwell Davenport, 
National Union; Roy A. Decker, Home, 
and H. J. Houge, Scottish Union. 


A. L. Merritt 


A. L. Merritt, special agent for the 
John A. Hougaard general agency, rep- 
resenting the Rhode Island and Na- 
tionale of France on the Pacific Coast, 
has been appointed superintendent of 
agents for that office. Mr. Merritt has 
been special agent for the Hougaard 
agency since 1914. 


Montana Notes 


The Union of Canton has been admit- 
ted to Montana. 

The Capital Fire of Sacramento has 
been refused license in Montana. 

Montana H. B. 369 relates to the ad- 
mission of foreign fire and casualty com- 
panies operating on the mutual plan. 

Montana H. B. 183 relates to return of 
deposit by domestic life companies which 
has reinsured in some foreign company. 

Montana H. B. 146 makes the work of 
the state fire marshal more effective by 
giving him the authority to condemn 
buildings. 

Montana S. B. 67 requires that the re- 
insurance reserve of mutuals organized 
in Montana shall be 25 percent of the 
aggregate premiums on policies run- 
ning one year or less, and 50 percent of 
the pro rata amount on policies running 
more than one year from date of poli- 
cies. This law applies only to Montana 
companies with a policyholder’s contin- 
gent liability or deposit note. 

Montana H. B. 375, 376, 377, 380 and 
381 all change the manner of service of 
process in Montana, making the com- 
missioner of insurance the only attorney 
to accept service of process for all for- 
eign companies, and providing that serv- 
ice shall be had only on _ such officer. 
This matter, on account of the various 
laws, which are now uniform for all 
classes of companies concerned, has in 
the past caused some confusion among 
companies operating in Montana. 





Under amendments to the articles of 
incorporation, just filed, the capital 
stock of the Utah Home Fire is increased 
from $300,000 to $400,000. 








IN THE MOTOR FIELD 

















ISSUE OVER DENVER BROKERS 





Claim Made That Salaried General 
Agencies Are Paying Excess Com- 
pensation for Automobile Business 


DENVER, COLO., May 13.—There 
is considerable comment being raised 
here as to the automobile business in 
view of the charges that excess com- 
pensation is being paid to brokets. 
Denver was one of the old “excepted 
cities” whose agents commission has 
been cut from 25 to 20 per cent. There 
are some 183 brokers in the city and 
the issue is over them. In Denver the 
salaried general agencies are numerous, 
many of them covering not only Colo- 
rado but the mountain territory. The 


commission that an automobile com- 
pany can pay its local agents here is 
20 per cent. These brokers are at- 
tached to a number of the commission 
agencies where the ruling brokerage is 
15 per cent. It is claimed that some 
of the salaried offices, however, are 
paying the brokers 20 per cent and 
sometimes even more. Thus the auto- 
mobile business of the broker is 
attracted to these salaried offices. It 
is thought that after a while the pres- 
sure will be made to swing all the 
brokers business to these salaried agen- 
cies. No remedy has as yet been 
forthcoming to meet the situation. 


DISCUSS OVERHEAD WRITING 


Superintendents Talk About Automo- 
bile Finance Concerns Who Give 
Purchaser Certificate of Insurance 


Overhead writing in the automobile 
insurance business was the chief topic 
of discussion at the monthly meeting 
of the automobile superintendents of 
Chicago Tuesday. About 60 percent of 
the automobiles purchased in _ the 
United States last year were financed 
by concerns making a specialty of 
handling automobile paper. These 
financing concerns, particularly if they 
be of any size, place the insurance 
under a blanket policy and give the 
purchaser of the car a certificate of 
insurance, charging the full rate as a 
part of the purchase price of the car 
in ‘addition to a charge for financing 
and interest on notes. 

The finance company usually ar- 
ranges to get a special price on its in- 
surance. Many companies have found 
this business unprofitable and are dis- 
continuing the class and a few of the 








finance companies have been compelled 
to resort to interinsurance to get the 
rates which they demand. In view of 
the fact that the finance companies get 
their policies direct or through brokers, 
the local agent is shut out and the in- 
surance company is being shut out of 
its legitimate underwriting profit. 


Finance Concerns Popular 


As the financing of cars will continue 
and this will be true on trucks, as well 
as pleasure cars, the Firemans Fund is 
urging its agents to arrange for the 
financing of automobile purchases 
through local banks or influential citi- 
zens with money to loan or by the or- 
ganization of small local finance com- 
panies. 

The Firemans Fund has issued a cir- 
cular describing the methods and ex- 
plaining the entire proposition and of- 
fers to furnish agents with additional 
detail. 

This would preserve for the agencies 
of the country the business to which 
they are rightfully heir. 

Merchants Pay Installments 

While it may seem strange that trucks 
are taken on the partial payment or in- 
stallment plan, the fact remains that 90 
percent of them are purchased in this 
manner. The merchant is able to bor- 
row from his bank on his stock of mer- 
chandise, but he cannot, under ordinary 
circumstances, borrow from his bank on 
his motor cars. Consequently he bor- 
rows on them for their purchase from a 
finance company, and he continues to 
borrow from his bank on his stock. The 
idea of making the truck pay for itself 
as well as paying its own way appeals 
to merchants and manufacturers and 
only the very wealthiest concerns are 
paying spot cash for their motor deliv- 
ery vehicles when changing over from 
horse to auto vehicles. 

Another source of overhead writing 
are fleets of cars used by some concerns 
for their salesmen. On some of these 





It sells it at a reasonable price. 


its policyholder. 


FORT SCOTT 


Tt does one thing and does it well. 
It furnishes only automobile indemnity: 
LIABILITY FOR PERSONAL INJURY, 


PROPERTY DAMAGE, 
FIRE, THEFT and COLLISION. 


It backs up its policies with all reserves required by law, and a substantial surplus besides. 
It pays sanetlel af attention to the matter of giving real service in all cases involving liabilfty of 


Prompt settlement and adjustment of fire, theft and collision elaims. 


THE WESTERN AUTOMOBILE INDEMNITY ASSOCIATION 


OSCAR RICE, Sec’y and Gen'l Mgr. 


KANSAS 








THE KASKASKIA LIVE 
Home Office: 





The Best Field in the Insurance Business 


Today is Live Stock Insurance 
We want good men who work among farmers and stockmen to communicate with us 


Territory in Ohio, Indiana, Illinois, Michigan, Minnesota and Oklahoma 


INCORPORATED 


STOCK INSURANCE CO. 
- Shelbyville, Illinois 


fleets the experience is very good and 
others very poor, depending on the class 
of salesmen employed, on the territories 
that they operate in, and on the use to 


which the machine is put. The commer- 
cial car rating system is not applied to 
such fleets in many cases and outside 
companies are getting the desirable 
groups. 


Register All Minnesota Cars 


MINNEAPOLIS, MINN., May 14.—The 
recent session of the Minnesota legis- 
lature enacted a law providing for a 
certificate or registration with register 
of deeds for automobiles offered for sale, 
for the purpose of preventing thefts. 

The law provides that after its enact- 
ment no more motor vehicles shall be 
transferred or licensed unless the title 
has been duly registered in the manner 
provided in the law. While a number 
of states have enacted a similar law, 
the Minnesota statute is very compre- 
hensive and will probably be the most 
effective theft preventive that has ever 
been enacted into law. It requires the 
complete registration and history of a 
car, motor number, serial number, etc., 
and will undoubtedly be of great as- 
sistance to the police department of the 
state in recovering stolen machines. 


Automobile Meetings 

NEW YORK, May 14.—The May meet- 
ing of the executive committee of the 
National Automobile Underwriters Con- 
ference will be held next week and 
there will also be held the meeting of 
the delegates. A very full attendance 
at both meetings is expected, the May 
meeting being the most important of 
the year. 

The annual meeting of the Automobile 
Underwriters Detective Bureau was held 
this afternoon and the following bureau 
committee was elected: C. S. Timber- 
lake, Hartford; Roderick O’Connor, Cale- 
donian; N. S. Bartow, Queen; Douglas 
F. Cox, Appleton & Cox; W. M. Ballard, 
Commercial Union. At a called meeting 
to be held at a later date the committee 
will elect its chairman. At the meeting 
today it was decided that a committee 
of three be appointed to investigate the 
auestion of payments of rewards and re- 
port back to the next meeting of the 
bureau. 





Continental’s New Form 


The Continental is preparing a special 
form of policy covering merchandise for 
single trips against loss or damage from 
fire, collision and derailment, either on 
railroads or auto tracks. The rates are 
based on the length of haul and form of 
bill of lading. 


Motor Notes 


The western country schedule of auto- 
mobile rates for fire and theft insurance 
has been adopted for the province of 
Manitoba, Canada. 


Arthur A, Milhaupt, formerly county 
manager of the Automobile Club of 
Southern California, is now associated 
with the western branch office of the 
Aetna Life Insurance Company as spe- 
cial agent for automobile lines. 

Frank E. Smith & Co. of Portland, 
Ore., have been appointed general agents 
for ‘Oregon for the automobile depart- 
ments of the United States Lloyds and 
the Indemnity Mutual Marine, reporting 
to H. M. Hinchman, Pacific Coast gen- 
eral agent at San Francisco. Smith & 
Co. are local agents for several fire com- 
panies and general agents for the Re- 














liance Life. 





NATIONAL LIVE STOCK INSURANCE CO. 
Cash Capital $100,000.00 


AGENTS WANTED IN IOWA 


Flynn Building 
Des Moines, Iowa 


We Are the ORIGI- 
NATORS of HOG 
Insurance 

















PEORIA, ILL. 


Western Live Stock Insurance Company 
CLIFFORD IRELAND, Pres. 
Maine, Massachusetts, Connecticut, Rhode Island. Pennesylvia. North Carolina, South Carolixa, Ohie, Indiana, [finois, Wisconsin. lowa, Kansas, Texas, Missouri. Tennessee 


BERT BUCKLEY, Secretary 
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HARMON J. 


Michigan Livestock Insurance Co. 
SAGINAW, MICHIGAN 


GOLON C. LILLIE, President and Superintendent of Agencies 
WELLS, Secretary an 


General Manager 


the substantial interests of 


dend d by Michi . Backed by 
Organized, owned an "Mickiges.. Insuring Michigan farmers 


and owners of livestock against death from any cause. 


AGENTS WANTED 
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BILLS THA 
IN HAWKEYE STATE 


But Few Amendments Were Made 
in the Workmen’s Com- 
pensation Law 





WORK OF IOWA SOLONS 


Henry E. Sampson Makes Summary of 
Statutes Enacted at Recent Session 
of State Body 


DES MOINES, IA., May 14.—Henry 
E. Sampson, of the law firm of Samp- 
son & Dillon, has prepared an analysis 
of the insurance legislation passed by 
the Iowa legislature which has just 
adjourned. The bills passed affecting 
the casualty and surety business are 
summarized as follows: 

Physician’s Liability 


By a new statute, which has gone 
into effect by publication, chapter four 
companies, either stock or mutual, may: 

“Insure against liability for loss, dam- 
age or expense resulting from personal 
injury or death caused by error or neg- 
ligence of the insured in the practice of 
medicine, surgery or dentistry, including 
the performance of surgical operations, 
cr in the prescribing or dispensing of 
drugs or medicines, or for loss by reason 
of damages in other respects, for which 
loss, damage or expense the insured is 
legally liable; provided, however, that 
any policy issued by any such company 
shall contain a provision so that said 
policy shall inure to the benefit of any 
person obtaining a judgment against the 
insured to the extent of the insurance 
carried and for the purpose for which 
the insurance was issued.” 

The authority to write this new kind 
of insurance in Iowa is included in group 
five of section 1709. Companies now au- 
thorized to write this group in Iowa may, 
if the articles so provide and the com- 
missioner of insurance so approves, fur- 
me this character of insurance. (H. F. 

-) 

The legislature enacted another stat- 
ute, which also is now in effect by publi- 
cation, authorizing physicians, dentists, 
pharmacists and trained nurses to form 
themselves into a mutual association for 
the purpose of protecting themselves 
against liability for damage growing out 
of the practice of their profession. Un- 
der this statute, similar associations 
from other states which have been in 
business for at least one year, and which 

ave a specified amount of cash assets, 
may be admitted to the state of Iowa 
for the purpose of writing such insur- 
ance. (H. F. 197.) 


Surety Companies 


_ Under the new statute, effective July 4, 
i919, all public contractors must provide 
4 commercial surety bond equal to the 
eet price. This is not only a per- 
°rmance bond, but is also for the use 
and benefit of all persons, firms and 
bporations who shall perform any la- 
Po or furnish any material, including 
yn ’ a the carrying out of such public 
gapped Such bonds are required for 
7 feonstructing of any public building, 
va or the purpose of making any public 
a, or for the making of any 
— thereto, or for the finishing, fur- 
- Ing or repairing of any such building 
is _ work, where the contract price 
tient excess of $1,000. Suits may be 

ught on any such bond, any time 


— — 





within six months after the completion 
of the public improvement, providing 
that an itemized statement has been filed 
by the claimant within sixty days after 
the last item of material is furnished, 
cr labor performed. 


Compensation Insurance 


The principal change in the compen- 
sation statute was the changing of the 


basis from 50 percent to 60 percent of. 


the average weekly wage. The indus- 
trial commissioner was given the au- 
thority, in exceptional cases, to require 
the employer to pay not to exceed $200 
for surgical, medical and hospital serv- 
ices and supplies. The maximum weekly 
payment in death cases was increased 
from $10 to $15, and the minimum weekly 
payment was increased from $5 to $6. 
The schedule for the loss of the second 
eye, thus leaving the employe totally 
blind, was fixed at 200 weeks. 

The method for apportioning the loss 
of parts of the arm and leg was some- 
what modified, as was also the law for 
calculating the average weekly wage in 
seasonal employments. - Arbitrations of 
injuries occurring outside of the state 
shall hereafter be held in the county seat 
in Iowa which is nearest to the place 
where the injury occurred, unless the 
interested persons and the Iowa indus- 
trial commissioner mutually agree that 
the same may be held at some other 
place. These changes go into effect July 
4, 1919. (S. F. 159.) 





New Michigan Laws 


LANSING, MICH., May 12—The follow- 
ing new laws were passed by the Michi- 
gan legislature: 

House Bill No. 378: Permits the incor- 
poration of companies to insure railway 
conductors, engineers and officials 
against loss of position from discharge 
or retirement, and to insure any person 
against bodily injury or death by acci- 
dent or against disability on account of 
sickness. The capital stock of any such 
company shall not be less than $100,000 
in shares of $50 each. 

* * * 

House Bill No. 600: Permits an in- 
surance company to consolidate with or 
reinsure its outstanding risks with any 
corporation of like character authorized 
in Michigan, after the approval of the 
contract of consolidation or reinsurance, 
by a vote of not less than two-thirds of 
the capital stock or two-thirds of the 
members voting, if it be a mutual cor- 
poration, at a meeting of which the 
stockholders or members have had due 
notice. The plan of the proposed con- 
solidation or reinsurance must first be 
submitted to the commissioner of insur- 








ance, and the contract must be finally 
approved by him before becoming ef- 
fective. 


Senate Bill No. 257: Permits the ad- 
mission of a foreign company organized 
to issue accident and health policies on 
the monthly premium payment plan, 
‘when it has on deposit with the state 
treasurer of this state, or with a state 
officer of its home state, securities to the 
amount of not less than $25,000. 


Automobile Insurance Bill 


There have been a number of bills 
introduced into the Illinois legislature 
attempting to hold automobile owners 
liable in case of accident by providing 
for a bond or a liability insurance pol- 
icy. Apparently nothing will be done in 
the Illinois legislature along this line 
this year, although some _ regulation 
measure is destined to be passed at some 
future session. It seems that a number 
of attorneys in the legislature have had 
claims for automobile accidents and have 
been unable to collect anything because 
the owners were judgment proof. Some 
of the automobile clubs evidently are 
trying to defeat any legislation that 
would compel owners to take out a lia- 
bility policy or secure a bond. 

House bill 571, introduced by Holla- 
day, is the bill that the committee is con- 
sidering most seriously. It is a conglom- 
eration and really is a useless sort of a 
measure. 





Social Measure Killed 


The Meyers social insurance bill in 
the Ohio legislature has met its doom, 
as the bill has been indefinitely post- 
poned. Representative Morris of Cincin- 
nati opposed the bill on the ground that 
the entire plan was socialistic and pa- 
ternalistic. The Meyers bill was at- 
tacked by Dr. Otto P. Geier of Cincinnati 
and other prominent physicians at the 
meeting of the Ohio State Medical Asso- 
ciation the early part of the week. 


Illinois Bill Passes Senate 


The Illinois senate has passed insur- 
ance bills as follows: S. B. 372 (Dailey) 
amends sections 3 and 5 of the 1899 act 
to incorporate and govern casualty com- 
panies. Would enable such companies 
to invest their capital and surplus in the 
same securities as now permitted life 
companies. Would permit investments in 
stocks and securities approved by the de- 
partment of trade and commerce. 
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Marked Reductions in Automobile Rates 
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THIEVES FIND KANSAS 
CITY IS GOOD FIELD 


Insurance Agents Give Service in 
Getting Stolen Goods 
Brought Back 


PAY REWARDS FOR RETURN 


Arrests Are Scarce and Convictions 
Almost Unknown in Mis- 
souri City 


KANSAS CITY, MO., May 12.— 
Kansas City admits that it excels as 
a center for safe-blowing. 

Otherwise, Kansas City hesitatingly 
confesses that it has no particular dis- 
tinction in the volume of violent and 
surreptitious appropriation of prop- 
erty. 

This statement is made after a care- 
ful canvass of citizens and insurance 
agents. There are some, it should be 
stated, who believe Kansas City to de- 
serve special mention for the number 
of burglaries, or for hold-ups; others 
insist that we have no more such inci- 
dents than other ciites, the distinction 
consisting in the character of men 
who perform the allegedly illegal acts, 
and their freedom from punishment, 


No Advertisement 


Kansas City newspapers have been 
telling the world recently how easy 
it is for crooks to “get by” here. These 
announcements are not to be received 
as advertisements to crooks to come to 
Kansas City. On the contrary, the 
assumption is that crooks will realize 
that the field is already pretty well 
covered, and outsiders might not have 
such an easy time. 

The news articles must therefore be 
interpreted as boastful of the quality 
of burglars we entertain, a warning 
that unless visiting bandits observe the 
rules, conform to the conventions, 
they would better practice in Chicago 
or Louisville. 

The news might also be considered 
as “general publicity for the good of 
the order,” on behalf of the thieving 
fraternity. 

Kansas City thieves are not vicious 
or vindictive. They have to live; and 
are inclined to leave it up to the con- 
tributors as to the manner of sup- 
port. Goods are taken and: held as 
guarantees of such contributions; the 
usual course of security-deposit being 
followed, in that the value of the item 
is ordinarily much more than the 
amount of the redemption. Thieves 
are only human—and they realize that 
a man often has a real affection for 
his own overcoat or motor car, a mer- 
chant for his shirts and jewelry, a 
woman for her knickknacks. They are 
glad to return these, when the pay- 
ments which the fraternity has as- 
sessed are not made in cash. 

The most valuable, as well as the 
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most usual, service rendered by in- 
surance agents, to the commenity, is 
the recovery of goods involuntarily 
deposited as security for contribu- 
tions to the association, or group, 
which handles the financial affairs of 
yeggmen in Kansas City. This serv- 
ice is usually compensated for, at the 
usual premium rates; though, because 
of the ignorance of most citizens as to 
the procedure, agents frequently ad- 
vise friends for nothing. The free 
suggestions are designed to make 
everything run smoothly in the proper 
conduct of these matters, it being 
realized that since the community is 
playing the yeggman’s game, the game 
should be played his way. Iconoclas- 
tic agents occasionally offer to devise 
another game, that the yeggmen don’t 
care to play, but not enough sports 
can be found to make a decent table. 

The rewards for the return of stolen 
goods are paid by the agents, or the 
companies which insured the victims, 
except in the few cases indicated 
where the agents tip off friends, not 
clients, to the procedure which will 
get results. 


Regular Procedure 


This very pleasant—and apparently 
satisfactory — arrangement in Kansas 
City has resulted from the character 
of burglars, the high standards of the 
thieving industry, in Kansas City, as 
indicated above. Insurance agents— 
and citizens advised by agent-friends 
—are not to be outdone in courtesy for 
any gang of thieves. The custom has 
developed into a regular procedure as 
in any court of law. The citizen who 
pays his retainer (in the form of 
premium) to an insurance agent, ex- 
pects to get his goods back if stolen, 
and with gentlemanly consideration 
waves away the subject of prosecuting 
the burglar. 

Not all agents in Kansas City have 
the spirit of the game as played here. 
Every once in awhile an agent will, 
in the security of a private conversa- 
tion with a friend, intimate that the 
thieves ought to be. prosecuted. And, 
every so often, an effort will be made 
to apprehend one of the burglarizing 
fraternity. Submission to arrest is 
one of the items of service rendered 
by the burglars, for a price, called a 
“reward.” Like the “trimmings of 
service” given by a merchant, or an in- 
surance agent, or anybody else, these 
additional items of service are ren- 
dered only in absolutely necessary 
cases, since they really cost more than 
the person giving them gets out of the 
customer. The reward does not cover 
the court costs, attorney’s fees, loss of 
time that might be devoted to produc- 
tive effort, etc. (The time-loss element 
is not considerable, however, since the 
burglar giving the “submission-to-trial 
service usually is out on bond.) 


Thieves Give Service 


Like the mail-order house that some- 
times has to return the money in its 
earnest effort to convince the public 
it is giving service, the felonous fra- 
ternity sometimes goes the limit, too. 
Once in a coon’s age a conviction is 
given, perhaps to a customer who 
might cause considerable damage to 
trade by his adverse comments, per- 
haps because influential friends of the 
customer insist that they know better 
how to run a fraternity of felons than 
the felons do themselves. Every busi- 
ness man runs up against these cases, 
and they are charged in on the over- 
head cost of doing business—paid for 
from a sinking fund, or a contingency 
fund. 

Like One-Cent Sale 


To recapitulate: Once in awhile a 
burglar is arrested; once in a coon’s 
age there is a conviction. And once 
in a blue moon the convicted one 
serves a sentence. The sentence may 
be likened to the one-cent sale of the 
druggist, the “free samples” of the man- 


‘fHE NATIONAL 
bonuses, of business firms. An occa- 
sional incarceration seems necessary, 


to keep the public “sold” on the notion 
that thieving is an illegitimate busi- 
ness, conducted along definite and well 
established lines, which the public is 
in duty bound to support. 

Ordinarily, all goods are not re- 
turned in cases of incarceration; the 
salvage being necessary to help care 
for the larger overhead involved in 
the withdrawal (for brief periods) of 
productive personnel, 


An Unfair Inference 


One hesitates to say that insurance 
agents are responsible for the condi- 
tion under which thieves are not ar- 
rested: are not prosecuted; are not 
convicted; are not made to serve sen- 
tences. One therefore will not say it. 
Perhaps it would be better not to 
bring up this subject at all, lest an un- 
fair inference be drawn as to who is 
responsible for the condition. Well, 
maybe not an unfair inference, but 
some sort of inference. Too much 
should not be left for inference, drawn 
or admitted. If anything is to be 
drawn, let it be a jury. 

Kansas City’s house-burglary record 
is about the same as Chicago’s—high. 
The rates in the two cities are the 
same. Kansas City has the satisfac- 
tion, however, of extremely high qual- 
ity in her residence burglars—esti- 
mable gentlemen, against whom little 
fault can be found in court. House- 
burglars have enjoyed a nice trade 
this winter—considerably above last 
year’s trade for the same season. 
Agents Solicited 


While it cannot be said that burglars 
operate only where there are burglary 
policies, this condition is becoming 
nearer and nearer the fact. Insurance 
agents have been solicited by an in- 
creasing number of persons to accept 
the risk, and have usually accepted. 
During the winter a favorite indoor 
sport, at gatherings of men, was the 
exchange of experiences as to burg- 
laries—and as to adjustments by in- 
surance companies. 

Some agencies are refusing to write 
hold-up business, however. There seems 
to be no certainty that bandits select 
only policyholders to hold up: but the 
large number of street robberies make 
it fairly certain that some _ policy- 
holders may be included. Newspaper 
stories of workingmen who surrender 
a hundred dollars or so of cash, and 
valuable watches, to gun-artists, have 
got some agents buffaloed. 


Hold-up Insurance 


Speaking of high class hold-up artists 
—-business friends who have heard 
what some business men have re- 
covered through insurance companies 
on hold-up, burglary, automobile, and 
similar losses, are materially assisting 
in increasing insurance coverage. There 
is an increasing tendency for men to 
carry both hold-up and burglary in- 
surance. Fifty percent of those hold- 
ing burglary policies take out also the 
hold-up insurance. Some agents pub- 
licly announce that they do not sell 
hold-up insurance—a simpler method 
than telling undesirable risks that their 
business cannot be written. Some 
agents state that they have never had 
any losses under hold-up policies, the 
thieves being caught with the goods 
in each instance of robbery. Hold-up 
policies are not written, usually, in 
Kansas City unless the insured has 
property. 


Mercantile Loss Slight 


The losses of insurance companies 
on mercantile risks, and under mes- 
senger policies, have been slight. The 
excellent police protection is credited 
with this satisfactory condition. The 
rate for messenger protection is lower 
in Kansas City than in many other 
cities; and there have been few losses. 

Most larger firms carry messenger 





ufacturer, the holidays, the picnics, the 





COLLECT THE EXCESS 
PENALTY FOR LARGER PANES 


Plate Glass Insurance Companies Say 
That Many Assured Want 
the Big Size 


BALTIMORE, MD., May 13.—Cas- 
ualty companies writing plate glass in- 
surance say that since the new rule was 
put into effect allowing a 25 percent 
discount on manual rates if the assured 
agreed to a provision giving the com- 
pany the option of replacing a large 
plate 100 square feet or more in size 
with two plates of equal size or a 25 
percent advance in rate if the replace- 
ment was to be of the same size, 
that a large number are paying the 
penalty in order to get the large panes. 


Expense Ran Up 


A year ago the larger sized plate be- 
came scarce, the transportation was 
more expensive and the companies felt 
that some action had to be taken to 
protect them against greatly increased 
cost of replacement of these large 
sizes. Some companies attached an en- 
dorsement to the policy to the effect 
that if the pane had to be replaced the 
company had the option of using two 
small plates of equal size or paying the 
assured the market price at time the 
plate was put in. The company was to 
assume the expense of installing the 
division bar if two plates were used. 


Opinion of an Underwriter 


There has been some objection to the 
new plan of replacement of large panes 
by assured, but the companies find that 
their experience with these large sizes 
has been disastrous. A plate glass un- 
derwriter said the other day: 

“We cannot prevent merchants from 
using large plates of glass if they feel 
that in order to get the proper display 
effect there must be no division bars in 
their show windows. Neither can we be 
expected to hold the bag as far as losses 
are concerned, so now is the time for 
us to shape up a definite policy regarding 
larger plates. The expense of handling 
large plates is enormous. The installa- 
tion requires special equipment and is a 
delicate task. In the smaller towns there 
is no local glazier who can undertake 
the work and someone from outside has 
to be imported. 


cxpense Is Heavy 


“Even in the bigger cities the expense 
of hauling, unloading and installing is 
very high and the plate glass companies 
have to stand the gaff. In Baltimore, for 
instance, it is not possible to ship the 
large plate glass directly in the city on 
the Pennsylvania Railroad, as even when 
drop bottom cars are used, a loaded car 
‘of glass cannot pass through the tunrel. 
It is, therefore, necessary to haul the 
glass a distance of 9% miles in the city, 
the cost of which we have to stand.” 


Plate Glass in Chicago 


The new commission arrangement for 
plate glass insurance will go into effect 
in Chicago, June 1, in spite of some 
opposition of a few class one members 
of the Chicago Board. Some of the class 
one people at first refused to sign the 
commission pledge, but on investigation 
found they would be relegated to the 
brokerage class, thus receiving 5 per- 
cent less. The class one agencies have 
been getting 35 percent and even more. 
They go on a 25 percent basis. The 
brokers are to receive 20 percent. It is 
thought that this will clear the situa- 
tion satisfactorily. 








senger takes the payroll to the plant. 
This is nice business for everybody, 
with small losses, and agents go after 
it. There has been little increase in 
burglary insurance because of Liberty 
bonds and war savings stamps di- 
rectly. 


One solicitor alone put on 99 new indi- 
vidual subscriptions to the Casualty Re- 
view last month just by showing the paper 
to accident and health men. Why don’t 
you send to 13862 Insurance Exchange, 





hold-up, except when the bank mes- 





STATE RECORD SHOWN 


NEBRASKA COMPANIES INCOME 


Established and Their Premiums 
Are on the Increase 


The state companies of Nebraska 
showed up well in premium receipts 
last year, a number of them passing 
the $100,000 mark. The Bankers Auto. 
mobile had $134,635 in premiums and 
losses of $27,801. The Federal of Lin- 
coln had $96,298 in premiums and 
losses of $11,227. The Lincoln Acci- 
dent had $163,001 in premiums and 
$43,805 in losses. The Lion Bonding’s 
premiums were $137,372. The National 
Accident of Lincoln had premiums of 
$125,786 and losses of $20,541. The Na- 
tional Automobile of Lincoln had 
$162,487 premiums and losses of $23,- 
034. The Nebraska Live Stock pre- 
miums were $39,091 and losses $10,429, 
The Old Line of Lincoln had $64,872 
in premiums. The Pioneer of Lincoln 
had $77,825 in premiums and $31,879 in 
losses. The Union Accident had $261, 
067 in premiums and $40,829 in losses, 
The Union Automobile of Lincoln had 
$123,290 in premiums and_ $8,058 in 
losses. 

Of the mutual companies the Travel- 
ers Health of Omaha had $185,807 
premiums and $159,183 in losses. Next 
came the Mutual Benefit Health & ac- 
cident of Omaha with $146,592 in pre- 
miums and $59,382 in losses. The 
‘Physicians Casualty of Omaha _ had 
$94,275 in premiums and_ $50,030 in 
losses. The next largest company was 
the Physicians Health of Omaha with 
$77,847 in premiums and $71,173 in 
losses. The Western Travelers of 
Omaha had $65,205 in premiums and 
$53,559 in losses. 


Arthur M. Cannon’s Change 


RICHMOND, VA., May 14.—Effective 
May 15, Arthur M. Cannon has resigned 
as Virginia general agent for the Na- 
tional Surety. He will form a partner- 
ship with George S. Guy, Virginia man- 
ager at Richmond for the Fidelity & 
Deposit, the style of the firm to be 
Cannon & Guy. 





Casualty Notes 


J. R. Molony, western manager of the 
Aetna Casualty & Surety Company, is on 
a trip east. Mr. Molony will return to 
San Francisco the first part of June. 

The Fidelity & Deposit reports a very 
marked increase in its business, and with 
the revival of the contract business 
which is now very evident the remain- 
der of the year should show still further 
gains. 

Lieutenant Houghton Bulkeley, son of 
President Morgan G. Bulkeley of the 
Aetna Life Insurance Company, has re- 
turned from overseas and will join the 
Affiliated Aetna Companies after a brief 
vacation. 

William Hugh Harris, vice-president 
and agency manager of the Fidelity & 
Deposit, is on an extensive agency trip 
which will take him to the Pacific Coast 
and which will cover all the leading 
agency points in the north and west. 

Wirt Wilson, Minneapolis branch man- 
ager of the United States Fidelity & 
Guaranty for the past fourteen years, 
has resigned and will enter the general 
bonding and insurance business in Min- 
neapolis with offices in the Builders Ex- 
change. 

The Travelers Bulletin is the title of 
a new publication which is the result 0 
a merger of two bulletins together—one 
published on behalf of the Girls’ Ass0- 
ciation and the other on behalf of the 
men’s. The new bulletin will be devoted 
to welfare work of’ the office. 


H. R. McKinney, acting manager of 
the Los Angeles office, Aetna accident 
and liability department, will return to 
Providence to manage the H. A. McKin; 
ney Company in the capacity of speci® 
agent for the Aetna Life, multiple lines 
His successor on’ the coast has not bee? 
appointed. d 

Horace Seaver has become special 
agent (working from the home office? 
to develop burglary and miscellaneous 
lines for the Aetna in Hartford. k 
Seaver was in England at the outbrea’ 
of the war and enlisted in the 
Flying Corps. He was promoted to] 4 
tenant and saw active service until 
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Home Institutions Are Getting Well 
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Premiums Received and Losses Paid in OHIO in: 1918 on Several Lines 
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Metroporitan Cas. 2... cece cece Ms wchese) widena +ebece ‘denaes. Jeavaue  <“kemess 31,936 13,345 4,513 SO Sietek eke 
DCE Seakcesiacceadesaunee Gente jadhbed, -<heecd  aacace-  “sdevee «xed cameeg et eee re re oe Game” kacaca'*° sidakae 
New Amsterdam Cas................ Wee” | adie’ Seasee “Sees. we eens 20,450 42,536 9,410 5,316 6,284 Se) stacan.- saeaen 
Mee Jorma Be e.g vn scenes Gel. Lc ciicee Gea CORRE saaueee ceenwe . agaage 18,116 SOI” «actcee 8 sceuan, | eeeeeuc,  -aeeees 
Ce, SENS Sco Cosa ci tsec ans “Shkeddae  bedede, aes | waeaee) JVaeeded <akeane “caeeehe seeders 30,355 ee es me eee oO me ee 
SS ee eer re 8,613 166,363 73,861 11,293 4,861 en) «ce 8,393 6,720 25,316 1,894 55,556 27,843 
Preferred Accident ................. 14,467 63,949 , es 9,437 ae... “seamen ’ -S-eaee 3,560 1,805 19,348 8,624 
MGNIIC CABURIEY 6.006655 kc cccceees 72 »356 i. rere ares 4,532 532 7,071 4,781 1,764 3 10,570 2,685 
arr e ree 14,298 192,338 50,549 134,717 56,155 64,337 11,469 11,299 5,512 20,059 7,201 53,583 20,375 
BeMMNGPn BOTOEY «0... ccc ce ccece 5,09 WN “G@atece  -<ueee. dearer 23,185 174 1,9 812 515 330 2,776 1,403 
Giandard ACCIGENt . 2... ccc ccccccee 52,550 174,257 37,278 5, Me. ‘eaaden . -tavaca  (sudene” “aeetaa ) “adaeea  sumwed 47,241 15,823 
rere cere y SiGe «GeO TET) CASO kkk! kee Meee hake) eee 8 0s eeeee 8 §eeene  seenas 
Travelers Indem. SOG 9 2eoee! “Scmene cavemen), MeSteae —atedae \ caaees 22,238 12,405 47,326 7,516 508 76,527 
U. 8. Casualty.............6.. 15,981 38,714 8,761 258 SY?  Sgeamal . Sau ea 2,189 2,988 1,984 971 15,039 7,256 
U. S. Fidelity & Guaranty.......... 15,766 4,986 151,402 22,531 7,592 8,139 276,057 202,273 11,421 3,949 26,710 21,578 39,518 11,897 

Companies Writing Only Accident & Health in Ohio 

American Liab. ....... 28,432 $ 11,966 Federal Life, Ill....... 21,238 1,327 Metrop. Life .......... 11,732 7,881 Ohio State Life........ 76,181 28,365 
Brotherhood Acci. ..... 23,550 10,426 Gem City Life......... 6,413 1,487 Midland Cas. .......... 10,548 3.5690 Pacifie Mut. .......«. 111,746 94,595 
Clover Leaf Cas....... 74,088 24,773 Great Western ........ 4,297 1,306 National Cas. ......... 466 37,981 Peerless Cas. ......... 26,121 13,523 
Columbus Mut. L...... 68,583 23,058 Inter-Ocean ........... 29,799 15,142 Natl. Life, U. S. A..... 195,293 69,172 Prov. L. & A.....ceees 13,355 42,218 
Comw’lth Cas, ......... 41,609 17,358 Ky. Central ........... 17,008 3,642 Natl L. & A., Tenn.... 310,280 114,399 Red Men‘s Frat....... 2,014 1,012 
Eastern Casualty ..... :930 1,415 Md. Assur. ............ 75,426 18,951 Natl. Relief, Pa....... ¥ 9,061 Reliance Life ......... 8,364 2,176 
Federal Casualty: ...... 25,472 10,137 Masonic Prot. ......... 53,412 25,682 No. Amer. Acci........ 95,009 $2,137 Ridgely Prot. ........<-. 40,202 19,778 





Casualty Premiums Received and Losses Paid in INDIANA 





in 1918 on Several Lines 





Accident-Health Liability Workmen’s Compn. Fidelity-Surety Plate Glass Burglary-Theft Auto-T. P. Dam. 
Prems. Losses Prems. Losses Prems. Losses. rems. Losses Prems. Losses Prems. Losses Prems. Losses 
Aetna Cas. & Surety................ $ Se. caenes $ 16,670 $ 1,255 $15,771 $ 2,339 $ 63,074 $ 6,709 $16,328 $ 2,739 $ 9,679 $ 3,318 $ 24,874 $ 9,371 
NL Ee re ee ere 240,475 $ 24,341 67,995 46,614 293,733 BAGUEN? ¢kce250 ddobatae deeded  «wacee  Cirede «eeeee, o Seem. emmes 
MMMCTICAR: BUG: 5 cc ccescciccwecscece eaegee cicees <eiceise Baca 4858S C0850 6 “CSEdde “cusess <seeuee. ‘Steces  tsecge seasons 59,130 19,440 
Ce a a are ran 2,084 700 3,118 Wee? acnend. ~ ceudea lt See ee 1,377 456 SD vewewed 1,05 16 
American HONGING «<0. cs cccccccccss 1,757 97 3 ethics 2 sees - er? ee ae waes a écucns ee” a deeaes 
TIE Ee Oe ee ee ae ee 1,117 ee ee ees 4,089 Mee) danse, '\) “gtardieee er) a6eeun 336 71 
ICY MRE SUING cies acces ees teeeee seme 2,289 17 =: 127,285 DORGM eee nba acy) ek aeGl. | Sa, 8 ees 386 ‘scan 
i Ce vsinecectenteenivee See6ea @654000 > ee etencen.  @deee8.  sanecs 96,860 Cw aces = * Saeeee 2,104 sees 
BMUOISt MWC. ccc ccc cccccccccscsn Heater tveees 10,305 OGen ee SUE cena  Lasees “a dtas | wees “wedemal  <shwues cues 
MERCGTS Ge BEIGE, BROR sco ececcccctas xeeene stenwe ‘eeede  “«oleeran 10,941 WM? iswaed eteyet- dawes ‘ausaede  “awcthee oreesees ENS 
ME) ee oS ais row Bese kad aee 9 14,833 18,433 2,523 20,893 CRE ee, ee hs oe eee 200 350 1,057 
Omicawo: BONGINe  ..i6 66k cocci scs wes 12,679 6,754 1,998 239 2,179 2,005 29,283 1,423 1,811 1,780 455 } 126 
SN SIOTIOUE COIS ooo sciis vi s5hs- bo cemense se 121,414 52,724 8,218 217 26,784 REND steded — cacaae . -Seeeeel  @hadew iat “senens 211 
Employers Indem. ...........sesee0% 4,5: 2,523 13 159 25,068 ORG ee ee re en. «vee De tad eae 5 
MMO GGOES THGWG «<5 cc: sii0.300.0 016,85.0:6016 5,641 74,915 9,398 411,637 165,860 3,092 6,780 3,660 1,554 109,549 13,282 6,083 
PIMIDCRE: CGNs (655, s'cche.0  rebie's siniecere cals 8,525 1,499 23 Se. <atewes 6,356 ViGGRG acter svicces 15,193 962 “a0 
Fidelity & Cas...... 11,253 43,404 9,587 154,418 62,991 27,915 588 23,812 9,886 22,851 17,349 1,204 
Fidelity & Deposit. j 3,863 2,5 30 26! 3,869 40,530 13,528 328 65 4,798 141 _29 
RIN CBee oie are ecdioik 5 Ree Nese e hs \ Ce RES ROS 14,110 9,722 31,478 WHEE ‘Scatea  ..aacdoge 2,837 CN) ee oS eee ee 07 
RUE SNUGMNS crn cc ck tess ccescen , GUE —s:c0.2us 25,865 3,057 824 AGN | Seacces . ° asieans 8,242 3,494 4,301 1,087 3,439 
Great Bastern Cas. . i... 20. ceeecees 3,879 Tee © wauaes ee Suvcouy © “Akeute esa, K<idaddar Sesadeen). icbates’. . Scans. 14 
SE OU OG Ce ccs ctecaede Cuma | \cheene - Chewee, weeMeens tanga) —eseecs a -<tceae  “chedikeat, seheee.  <emmene. €en0be <neainen. saeawe 
Hartford Acci. & Indem 2,566 16,230 740 52,222 20,510 18,378 2,984 2,431 1,031 4,013 1,189 3,804 
PI OC: EMEP. Cree Sick caeccéede: Cee cay. Seca <eeeeae veesiewa = nolan UM cdacka — 660640) <daseme -dee0—C, “eeSSem .. conmees 1,622 
EE OE On re =| een .. eer 8,988 De “nates. “acawen  -necdee | Geeks, .4o0eeu “o¢eeme 
Pu CANGECR MNES rosso Sos oes! dace o ~ vevees 47,803 MOG  Serecu) . sacra Neg decent | icc wene” ace ected. seaden “dasden “dt eeaen 
BC RRR SOREII CS ONS irs ccc Che Woee Van Meee Cae eaaee ‘cCoagaetee. Wsakddes) “eaabeua “eenee 15,737 SOG!” eduwiae ? sdcaue (eee 
po A ae eee ee 55 24 Mn. <vocne> “semmpen  <¢emene aaqgdsa © audaase nu 4“wecdee sdawda | a«weees ee 
London & Lancashire Indem......... 0 ....+- 0 eeeeee 2,116 560 393 1,788 42,826 12,295 840 ME.” Stange, aw eecca 548 318 
London Guarantee & Acci........... 1,313 186 57,369 4,259 302,814 91,961 <deGi> sctdadees waded es nameaed 2,043 59 4,067 798 
PRPRDCENVE EMME «Sails. nsceccas octbag. - Satsad | ee 45,428 BE cwaeee... dageten \.tceenen a6taee““Gestan! (ebeane 763 114 
MPMI Celie oe ed Se sce ca 86 we bss 7388 88 27,859 6,754 74,381 29,853 11,842 16,380 6,664 2,426 5,182 90 6,958 B.972 
Massachusetts Bonding ............. 54,078 26,547 < eeee 55 5 10,951 2,202 3,4 1,050 704 58 526 25 
MOSVODONUGT CUM ooo 5 ors.did 6 0-5 0k tsere's 617 SE case.  deumae, » ta eames wheees imeem |. “ascuain 17,762 8,251 933 ME Wigkited  —aamitdd 
National ME eRe aL Fhe cAed “CReERED  jtaeeee, 9 deem “weeeke ) <cReeeE. -scakend 58,969 Se) witeme os <obwice 5,713 > wets 
New Amsterdam Cas............005: 61 589 809 18 2,251 1,693 1,481 28,323 576 152 328 557 942 25 
New Jersey Fidelity & P. G.......0. ceeees  ceceee 304 Se wees a etees ao ) ttetena ao ceauee 9,186 6,221 444 2,665 Se” seutun 
N. RG. AAC OEM crc ois ocadesce ecm waded. Cocaseey- Sitslote . - SemeMe Staeitaa® wos aeem  “stdeas 1,103 Gee sactea. édeaee (Séiedean  sa¢eln 
Norwegian SR a5 oss rater ants 61a 8,822 60 Ge cea " 6,721 8,262 SOE Geataas sdeaes Pc cenad wae mace 
poean ACCi, & Guar... oo. sceccccees 11,427 4,352 46,794 6,632 177,143 42,755 ’ 5,000 4,973 2,341 10,118 1,329 9,936 1,981 
BEEOETOR AGO. one eure cre treS a evans 54,207 23,193 14,337 Gi@. seicves RGkéiee enews Seadew “aqetaae  eeaaes 1,182 485 4,292 1,508 
Republic OT ag ne Se nee eee Oa ree 15,819 1,180 78,605 31,781 11,742 1S, -itntes 486 : errr 804 527 
goral DGG ois deeicaysia sieeve "Gm e cares i reer |) eee 107,488  ...... 0 are Tee” ke xccwas See” exces 6,090 3,197 
tS MEME ORR clon d ea cwecss “eee _ i nee 424 100 4,424 SG “Acekthe <danae . “cee. tabdae.. eeetn. sankae  ~saaens ceecaws 
Southern Surety, Towa........esese 5: 6,130 967 259 26,037 4,370 17,427 9,522 3,744 1,885 Mee” évskes 1,637 837 
tandard Accident ..........-..005: 40,979 14,500 29,443 6,720 121,042 MOEN -tadece ( Wiaaad ” caneee -eeebed Gidea <ceees 5,624 1,097 
Travelers bene or er Mater at dS ork Weal rere 0's 118,705 38,858 60,999 10,589 346,496 CRM ccoucs “‘coevee | Saedewe. -‘iceate)» wesebetd \ategew. deetiee lp womens 
Travelers Indem. «2... +... sere eee 1,466 Ne eee wae ks 5,880 MAGE Beacon, > = eae 9,314 4,340 10,293 510 15,634 7,479 
Jnited States Cas.......s.cescereeee 24,456 12,641 4,138 30 10,316 eee Skate xelwaae 1,873 435 1,059 81 801 122 
: 8. Fidelity & Guaranty........... 25,697 135,169 68,946 9,977 223,313 74,127 116,597 11,718 12,339 5,336 13,944 9,622 12,742 2,913 
restern COM, cit Soe he re Shs Mas enwla tein mete xmacoms ME) ckwews 5,814 eG .coadda » ledkacael ©  sagade.  “deaene  “‘Seewks  “ocamed cuaeee . eeawed 
Western Indem. ............ecseeees 6,146 3,301 19,060 1,666 90,537 36,163 682 3,504 5,629 1,913 Sr ~xéeaea 5,191 1,598 
Rue ttaware, Ltd., Mut. Liab..... ....6. 0 eee eee 1,154 184 10,657 5487) — wn oes souee's Clee - BOR isaecae © anaes err 
meeat” COREE ccs ose g thn Fcc a neayl, Be ere k >. WO by RE ees .8,715 98 41,092 DS tacgee | jexeiee  ‘wetaee’|! meatus 709 580 
Returns of Companies Writing Only Health and Accident in Indiana 
his eee: Prems. Losses Prems. Losses Prems. Losses Prems. Losses 
Br vi Liability, Ohio. .$ 26,422 9,85 Fraternal Protection ..$ 5,387 3,796 Mass. Mut. Acci., Mass.$ 19,337 $ 9,953 No. Amer. Acci., Ill....$ 31,062 $ 7,093 
ig erhood Acc., Mass. 9,731 5,957 Great West. Acci., Ia.. . 137 Masonic Protective .... 46,048 27,200 Ohio State Life, Ohio. . 2, 1,124 
Coe pilen's | Ace. Assn.. 26,501 15,396 Hoosier Cas., Ind...... 126,157 61,714 Mass. Accident Co..... 201 173 Peerless Cas. Co., N. H. 5,022 2,330 
Cloy - Men’s Assn., Ill. 52,154 27,713 Illinois Mut. .......... 223 75 Midland Cas. Co....... 4,031 1,488 Prov. Life & Acc., Tenn. MS wes hes 
tad Leaf 2 eee 36,293 16,923 Income Guar., Mich 5,001 819 Nat’l Acci. Soc., N. Y 1,638 5,185 Red Men’s Frat. Acci. 1,940 913 
erga th Cas., Pa.. 14,696 4,044 Ind. Trav. Acci........ 34,361 12,199 Nat’l Cas., Mich....... 22,413 7,951 Reliance Ins. Co...... 2,566 1,388 
mae. Can C@o 5. 85 1% 37 1,169 Inter Ocean Cas., Ohio. 18,901 872 Nat’l Life, U. S. A..... 20,' 6,046 Rex Health & Acci..... 191,351 8,583 
Fe Dp. Health & Acc., Ind. 324,977 138,804 Int. Bus. Men’s Acc., Ia. 14,152 9,494 Nat’l Prot., Mass...... 13,270 5,942 Ridg. Prot. Assn., Mass. 43,343 30,108 
8 1 Ae: | ee 4,433 Jeff’son Mut. Prot., Ind. 3,332 2,850 Nat’l Relief, Pa....... 13,989 4,902 Wisc. Nat’l Life...... 5,052 2.344 
Tal Sav., Ind...... 95,369 36,287 Maryland Assur., Md... 37,126 16,668 Neigh. Ben. Un., Ind... 3,85' 2,729 Woodmen Acci., Neb.. 4, 6,401 
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AMERICAN BONDING 
CASUALTY COMPANY 
















Over $700,000.00 in 
approved securities 
on deposit with lowa 
Insurance Depart- 
ment ‘or protection 
of Policy -holders. 





| 
SURETY |CASUALTY} 
BONDS INSURANCE} 








Sioux City, Iowa 
GUS A. ELBOW, President 
Assets, Dec. 31, 1918 
$1,365,275.23 














Writing Surety and 
Fidelity Bonds, 
and miscellaneous 
Casualty lines in 
fourteen States. 































Business- Builders 


Fidelity and Surety Bonds, Automobile, 
Elevator and General Liability, Accident, 
Health, Burglary and Plate Glass Insurance 


Appreciate the co-operation of the 


Massachusetts Bonding. 
& Insurance Company 


Developing 





























BOSTON T. J. FALVEY, President 
Paid-in’Capital $1,500,000 Write for Territory 
Cc. A. CRAIG W. R. WILLS Cc. R. CLEMENTS 
President Vice-Pres. Sec’y and Treas. 


THE NATIONAL 


LIFE & ACCIDENT INSURANCE CO. 


Capital, $300,000.00 


OF NASHVILLE, TENNESSEE 





Record For 


Growth Unsurpassed 


Money-Making Contracts 
For Good Agents 





































The Republic Casualty Co. 


Writes All Lines of Casualty Insurance 


Local and General Agents Wanted in Ohio and Pennsylvania 


PITTSBURGH, PA. 














































H. G. ROYER, Pres 
c.o0 


Agents Wan:ed: To sell an unrestricted Acci- 
f dent and Health policy costing $9.00 quarterly. 
(abr jl) Covers every disease and every accident. Lib- 


eral commission paid to live producers. 


. PAULEY, Secy. & Treas. 























WORKMEN'S COMPENSATION 











TELLS ABOUT TENNESSEE LAW 





Some of the Main Points in the Com- 
pensation Act Recently Passed 
by Legislature 





D. A. Fisher, the well known insur- 
ance man at Memphis, Tenn., has 
gotten out in very artistic and complete 
form a book on the new Tennessee 
workmen’s compensation act. The en- 
tire text of the act is printed together 
with a synopsis of the main provisions. 
Among the points in the new law are: 
It is an elective act which is presumed 
to be accepted by both employer and 
employe unless notice is given to the 
bureau of workshop and factory inspec- 
tion. There is no liability for the first 
14 days of disability except for medical 
attention, unless the disability exceeds 
six weeks in which event the disability 
dates back to the day following the in- 
jury. The maximum for disability is 
$11 and the minimum is $5 a week plus 
medical attention and medicine which 
must not exceed $100. The amount of 
liability for one person is $5,000 plus 
a possible charge of $100 for medical 
attention and medicine and $100 for 
burial expenses, making a maximum 
total of $5,200. All settlements must 
be approved by the judge of the circuit 
court. Provision is made for permanent 
partial and permanent total disability, 
also for dependents. If no insurance is 
carried the employer must show the 
insurance commissioner his ability to 
pay claims. Report must be made to 
the insurance commissioner on or be- 
fore July 1, 1919, and annually there- 
after, showing evidence of compliance 
with the provisions of the act. The act 
does not apply to policies of insurance, 
against loss of explosion of boilers, fly 
wheels, etc. 


HEARINGS ON ILLINOIS BILLS 





Body of Contractors Appears in Oppo- 
sition to the Rating Bill—Lan- 
quist Was Leader 





Hearings are being held weekly on 
the three compensation bills before the 
Illinois legislature that are backed by 
insurance interests, employers and the 
labor people. At the hearing last week 
Andrew Lanquist, president of the 
Builders & Manufacturers Mutual Cas- 
ualty of Chicago, appeared before the 
committee with about 50 contractors in 
the state. He called the roll and all 
stated that they were opposed to the 
rating bill. Mr. Lanquist is a man 
that stands high among the contractors, 
and is president of the Illinois asso- 
ciation. He and his cohorts threw a 
wrench into the machinery of the rat- 
ing bill. They claimed that there should 
be no common rate, but each company 
should be on its own bottom. H. L. 
Ekern of.Chicago, who is attorney for 
a number of the mutual companies, 
saved the day and rescued the bill 
from oblivion, so that there will be an- 
other hearing. The bill establishes a 
compensation rating board and a mini- 
mum rate for all classes would be fixed. 





Says Tennessee Law Is Fair 


NASHVILLE, TENN., May 14—J. W. 
Lovelette, safety engineer for one of the 
large Chicago underwriters, is now in 
Nashville to explain to Nashville manu- 
facturers and employers the new Ten- 
nessee compensation law. 

Mr. Lovelette will address the Nash- 
ville Printers’ Club next Thursday and 
the Rotary Club the following week. 
From Nashville he will go to other cities 
of the state on a similar mission. 

Mr. Lovelette declared here that the 
new Tennessee law is the fairest, both 
to employer and employee, of any work- 
men’s compensation law in America. 





RATE BILLS ARE WITHDRAWN 


Progress of Insurance Legislation in 
Illinois Is Regarded Favorable— 
Hearing on State Bill 


SPRINGFIELD, ILL., May 14—With 
the end of the legislative session in sight, 
the results for insurance appear com- 
paratively satisfactory. Quite a num- 
ber of bills that were regarded as 
vicious or undesirable have been dis- 
posed of in the committees. They in- 
clude two or more valued policy bills, 
boiler inspection bill known as H. B. 268 
and one relating to taxes and licenses, 
In compensation, the amendments to 
the act as agreed upon by all interests, 
known as S. B. 384, is more than half way 
through and unopposed. The reserve 
bill for compensation and liability has 
been approved by the committees in 
both houses and under the guidance of 
the insurance department, will prob- 
ably go through without objection from 
any source. The Hicks monopolistic 
compensation bill has had two or three 
hearings and it is understood will prob- 
ably have a final hearing in Chicago, 
Monday. This has been sharply op- 
posed by representatives of organized 
labor and representatives of the em- 
ployers, as well as by the Insurance 
Federation. The compensation rate bill 
introduced by the mutual casualty com- 
panies and supported by the stock com- 
panies, as well as other interests, was 
bitterly opposed by the contractors’ or- 
ganization. The controversy became 
so keen, the proponents of the bill 
asked the senate committee to withdraw 
the bill. The House committee on in- 
surance has killed H.B. 257 (Jones), 
and H. B. 596 (Lindstrom), both com- 
pensation rating bills. 





To Change Utah Rates 


SALT LAKE CITY, May 14.—Changes 
in compensation rates for Utah probably 
will be announced the latter part of 
this month, according to information 
received by the state industrial commis- 
sion. Telegraphic advice has been re- 
ceived from the National Workmen's 
Compensation Service Bureau to the ef- 
fect that the bureau’s standing committee 
on rates has for some time been engaged 
in revising the rate schedule. 

The industrial commission adopted the 
rates of the national bureau as the 
rates to be paid in Utah and on account 
of changes made in the law at the recent 
session of the legislature it was surmised 
that an entire readjustment of the Utah 
schedules would necessar!!y be made, and 
the bureau was asked as to its recom- 
mendations in the matter. 

The commission now is informed that 
the bureau can make no definite recom- 
mendation until the new rate schedule 
has been worked out. 





Mutuals Illegal in Kansas 


TCPEKA, KAN., May 14.—R. J. Hop- 
kins, attorney-general, has notified the 
Kansas insurance department that it has 
no authority to admit to Kansas any 
mutual company writing compensation 
or employers’ liability insurance. The 
attorney-general has been hunting 
through all the Kansas laws and court 
decisions to find a way to permit the 
mutual casualty companies to write these 
lines in this state, but he has failed to 
find any authority for their existence 
in Kansas. 

There is only one company of this na- 
ture now admitted in this state. This is 
the Integrity Mutual Casualty of Chicago, 
formerly the Millers Mutual. It was ad- 
mitted last year under a temporary order 
of the department, expecting that the 
legislature would authorize the mutual 
casualty companies to write compensa- 
tion and liability insurance. 





Issues Statement on State Fund 


SALT LAKE CITY, UTAH, May 14.— 
A statement issued by Charles A. Caine, 
manager of the state fund, indicates 
that the fund will pay from $80,000 to 
$90,000 rebates during the first three-year 
statutory period of its existence. The 
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fund has now been in existence for 18 
months. The statement shows that the 
reserve is $150,000, which Mr. Caine 
says is more than double the amount 
required for the business outstanding. A 
total of $16,500 in dividends already has 
peen paid to institutions insuring in the 
state fund. 

Mr. Caine’s report shows an accumu- 
lation of $264,463.34 in assets, the estab- 
lishment of a reserve of $150,020.62 and 
a surplus of $56,857.19 after paying all 
benefits, expenses and dividends of 15 
percent on general classes and 5 percent 
on coal and keeping the state appro- 
priation of $40,000 intact. 





Ohio Man Actuary in North Dakota 


BISMARCK, N. D., May 13.—Emile E. 
Watson, of the Ohio industrial commis- 
sion, will frame the rate schedule for the 
North Dakota workmen’s compensation 
board, newly created, and which will put 
into effect the new compensation fund 
July 1. 

Mr. Watson was in Bismarck last week, 
according to John Brown, secretary of 
the state compensation board, and at 
that time the deal was negotiated under 
which Mr. Watson becomes the consult- 
ing actuary of the North Dakota com- 
mission. 

The North Dakota legislature passed a 
compulsory monopolistic state fund act, 
and all employers of three or more peo- 
ple are affected by it, except employers 
of agricultural labor or domestic ser- 
vants. 

The North Dakota law will be admin- 
istered by a board made up of S. S. Mc- 
Donald of Grand Forks, president of the 
North Dakota Federation of Labor; L. J. 








Wehe of Devils Lake, an attorney, and 
by John N. Hagan, commissioner of agri- 
culture and labor. Employers are with- 
out representation on the board. 





Are Awaiting Report 


BOSTON, MASS., May 14.—Casualty 
companies are awaiting with interest the 
report of the joint judiciary committee 
of the Massachusetts legislature on the 
majority and minority reports of the 
legislative recess committee of 1918, 
which took up consideration of com- 
pensation and kindred subjects. The mo- 
jority report favored a competitive state 
fund and the minority report favored 
self-insurance, as their principal fea- 
tures. It is stated that at an executive 
session of the judiciary committee last 
week it was voted 8 to 5 to report ad- 
versely upon the state fund feature and 
to report in favor of the self-insurance 
measure. Five members of the commit- 
tee were absent, however, and it is un- 
derstood the report is being delayed 
to endeavor to secure fuller support for 
the state fund measure. 


Compensation Notes 


The Sheboygan, Wis., common council 
has created a special committee to in- 
vestigate the matter of providing liabil- 
ity protection for all employes of the 
municipality. Alderman L. E. Larson is 
chairman. 

The Ohio State Federation of Labor 
resolved, May 11, to lend its aid to the 
state in presenting the celebrated 
Thornbon case to the United States Su- 
preme Court, seeking to uphold the Ohio 
decision. This ruling, now under attack 
by the liability insurance companies, 
would permit the companies to continue 
their present contracts. 
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HAS COMMENT ON SITUATION 


President Stone of the Maryland Cas- 
ualty Tells of Conditions in the 
Disability Field 


President John T. Stone of the 
Maryland Assurance, the running mate 
of the Maryland Casualty, says that the 
company is in the accident and health 
business to stay. He states that the 
most urgent single necessity at this 
time in that line is an increase in pre- 
miums in order that the gap between 
income and outgo, which has been per- 
sistent for many years, and which 
seems certain to continue until efficient 
measures are taken for closing it, shall 
be effectively closed. 

President Stone says that the Mary- 
land Assurance has just increased its 
capital $100,000 and its surplus $300,000, 
which had to be taken because of the 
depletion of the original paid in sur- 
plus, due to two causes. First, the 
transfer of practically all of the paid 
in surplus from that account to the 
accident and health premium reserve 
account, and, secondly, the extraordi- 
narily heavy losses. sustained by the 
accident and health department as the 
result of the influenza epidemic. 


May Increase Rates Further 


He said that several alternatives 
were considered before this action was 
taken. The company could have quit 
cold as to the accident and health busi- 
ness or it could have reinsured it. 
However, it was decided unwise to take 
any step of this nature. President 
Stone said that the Maryland’ Assur- 
ance management has reached a point 
where, without increasing its efforts for 
general reforms in the accident and 
health business, it must proceed to save 
its own bacon out of the fire, whether 
the others continue to let theirs burn 
or not. The Maryland had already in- 
creased its premium rate on certain 
forms of policies. It is now studying 
the other forms with a view to proceed- 
ing in the light of the facts as past 
experience demonstrates what the facts 
are. He asserts that it is by no means 
likely that the management will find 
it necessary to increase premium rates 
on these other forms of coverage. The 


ful selection of risks, both as to indi- 
viduals insured and as to sections of 
country where there may be some pe- 
culiar local condition to increase the 
hazard. 





Ocean Gets Out Primer 


The Ocean Accident has gotten out a 
book entitled the “Primer of Accident 
and Health and Sickness Insurance.” 
This is not a book devoted to the poli- 
cies of the Ocean, but is an elemental 
book dealing with interesting features 
of accident and health insurance. 
ot the topics treated are history of acci- 
dent insurance, its growth, policy forms 
and benefits, policy terms, claims, classi- 
fication, selling side, force of sugges- 
tions, schedule of injuries, peculiar cases 
and so on. It is a very valuable little 
publication. 





Star Hits the Rocks 














Some | 





Ind., which was recently placed in the 
hands of Carl P. Lenz as receiver, went 
onto the rocks because of a load of 
unprofitable business which it acquired 
from the Continental Beneficial some 
time ago. Many “flu” claims and other 
drains on their financial resources also 
contributed to their difficulties, to which 
they finally succumbed. 





To Sell Aircraft Tickets 


The Travelers announces that in con- 
nection with its other forms of aircraft 
insurance, it will sell trip accident tick- 
ets to passengers. These tickets will in 
many ways resemble the ones sold at 
railroad stations and are intended espe- 
cially for sale to persons who take short 
trips in the air for a stated sum. The 
ticket will provide $5,000 for accidental 
death or loss of both hands or both feet 
or one hand and one foot or the entire 
irrecoverable loss of sight of both eyes; 
$2,500 for loss of one hand or one foot or 
the entire and irrecoverable loss of sight 
of one eye; $25 a week for total disa- 
bility with a limit of 200 weeks, and 
$12.50 a week for partial disability, with 
a limit of 26 weeks. 





Social Insurance Committee Named 


MADISON, WIS., May 14.—Through the 
committee on _ reconstruction, Senator 
Wilcox introduced a resolution to create 
an interim committee for the investiga- 
tion of social insurance. This committee 
will cover the same subject on which a 
like committee appointed “two years ago 
reported adversely to the present session. 





company is also exercising more care- 
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-The Sign of Good Casualty Insurance 
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The Mutual Plate Glass Insurance Co. 


HENRY WENTZ, President 
The only Ohio Company Specializing on Plate Glass Insurance. Not an Experiment. 
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the Wilcox committee will include the 
insurance commissioner, a member of 
the industrial commission, and one rep- 
resentative each of employers and em- 
ployes. 


Oppose Compulsory Plan 


NEW YORK, May 13—The house of 
delegates of the Medical Society of the 
State of New York has adopted the fol- 
lowing resolution: Resolved, That the 
delegates from this society to the house 
of delegates of the American Medical 
Association be and are hereby instructed 
to introduce a resolution against com- 
pulsory health insurance in the house of 





delegates of the American Medical Asso- 


ciation and to support it in every way 
possible. 


Fails to Renew License 


TOPEKA, KAN., May 15.—The Kansas 
department has thus far failed to renew 
the license of the Interstate Business 
Men’s Accident of Des Moines. A notice 
has been sent to the company that un- 
less it submits its files to the department 
in the adjustment of complaints against 
the company that the license will not be 
issued this year and the company re- 
quired to keep out of the state. The 
company has failed to submit the files 
er copies of the files in several cases. 





The Bankers Casualty of Minneapolis 
has been refused a license in Montana. 














STEALING AUTO ACCESSORIES 





Burglary Companies Find that Thieves 
Are After All Sorts of Motor 
Parts Now 


According to burglary companies 
having a wide experience, automobile 
accessories stocks are being stolen 
more regularly than any other mercan- 
tile line. It is a peculiar fact that the 
hazard in mercantile open stock busi- 
ness adjusts itself to the times. A num- 
ber of years ago when the drug laws 
went into effect in various states, 
wholesale drug stocks became a highly 
unprofitable class. Soon after the war 
was declared all sorts of furs and fur 
trimmings were stolen from the New 
York warehouses, following which 
silks of all kinds, because of the rise in 
prices, became a very hazardous class, 
as did woolen stocks. 

The high loss period for these 
classes, however, seems to have passed 
and thieves are now devoting their at- 
tention to all sorts of automobile ac- 
cessories. Burglary underwriters do 
not seem to be able to discover a rea- 
son for the sudden activity of thieves 
with reference to automobile acces- 
sories and supplies, but the fact re- 
mains that the losses are high and that 
claims are coming in from all parts 
of the country. Tire stocks, par- 
ticularly, are being stolen. Some com- 
panies are declining lines on automo- 
bile accessories in cities where their 
recent experience has been bad. 


BUSINESS FOUND PROFITABLE 





Many Burglary Policies Were Written 
on Goods in Warehouses Waiting 
to Be Exported 


NEW YORK, May 14.—Burglary 
writing companies operating in the east 
were able to come out on the right side 
of the ledger last year, in many cases, 
simply because of the large volume of 
export business written. This class of 
business developed solely as a by-prod- 
uct of the war and was very profitable 
to the companies. When merchants 
all over the country commenced to ship 
goods to Europe in large quantities, the 
freight terminals in the east became 
congested, following which transporta- 
tion facilities were greatly reduced 
with the result that goods shipped from 
some inland points, would often remain 











in the terminal warehouses at eastern 











Liberal Contracts 
WRITE US 


ELMER H. DEARTH ; , ‘ 


General Casualty & Surety Company 
114 WOODWARD AVENUE, DETROIT 
A Michigan Company for Michigan People 
Live Agents Can Secure 
Up-to-Date Policies 


} 


President 








be WITH BURGLARY UNDERWRITERS | 


harbors for six or eight months. Thus 
the manufacturer was to have his 
money tied up entirely too long a pe- 
riod and arrangements would be made 
with a bank for a loan on the goods, 
Usually the manufacturer would assign 
the bill of lading to the bank. 


Would Demand Insurance 


The bank would demand tull burg- 
lary and fire insurance and as goods 
accumulated, the demands for burglary 
cover became rather general. In all 
cases goods for European shipments 
were protected by a heavy military 
guard, so that of all the business writ- 
ten there were no losses recorded. This 
export business has now been greatly 
reduced, although some of it is still 
being written as the congestion in east- 
ern freight terminals has not entirely 
disappeared. 


Burglary Association Meets 


NEW YORK, May 14.—The Burglary 
Insurance Underwriters Association held 
its annual meeting this week and in ad- 
dition to electing officers for the ensuing 
year, discussed several topics of impor- 
tance to burglary underwriters at this 
time. It was agreed to approve the 
writing of safe deposit box insurance 
written in the name of the bank, but 
running to the protection of the indi- 
vidual box holders. There is considerable 
question as to whether this business can 
be profitably undertaken, but at the 
meeting the opinion seemed to prevail 
that the new policy will be the source 
of considerable new income. The special 
$500 burglary policy written in Chicago 
will not be issued after June 1 on new 
risks and after July 1 on renewals. 

A mercantile stock coinsurance plan 
was informally presented and a majority 
seemed to favor its adoption. It was 
decided to refer the plan back to the 
mercantile committee to work out fur- 
ther details. Officers were elected as 
follows: President, Charles H. Hall, Em- 
ployers Liability; first vice-president, E. 
G. Bogart, Globe Indemnity; second vice- 
president, E. S. Keating, Fidelity & De- 


posit; treasurer, E. B. Thistle, Metro- 
politan Casualty; secretary, E. B. 
Anderson. 


Mercantile Committee Meets 


NEW YORK, May 14.—The mercantile 
committee of the Burglary Insurance Un- 
derwriters Association will meet at 
Baltimore tomorrow. The new rates 
recently promulgated by the organization 
will be effective outside of New York 
June 1 for new business and July 1 for 
renewals. So severe have losses upon 
mercantile stocks in the metropolis been 
during the past year that underwriters 
are casting about for means for effec- 
tively coping with the situation. The 
proposition: has been advanced that a 
coinsurance clause be adopted applica- 
ble upon all losses below a fixed figure. 
This clause has proven very effective in 
connection with fire insurance and cas- 
ualty men see no reason why it should 
not prove equally serviceable as related 
to burglary risks. 


Four arrests, three men and a woman. 
were made in Des Moines Monday as 
suspects in the sensational daylight rob- 
bery of the Iowa State Bank, March 25 
One of the arrests is M. L. Pharmer, as- 
sistant cashier. Two men entered the 
bank early in the day, chased Pharmer 
and two other clerks into a lavatory and 
escaped with $42.800 in currency and 
bonds. The New Amsterdam, which had 
insurance of $20,000, has never paid the 
claim, and if Pharmer is convicted the 
company is released by the terms of the 
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Explosion Damage™ 


QwiNnG to the intensity, speed and con- 
gestion of modern life we may expect to 
hear of more frequent disasters of all 
kinds and greater loss of life. Explosions 
for example are frequently chronicled in 
the daily papers, occurring here and there 
over the country, bringing the fact home 
to us that life and property are not safe 
from loss of this character. There is an 
inherent hazard in many industries where 
by the very nature of the work an explo- 
sion is possible. 

Then there is the so-called malicious 
explosion, where bombs are exploded 
through motives of revenge or some other 
baneful prompting. Fire insurance com- 
panies wrote large volumes of explosion 
insurance during the war because of the 
so-called war hazard, people fearing that 
there was danger from enemy sympa- 
thizers. Managers of plants or concerns 
with numerous stockholders do not want 
to take chances of being criticized by the 
financial interests and hence are good pur- 
chasers of insurance of all kinds. The 
fire insurance companies are now issuing 
policies providing indemnity against loss 
coming from riot, insurrection, strikes, 
civil commotion and so on. This is a pop- 
war form of insurance. It can be written 
in connection with the explosion cover. 

Casualty men are particularly interested 
in the explosion hazard because argu- 
ments can be effectively used for purchas- 
ing full limits on public liability. Explo- 
sion damage may mean a great loss of 
life. Of course workmen’s compensation 
insurance is carried. There is a good 
argument also for personal accident insur- 
ance. The TRAVELERS the other day cited 
a few recent explosions that are of par- 
ticular interest. They are: 


Whoever heard of molasses exploding? 
As Dr. Risteen of the research depart- 
ment remarked, a tank of that slow- 
going and unenterprising substance 
seems about as unsuspicious an object, 
where safety is concerned, as possibly 
could be. Yet on Jan. 16 a tank contain-. 
ing 1,500,000 gallons of molasses ex- 
ploded in Boston and sent a tidal wave 
of death and destruction through a 
crowded part of the city. Eleven people 
were killed and fifty injured, according 
to the newspaper accounts; six wooden 
buildings were demolished and one heavy 
steel support of an elevated structure 
was knocked down; a score of city-owned 
horses were either smothered in their 


stalls or so severely injured that they 
had to be shot; and a property loss esti- 
mated at $500,000 was done. Without 
inquiring into the question of what kinds 
of insurance were involved or who car- 
ried the risks, one may be excused for 
exclaiming: 

“Well, if molasses can explode, 
anything can happen!” 

* * * 


almost 


Several people, including one 
thought that water-heaters never ex- 
ploded, narrowly escaped injury a few 
days ago when one blew up in the Bed- 
ford Branch Y. M. C. A., Brooklyn, next 
to the basement shower baths. A good 
portion of the ceiling of the main floor 
came down. A few minutes before the 
explosion two plumbers had been en- 
gaged in repairing the heaters. 

* * * 


who 


Nearly a dozen people were killed and 
others injured in a terrific explosion in 
Pittsburgh recently, when a film ex- 
change building in the downtown section 
was wrecked. Many of those injured re- 
ceived their hurts by jumping from upper 
floors. 

Oo” * * 

Four men were injured and damage 
estimated at $50,000 was done by an ex- 
Flosion which wrecked the “coating 
building” of an artificial leather factory 
in a Massachusetts town. If the accident 
had not happened at the end of the day, 
when most of the employes had left, it 
would have been worse. 

* * * 


Fire and explosion tore a five-story 
building to pieces in Nyack, N. Y., on 
Jan. 31 and emphasized once more the 
fact that the great strides made by the 
chemical industries in this country dur- 
ing the war have their penalties. The 
factory in question manufactured aniline 
products, and the explosions, which were 
several, showed that, when a dye plant 
lets go, no one can tell just what is 
going to happen. In the present case 
three persons were killed and a score 
injured and the property loss was esti- 
mated at $1,000,000. 

x * * 

There were fireworks and a shower of 
late glass when a shop making celluloid 
combs on Fourth avenue, New York, 
grew careless with the soldering work 
on the combs. One employe was killed 
and several others injured. A _ sailor, 
home after nineteen months at sea, saw 
some of the girl employes at a window 
surrounded by flames. He went hand- 
over-hand across the court on a cable 
of telephone wires and rescued them, in 
true moving-picture style. 

* * ok 

When a boiler exploded in a Montreal 
office building recently, the water went 
over the wife of the caretaker and so 
severely burned her that she died at the 
hospital. 

* * * 

An explosion, believed to have been 
that of ether ignited by an electric spark, 
wrecked the laboratory of a well-known 
soap-making plant in Jersey City, on 
Feb. 3, killing one and injuring a half- 
dozen. 


Plate Glass Prices 


THERE seems to be no immediate pros- 
pect of a reduction in the price of plate 
slass. The plate glass manufacturers are 
now doing an enormous export business, 
and as building is again resuming there 
will be a steady demand for plate glass 
m this country. The prospective favor- 
able condition of the market will, of 
course, operate to keep up the price, the 
chief factor being the large amount of 
glass shipped abroad. In 1913, $40,000 of 
glass was imported into this country and 
only $1,200 exported. In 1918, the United 
States plate glass manufacturers did an 
*xport business of $2,000,000. The plants 
of southern Belgium and eastern France 
were either destroyed or dismantled by 
‘ne Germans, so that for the past several 
years American glass manufacturers have 
Practically been supplying the demands of 





the world. It will be some time before 
European manufacturers will get their 
plants running on a full capacity basis 
and in the meantime American factories 
will continue to meet the demand. 

The high price of glass, and the neces- 
sarily high price of plate glass insurance, 
has resulted in the companies losing some 
business, particularly the risks which have 
never had a loss. On the whole the 
business has kept up very well, when con- 
ditions are considered, and while there 
will be no change in the immediate future, 
as the prices of plate glass commence to 
drop, as it is expected they will in the 
fall, the plate glass companies will com- 
mence to revise their rate schedules and 
probably, put into effect new tariffs, to 
become operative Jan. 1, 1920. 


The American Liability of Cincin- 
nati will move June 1 from its quarters 
in the Second National Bank building 
to much more commodious offices on 
the second floor of the Citizens’ Na- 
tional Bank building, Fourth and Main 
streets. The new location is in a thor- 
oughly fire resistant building, and the 
offices, with trim of solid mahogany, 
are as handsome a suite as there is in 
the city. 


Captain David H. Keller arrived in 
New York from France this week. Be- 
fore going into the service Dr. Keller 
represented a number of casualty com- 
panies as medial adviser and adjuster 
of accident claims. He will go to 
Camp Grant this week to receive his 
discharge. 


Vice-President Donald D. Smith of 
the Southern Surety, who was general 





manager of the Merchants Shipbuild- 
ing Corporation for about a year dur- 
ing the war has just returned to the 
business and is now manager of the 
company’s branch office at Detroit. 
He also has charge of contract reinsur- 
ance. Mr. Smith is one of the big men 
in the Southern Surety ranks. Vice- 
President F. A. Ungles of the Southern 
Surety, who also was in the war work 
and was given a leave of absence by 
the company, is back at his desk as 
comptroller and _ superintendent of 
agencies. For nine months he was in 
the service of the United States Ship- 
ping Board. Mr. Ungles had a wide 
experience and his service to the gov- 
ernment was highly appreciated. 
President W. B. Joyce of the Na- 
tional Surety has been at his winter 


home in Pasadena, Cal., for some 
months and is returning home this 
week. 








WELFARE WORK EFFECT 
HOW A RISK WAS IMPROVED 


General Manager of the Four Wheel 
Drive Automobile Company Makes 
Notable Address 


MILWAUKEE, WIS., May 14.— 
How a big industry was refused pro- 
tection and by the establishment of a 

department so reduced its hazard as to 
make keen competition among casualty 
agents for its business, was related 
graphically before the Second Wiscon- 
sin Industrial Service Conference by 
W. A. Olen, president and general 
manager of the Four Wheel Drive Au- 
tomobile Co., Clintonville, Wis., one of 
the largest government contractors on 
military trucks in the United States. 


Was a Hot Risk 


Speaking on “Accident Prevention 
as a Business Investment,” Mr. Olen 
told how as early as 1914 the insurance 
companies began to refuse to carry the 
F. W. D. risk. A company would carry 
it for a year but at the expiration of 
the contract would decline renewal of 
the business. This was true in 1915 and 
1916 as well. In 1915 the company had 
an average of 176 men on the payroll, 
and there were 127 serious accidents, 
an average of .72 per man; 454 hours 
were lost, an average of 2% hours per 
man; doctor bills averaged $4.91 per 
man; compensation, $1.97, and wages 
lost, $5.93 per man. 


Put in Welfare Work 


“In 1917 an insurance company finally 
agreed to carry our risk on condition 
that we organize and maintain a wel- 
fare department,” said Mr. Olen. “This 
department began work in 1918. That 
year we had an average crew of 1,186 
men and women, but during the year we 
hired 3,685 men, making our labor turn- 
over more than 300 percent. A great 
many men enlisted or were drafted, and 
these, to a large extent, had to be re- 
placed by women, a total of 292 being 
brought into the plant. The mayor, the 
Lutheran pastor, young people, old peo- 
ple, went to work to help us get out 
motor trucks for the government to help 
win the war. We had to deal with as a 
welfare proposition people who, had 
never before seen the inside of a shop. 


Figures Are Given 


“Our welfare department was installed 
at a total cost of $841.15. The machin- 
ery in the plant had to be reset to a 
large extent, for our output was in- 
creased 300 percent, but despite the con- 
gested condition of the plant the total 
injuries for the year were but 498, a de- 
crease of 50 percent compared with 1917. 

Injuries amounted to .84 per man in 
1917 and only .42 per man in 1918. The 
number of hours lost because of acci- 
dents was 17,160, or 14.43 per man, a 





decrease compared with 1917 of 47.6 per- 


RECORD MANY LOSSES 
IN AUTOMOBILE SHOW ROOMS 


Plate Glass Companies Find That 
Breakages Are Frequent—More 
Care Is Required 


Plate glass companies have found the 
business of automobile show rooms to 
be rather hazardous and since replace- 
ments have become difficult and large 
lights of glass scarce, the companies 
are enforcing certain safeguards and 
requirements. It is found that losses 
on automobile show rooms, where cars 
are placed on display and the property 
is not used as an active garage, the 
losses are very numerous. The ma- 
chines on exhibition are often rolled or 
pushed into the plate glass fronts, 
whereas the presence of a joist or 
beam on the floor level, acting as a 
block, will prevent damage of this 
character. 


Some Precaution Needed 


Very frequently there are no window 
platforms to receive such a_ shock, 
especially when the glass extends down 
to the floor and the lamps, bumpers, 
etc., projecting from the automobile, 
strike the glass violently and break it. 
This may be the case even though the 
wheels themselves are some distance 
removed from the glass surface. Large 
plates are used in automobile show 
rooms, so that the damage done is al- 
ways of a serious nature. It is found 
the best plan is to use a metal rail or 
iron piping to act as a block, or shock 
absorber. 

In the more modern garages, the 
floor of the show room is made of con- 
crete and in order to carry out the 
proper effect, garages often have a 
block of cement or concrete installed 
rather than a brass railing. Because of 
the losses on risks of this class, the 
companies are enforcing these require- 
ments rather rigidly just now. 








cent. Doctor bills average $2.50 per man, 
compared with $5.71 the year before, and 
compensation paid was $2.90 per man, 
as against $9.28 in 1917. Wages lost in 
1918 averaged $4.31 per man, against 
$8.32 in 1917. 


Saving Is Shown 
“We figure that the institution of the 
welfare department has netted a direct 
saving of $14,327.28 to the company and 
its employes. Summarizing the benefits, 


| I will say that it has been a paying in- 


vestment from the standpoint of secur- 
ing dollars and cents; it has paid from 
the standpoint of securing good will and 
confidence of the men; it has paid from 
the standpoint of protection against 
epidemics and other emergencies; it has 
paid from the standpoint of confidence 
and good will received from the com- 








munity.” 
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Capital Assets 
$500,000.00 $1 ,000,000.00 
Branch Offices 
Lines _ ° 

Minneapolis 

Fidelity & Surety Bonds Grand Rapids 

Plate Glass, Burglary Helena 

Health & Accident rap ; 

Automobile Liability he 

Property Damage and St. Paul 

Collision Insurance Sen Francisco 




















AUTOMOBILE AGENTS WANTED—Licensed in Neb., Iowa, 
Kansas, Mo., Texas, Utah, Mont., Calif., N. Dak., Minn., S. Dak.y Mich. 


LION BONDING & SURETY CO. 


HOME OFFICE: OMAHA, NEBRASKA 














GEORGIA CASUALTY COMPANY 


Macon Georgia 


Surplus and Reserves to 


Policy Holders $2,030,162.08 ° 
Compiled Under Laws of New York, Pennsylvania and Georgia 


SMITH-LAWSON-COAMBS COMPANY 
General Agents—CHICAGO 














AMERICAN INDEMNITY COMPANY 


HOME OFFICE: GALVESTON, TEXAS 
Financial Statement as of March 3lst, 1919. 


SEA PTT ia nas .ois 5:6: 0:05 0:0:0 0 4 0)0:0'si0itisieinig.s)aie 0:cin siaei0as clots 500,000.00 
BUN, PONS anon ois peiwiars ows) ole'wies wlblnisin Se wiwies wieia oe #ninneie Siwieeis 500,000.00 
NET ADMITTED ASSETS. ...........0.cccccssccccceees over 1,700,000.00 


OFFICERS: : ’ 
SEALY HUTCHINGS, President JOHN SEALY, Vice-President 
GEO. SEALY, Secretary J. F. SEINSHEIMER, Gen’l Mgr. : 
A Multiple Line Company writing Casualty Lines (except Workmen's 
Compensation and Accident and Health) and all forms of Fidelity and 
Surety Bonds. 


Responsible Agents Wanted Where Not Represented. 
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Casualty Premiums 
and Losses By States 


























| KENTUCKY 
Prems. Losses 
Masonic Prot., Mass. 
Accident & health... 35,787 21,685 
Mass. Bonding 
Accident & health... 11,075 3,368 
TSARONAGES 0 -0:5:5-5:0:0-8:0.0)8 8,747 262 
eS re eae 1,921 266 
IE ee rrr 671 327 
PUGLO: MIRO. «0 5 6.05.0 1,485 348 
Burglary & theft .. 542 3 
Auto. & T. P. dam.. 2,215 42 
TOTAIS | 65.5.0. 5066-~ 26,656 4,994 
Southern Surety 
Accident & health... 2,298 294 
BABDIICY. 6 eos ace isia's-0-s 98 133 
Workmen’s compn.. 2,833 1,435 
PGCUICY ooo dionc e's cee 2 (eee 
| Ae a 3.401 47 
PIGCO MIRE 6.6.65 S06 1,111 244 
Auto liability....... 14,251 1,320 
Burglary & theft... 474 605 
Auto. & T. PF. dam.. 5,350 1,355 
OT AND _ovoi5:s, 3.0: 06 31,140 5,434 
Travelers Indem. 
pT a are St rrr gs a8 
PRUNE oo 535: 6G scuthaie 6: 26 
Workmen’s compn.. 48,937 21,158 
pSilircge: |< | ea 1,493 4 
Steam boiler........ 6,162 1,039 
Burglary & theft.. Te. escapee 
Auto. © dam. 112 2 
TOTAIIS: oss cic es 57,573 22,689 
U. S. Casualty 
BCCIGONE .ccccccess 6,147 3,332 
ere 4,664 2,150 
EABDUIGY 6.50 oo0cass< 6,908 8 
Workmen’s compn.. 16,494 7,600 
PIRES WIGOR. ..<ccecs 1,551 420 
Burglary & theft... 30 126 
Auto. & T. P. dam.. 1,541 1,153 
OT AISS: 6-6.c:0.0 60:0 37,607 14,868 
U. S. Guarantee 
igh | 2 aaa a: -eeedes 
| ee rea — ere 
A NS se. sos00\ 6a + | i ee 
Security Mut. Cas. 
BAQDINICY 5.6.6< 5-0 602k 429 2 
Workmen’s compn.. 2,191 1,239 
TT Ty eleiia: onata-oKt 2,620 1,241 
Great Eastern Cas. 
PLoS i 4,107 949 
fu eee ae 3,539 1,618 
ie oe 1,356 653 
Burglary & theft... 751 520 
NOD APIS io sors sis 9,753 3,740 





Agents: If you desire connection with a Company rendering REAL 
SERVICE write to one of the following agencies in your territory: 


P. A. COOLING CO., General Agents, 404 Amer. Central Life Bldg., 
Indianapolis, Ind. 
OSCAR R. WITTE & CO., Gane nts, 403-6 Wainwright Bldg. 
t. Louis, Mo. 
FRANK V. SMITH & BROS., —— Agents, 428 Reserve Bank Bldg. 
it: le 
General Agent, 311 Gas & Electric Bldg. 


E. J. MILLER, 
Denver, Colo. 

JOPLING & WHITESIDE, General Agents, 305 Hoyt Bldg. 
Wichita, Kansas 


(For Other States Write Home Office) 
We Specialize in Accident and Health, Plate Glass and Automobile Insurance. We Write All Casualty Lines. 


WESTERN INDEMNITY COMPANY, Dallas, Texas 
Capital, $300,000 Assets, Over $1,500,000 

















The American Credit-Indemnity Co. 
of NEW YORK 
CREDIT INSURANCE ONLY 
E. M. TREAT, President 


The American’s Unlimited Policy not only provides absolute protection against abnormal loss on 
all outstanding covered accounts, but serves to prevent losses. 


If you are a manufacturer or jobber, write for the full particulars of this service, 

415 Locust St., St. Louis, Mo. 91 William St., New York 
OFFICES IN ALL PRINCIPAL CITIES 

R. J. LYDDANE, General Agent 1140 Marquette Bldg., Chicago 




















Casualty Examinations 


The examinations of the Casualty Ac- 
tuarial & Statistical Society were held 
on Wednesday and Thursday of last 


———S 


San Francis, 


Mich.; } 
Cal., and Rio de Janeiro, Brazil. 


Boston, Mass.; 





Will Continue on Present Basis 


Plate glass companies are not yet cg. 
tain enough of the market to commeng 
the installation of large plates. Fy 
some time it has been the custom of th 
companies to replace large broken plate 
with two smaller ones, the company a. 
suming the cost of installing the 4. 
vision bar of either wood or metal. This 
arrangement is rather unsatisfactory ty 
policyholders, particularly where an at. 
tractive show window is used, the mer. 
chant feeling that the two plates spojj 
the effect of the display. Plate glag 
manufacturers are gradually getting 
back to a normal basis, but are not ye 
producing on the prewar scale. The plate 
glass companies feel that if they wer 
to commence replacing with large plate 
the present stock in hands of dealers 
would soon become depleted. Then it 
might be necessary to replace a show 
window with two lights, owned by a 
merchant who is located next door toa 
man whose broken pane was replaced 
with one large plate. This would cause 
dissatisfaction and be an _ unavoidable 
discrimination on the part of the con. 
panies. So that until a greater supply 
is in sight, the companies will continve 
to replace large broken plates on the 
present basis. 


Casualty Experience in Arkansas 


LITTLE ROCK, ARK., May 14.—The 
experience of the various classes of cas. 
ualty companies for 1918 was as follows; 

Accident—Premiums, $271,465; losses, 
$131,875. ; 

Health—Premiums, $54,344; losses, $35, 
563. 

Plate Glass—Premiums, $40,045; losses, 
$19,057. 

Burgiary and Theft—Premiums, $3}, 
514; losses, $14,074. 

Credit—Premiums, $7,694; losses, $369. 

Sprinkler—Premiums, $2,211; losses, 
$10,516. 

Fly Wheel—Premiums, $2,119; losses, 
none. 

Steam Boiler — Premiums, 
losses, $3,230. 

Live Stock—Premiums, $1,423; losses, 
$500. 

Liability—Premiums, $771,188; losses, 
$188,385. 

Workmen’s Compensation—Premiums, 
$655; losses, $392. 

Automobile and Team Property—Pre- 
miums, $75,825; losses, $29,582. 

Workmen’s’ Collective — Premiums, 
$106,499; losses, $44,726. 


$28,609; 





week in Chicago, Newark, N. J.: Hart- 
ford, Conn.; Ann Arbor, Mich.; Detroit, 


Total—Premiums, $1,622,451; losses, 


$525,467; ratio, 32 percent. 














AMONG SURETY MEN 











DEMAND FOR BLANKET BONDS 


Banking Institutions See Considerable 
Advantage in Covering Position 
Rather Than the Individual 





NEW YORK, May 14.—The call from 
banking institutions is now for blanket 
instead of individual fidelity bonds for 
their employes, the difficulty of fixing 
responsibility for loss ofttimes making 
the broader form of coverage far more 
desirable. A blanket bond, moreover, 
has the advantage of insuring for a 
larger amount than that usually carried 
upon the individual—which latter ranges 
from $2,000 to $10,000, according to the 
position held by the clerk or executive. 
The protection the blanket form af- 
fords extends to loss suffered through 
hold-up men, burglars, and by myste- 
rious disappearances. 


Big Bonds Are Written 


The blanket bonds carried by banks 
range in coverage from $25,000 to $1,- 
000,000; one bond each for the latter 
named sum having recently been written 
at Kansas City and St. Louis, Mo., under 
the co-surety form, each of two com- 
panies taking a half million dollars 
apiece, and effecting reinsurance there- 
upon among associated offices, so_ that 
the net liability of any one would not be 
burdensome. 

Certain banks again have taken out 
bonds of from $100,000 to $250,000 cov- 
ering only on the loss of Liberty bonds, 
owned or left in their custody. 

London Lloyds issues a cover which 











includes not only the general protection 





guaranteed by the American companies 
but assumes loss through forgery by 
outside parties as well. The result of 
this excessive liberality remains to be 
seen, but the opinion generally prevails 
that the underwriters assuming it will 
be badly hit if they attempt to carry 
eut their full obligation. 


Outside Forgery Hazard 


Some years ago two of the strong home 
companies endeavored to carry the out 
side forgery hazard, and wrote a con 
siderable volume of such business, banks 
being only too glad to get the protec- 
tion. Losses came in fast and heavy, 
forcing successive premium advances un- 
til the rate reached 5 per cent, and even 
this high figure proving inadequate, the 
surety offices abandoned the line 4s 
hopeless. N 

Blanket bonds are issued in denoml- 
nations of $25,000 and multiples thereof. 
All the employees of the bank, from 
janitor to president, are included in the 
cover. 

The premium is corrected each yeal 
and ranges from $625, required tors 
$25,000 limit, to $2,400 on a $300,008 
bond; these figures covering up to twen- 
ty-five employees. For the next tweet 
five employees the charge on a $26,000 
limit is $15 each, for the next fifty $1 
each and all over 100 $5 each. a 

The blanket bond sells readily er 
agents throughout the country moe 
study its possibilities for their ro 
tive localities and avail themsel¥ 
thereof. 





Bids Are Not So High 


Bids that resulted in the placing : 
contracts for road building on the a 
and Lincoln highway in Illinois wé 
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| 92 STATES 


andsome undeveloped territory 
in all of them. 


Special Agents wanted for our 
“Special Farmer’s Policy’’, 
in Illinois, Indiana and Ohio. 
District Managers territory 
open. Most complete line of 
special policies on the market. 


Cash Capital $200,000.00 
Net Surplus 97,000.00 
Admitted Assets 367,475.00 


INTER-OCEAN CASUALTY 
COMPANY 
CINCINNATI, OHIO 














AMERICAN 
SURETY 
COMPANY 


NEW YORK 


100 Broadway 





SURETY BONDS 


BURGLARY 
INSURANCE 








MERICAN LIABILITY 


COMPANY 


SPECIALISTS in MONTHLY PAYMENT, 
Accident and Health Insurance 
AGENTS WANTED 
W. R. SANDERS. SECRETARY 
Seccne NATL BANK BLDG... CINCINNATE, C. 
#° CO CCO Of INSURANCE DEFY. DEPORT? 


CLAIM SUPERVISION 
The busy claim executive likes to feel that the cases 
he refers to a field representative will be promptly and 
efficiently handled without further supervision. 
R. L. NAS 

_, Adjuster for C lty Compani 

Liability, 1109-10 Mutual Bldg. Territory 
Com t Rich d, Va. Virginia 
Accident and 
Health Claims 






INDIANA, CHI 
PENNSYLVANI 
KENTUCKY 











and 
No. Carolina 



















—— 

A 

CASUALTY Insurance 

GENERAL AGENCY at Chi- 
cago 

HAS just ordered 

1,000 

RESIDENCE Inventories in 
order 

TO boost its 

BURGLARY insurance 

LINE. 

THAT’S a hot tip 

FOR other casualty men. 





WRITE for samples and prices 
to 


The National 


Underwriter 
1362 Insurance Exchange 
Chicago 








ee 

















not as high as*some surety men ex- 
pected them to be. One of them ran 
as low as $15,767 a mile, another ran 
at $18,623 a mile and the highest was 
$24,219 a mile. 


Gets Some Good Business 


OMAHA, NEB., May 12.—The Lion 
Bonding & Surety of Omaha reports a 
rapidly increasing volume of business 
throughout the several states in which 
the company is seeking business. It 
secured some fine bonds last week. 

P. J. Clancy, its wideawake agent at 
Des Moines, Iowa, turned in a $250,000 
bond on behalf of the Des Moines Na- 
tional Bank of that city, covering depos- 
its of state funds. 

O. A. Maxwell, branch manager at 
Dallas, Tex., also reported the execution 
of a $150,000 depository bond on behalf 
of the Guarantee State Bank of Rock- 
wall, Tex. 

Out on the Pacific Coast, Branch Man- 
ager Jesse M. Whited wrote a $100,000 
bond on the bankers’ blanket form for 
the San Francisco Victory Liberty loan 
committee, covering officers, agents, em- 
ployes and solicitors, during the loan 
campaign. 

The Crane-Willis Agency at Wichita 
Falls, Tex., reports a bond on behalf of 
the Brown-Abbott Company, covering 
road work that produced a nice premium 
of $1,050. 

Richardson Brothers, wide - awake 
agents at Denison, Iowa, reported the 
execution of a bond on behalf of the 
Cameron-Joyce Company, covering an 
$85,000 road construction contract. 

The company’s premium receipts for 
March and April aggregated an amount 
exceeding one-half of the company’s en- 
tire writings during the year 1918. 





Aeroplane Company Files Bond 


BOSTON, May 14.—What is believed to 
have been the first bond filed by an 
aeroplane company to indemnify a city 
against damage has been written by 
Obrion, Russell & Co. of Boston in the 
American Surety for the New England 
Aeroplane Company of Cambridge. The 
company conducts a school for fliers on 
the Charles river basin and the bond is 
for $5,000 to protect the city of Cam- 
bridge against accident claims. Within 
a week of taking out the bond in favor 
of the city one of the passenger pupils 
of the company was killed on the Charles 
river. 





Large Bond Written 

Recently H. F. Friestedt Company of 
Chicago was awarded contract by the 
government for the construction of a 
three-story steel frame building at 
Hampton Roads, Va., it to be utilized 
for the storage of aircraft. The contract 
was approximately $1,100,000. The surety 
bond guaranteeing the faithful perform- 
ance and completion of the contract on 
behalf of the contractor was furnished 
by John H. O’Connor of the Rockwood- 
Badgerow Company, Chicago general 
agents of the Aetna Casualty & Surety. 
A premium was involved in connection 
with this bond of approximately $17,000. 





Surety Notes 


Daniel B. Ryan, formerly connected 
with the National Surety in Chicago, has 
joined Manager Fred M. Blount of the 
Massachusetts Bonding in Chicago. Mr. 
Ryan is a son of County Commissioner 
Ryan and is building up a fine contract 
business. 

Eugene Harper of the National Surety 
in Chicago and Frank J. Hartray, who 
has just resigned as representative of 
the American Surety in the probate 
eclerk’s office in Chicago, have joined 
hands and formed a partnership, being 
associated with the National Surety. 

The National Surety Company, New 
York, in resisting a suit against it at 
Jeffersonville, Ind., by Clark county on 
road contractors’ bonds, alleges illegal 
payments made to the contractors in 
paying them in full for parts of the 
roads completed instead of keeping back 
the customary 20 percent, thus increas- 
ing the company’s risk. 


Casualty Notes 

Following the passage of the new 
workmen’s law in Missouri the Royal 
Indemnity will enter that state. 

The twelfth semiannual meeting of 
the Casualty and Statistical Society of 
America will be held in New York May 
23-24. 

William Bruce Mann, manager of the 
personal accident and health depart- 
ment of the Ocean Accident & Guaran- 
tee, has left the New York office for 
Detroit,’ Chicago and other western 
points. ° 





C. S. Cobb, Pres. 
E. G. Davis, Secy. 


Southern Surety Co. 


Des Moines, Iowa 


M. H. Cohen, General Counsel 


J.H. Huckleberry, Vice Pres. 
Jno. T. Suggs, Vice Pres. 





Capital $1,000,000 


Surplus $482,067.36 





Entered in 24 States 
Writes ‘‘All Casualty and Surety Lines’’ 
Agents Wanted in U'noccupied Territory. 





“$2,500 FOR $1.00” 


Today See, Write or Phone 


R. W. HYMAN & COMPANY 


1915 Insurance Exchange Building, Chicago 


About the new and original CONTINENTAL AUTOMOBILE PERSONAL 
ACCIDENT policy sold at an annual premium of $1.00 to persons whe buy a 
CONTINENTAL AUTOMOBILE LIABILITY policy—it’s a BIG BUSINESS 
GETTER and is sold only by the 


CONTINENTAL CASUALTY COMPANY 
H. G. B. ALEXANDER, President - General Offices, Chicago, Ill. 














Home Office: 


STATE AGENCY 
Insurance Exchange, Chicago 


CRAIG BELK & Co. 
Chronicle Bldg., Houston, Texas 


Interstate Casualty Company 


Birmingham, Ala. 


Capital, Surplus and Reserves, $682,633.18 


Specializing in Automobile and Public 
Liability and Excess Insurance 


General Agents 


THE AGENCY COMPANY 
Salt Lake and San Francisco 


FERGUSON & HARRIS 
Columbia Bldg., Louisville, Ky. 











NEBRASKA LIVE STOCK INSURANCE COMPANY 








$1,000,060.00 


KEELINE BUILDING, OMAHA, NEBRASKA 





Ww. a President and General Manager 


APT. CARL F. SWANLAND, Secretary 








Excellent opportunity for good live agents. Communicate with the Home Off 











THE HOOD AGENCY, Inc. 


Largest Insurance Agency in the Northwest 
Specializing in Workmen’s Compensation, Casualty, 


Fire and Tornado and Surety Bonds 
GENERAL AGENTS 


THE OCEAN ACCIDENT & GUARANTEE CO., Ltd. 


Phoenix Building, MINNEAPOLIS, MINN. 











THE NATIONAL UNDERWRITER 

















The Money Saving Service 


“A dollar saved is a dollar earned” 


E should like our service to the Insurance 
Agent to be what its name implies: 


Money Saving! 

If acting upon our hints, the Insurance 
Agent can save his clients’ money; he will have 
performed a service that they will undoubtedly 
appreciate and remember. 


It will make money indirectly for the 
Insurance Agent. 


Along this line, we suggested in our last 
chat to beware of contracts made by any ap- 
praisal company upon an open per diem basis— 

with the blue sky as a limit. 
They might properly be called 


Blue Sky Contracts. 

In fact, that is exactly what appraisal com- 
panies call them. 

One of the reasons urged against the pur- 
chase of such contracts was: ‘““That the more 
inexperienced their men, the bigger their bill.” 

We don’t say that this is the fault of any 
particular appraisal company; we say that it 
is a fault inseparable from The System and 
that the System is unnecessary. 

No appraisal company with a large experi- 
ence has to contract in that manner. 


It can use a better and fairer system. 
If it does not, it is because it considers The 
Per Diem System with a Blue Sky Limit the 
best and most profitable for itself. 


No matter what reason it alleges; its own 
sure profit is the real one. 


Under the Blue Sky System, it cannot lose— 
the customer pays all the bills. 


Under such a system, its best and most 
experienced men will not work to the best ad- 
vantage from the standpoint of time taken— 
there is no inducement. The longer they 
are on the job, the larger the bill—hence, 
why hurry? 





Under such a system, inexperienced men 
so far as appraisal work is concerned may be 
used because the customer pays for their de- 
velopment and education. 

If you give them time enough, they can 
make as good an appraisement as the experi- 
enced men. 


Query: Who pays for the time? 
As we said before, these faults are insepa- 
rable from The Blue Sky System of Open per 
Diem. 


Human Nature is Human Nature. 

It is only the exeptional appraiser that will 
not go slow under such a contract. 

We ask the Insurance Agent—is it the 
best contract for his Client ? 


Disregard sophistry and consider facts. 


The appraisal company operating on a per 
diem basis, can at least name a maximum 
charge and restore the equities of the contract. 

If it refuses, it is because it does not want 
to do so. 


There is a Reason. 

The reason is that it is impossible to make 
as much money on a per diem with a maximum 
as it can make under 

The Blue Sky System. 

A little tip from the Insurance Agent to 
his client on this matter will positively save 
his client much money, perhaps thousands of 


dollars. 


The Blue Sky System is unnecessary. 
The Blue Sky System is unwarranted. 
The Blue Sky System is unsafe. 


‘The Blue Sky System is a Caveat 
Emptor proposition pure and simple. 


Would it not be wise to advise your clients 
against such a contract ? 


RECOGNIZED AUTHORITIES ON PHYSICAL VALUES 


deg \_ 

















©} CAPPRAISERS ENGINEERS SX 
vy 
CHICAGO 


BRANCHES: Cincinnati, Cleveland, Detroit, 
Indianapolis, Milwaukee, Detroit, Toronto 
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MEDICAL DIRECTORS 
DISCUSS INFLUENZA 


Believe That Faithful Research 
Will Soon Locate Germs and 
Discover Antidote 


HIGHER MORTALITY SURE 


Experts Feel Worst Is Over, but 
Companies May Still Expect 
Heavy Death Rates 


NEW YORK, May 13.—A discussion 
of the influenza with the medical di- 
rectors of big eastern life companies 
brings out some very interesting 
thought and speculation. The giants 
of the life insurance business, located 
in New York City, have paid out mil- 
lions of dollars in influenza claims. 
Because of this broad experience and 
the enormous volume of business on 
the books, the heads of the medical 
departments have had an excellent op- 
portunity to study. the epidemic in all 
its aspects. 

Say Germ Will Be Captured 


It is encouraging to learn that every 
medical head of the big eastern life 
companies is absolutely confident that 
the efforts now being made to locate 
the influenza germ and to discover 
something to counteract it will be 
crowned with success. It is pointed 
out that the brightest minds in the pro- 
fession are engaged in exhaustive re- 
search work. No disease was ever so 
thoroughly and carefully studied as the 
influenza. The fact that so little is 
now known of the disease, and that 
practically nothing of importance up to 
date has been learned has resulted in 
some of the leading members of the 
medical profession practically retiring 
from private practice to devote them- 
selves to a study of the disease. This 
atray of talent will, medical men are 
confident, triumph in the search. 


Expect Higher Mortality 


The medical heads of the big life 
companies anticipate a higher mortal- 
ity rate for the next several years. The 
average man is now in a state of health 

at is below par. It is impossible, 
they say, for a man who has sustained 
a case of influenza to get back into 
shape again within a few months. His 
Powers of resistance are lowered, he is 
More susceptible to the ordinary run of 
disease and his general vitality is weak- 
ened. Yet, to all intents and purposes, 
such a man is a good life insurance 
tisk. An examination will reveal no 
vital defects. Nothing appears that 
justifies the applicant being turned 

Own. For this reason the mortality 
Will be high. 

Companies Are Helpless 


Companies will accept applications 

upon the lives of people who, because 

% their impaired physical condition, 
(CONTINUED ON PAGE 22) 





Get Right, Young Man! 


JF You can Sell Life Insurance ANYWHERE in Ohio, Mich- 

igan, West Virginia, or in the District of Columbia, The 
Columbus Mutual Offers You Policies, Backed by Eleven 
Years of Signal Success, —Highest Factor of Safety and 
Lowest Nt Cost,—which You Can Land in Face of the 
STIFFEST COMPETITION. 


We Offer You a Direct Home-Office Agency Contract with 
PERMANENT RENEWALS, Continuing in Your Name, 
whether You Remain with the Company or not. These Re- 
newals are VESTED IN YOUR ESTATE and go to Your 
Heirs if You Die. 


The Record of This Company has Attracted National Atten- 
tion, especially in the Flu Year Acid Test. Get Right Now! 
If You Don’t Come with Us Soon, in Later Years You'll be 
Glad to Join Our Force or That of a Company which Then 
Follows Our RESULT-GETTING METHODS. Protect 
Your Own Future. Make Every Lick Count for Yourself 
from Now on. Confidential Correspondence Solicited with 
Young Men of CHARACTER, ABILITY and AMBITION 


The Columbus Mutual Life 
Columbus Ohio. 


“The Man Between Eliminated!” 














CAPITAL, $2,000,000.00 


A company born in the West, Originators of the 
built for western people, iene “Multiple Option” Policy, 
by western men, ia a three-in-one contract. 
; A 
GOOD AGENTS WANTED a ee 


live wire. 


Progressive In Its Ideas 
Conservative In Its Management 


STEPHEN M. BABBIT, Pres. HUTCHINSON, KANSAS 








LIFE INSURANCE SECTION 


CERF’S AGENCY IS ONE 
OF THE GREAT OFFICES 


Built Up a Large Business in New 
York City for the Mutual 
Benefit 


VERY CLOSE TO HIS MEN 


Some of the Principles Followed in the 
Development of Producing 
Force of Men 


NEW YORK, May 13:—One of the 
most important general agencies in the 
country is the New York City office of 
the Mutual Benefit Life, in charge of 
Louis A. Cerf. Mr. Cerf has built up 
a producing agency that is very much 
out of the ordinary in a city where 
competition for life insurance business 
is the keenest in the world. New York 
is essentially a brokers’ town, so far 
as life insurance business is concerned 
and probably a majority of the business 





Louis A. Cerf has the faculty of 
getting close to his men. There is 
something about his manner that in- 
duces the men associated with him to 
“open up” with him. This close asso- 
ciation with the men that are work- 
ing for him is the basis of his suc- 
cess. As the leading general agent of 
the Mutual Benefit he has built up an 
agency in New York City that stands 
out as one of the principal life in- 
surance organizations of the coun- 
try. How he has done it constitutes 
an interesting story. The accompany- 
ing article 1s descriptive of one of 
the strongest and most forceful 
agency leaders in the country, and 
should be read by all interested in 
agency development. 











written in the big city is placed by 
brokers. The broker goes ordinarily to 
the company paying the largest com- 
mission. The Mutual Benefit is not in 
this class. It is possible for the New 
York City broker or agent to seek out 
many other companies paying a higher 
rate. But the Cerf agency has suc- 
ceeded and succeeded remarkably well 
in spite of this condition. How, and 
why, is an interesting story. 
Mr. Cerf’s Personality 


Mr. Cerf assumed charge of the New 
York territory, admittedly the most dif- 
ficult in the country, 15 years ago, when 
a business of less than $3,000,000 an- 
nually was being written. Last year his 
agency produced $13,302,666 of paid- 
for business. This volume was pro- 
duced by 65 whole-time men and a 
small force of part-timers. The whole 
success of this agency centers around 
the personality of Mr. Cerf. He pos- 
sesses in an unusual degree the ability 
to obtain the confidence of his men. 
To his men, Mr. Cerf stands out as a 
commanding figure. He has the respect 
and genuine admiration of every man 

(CONTINUED ON PAGE 6) 
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© poe Agents can sell policies on the annual 

premium plan, up to $3,000, to young men 

and young women as young as age 2—protective 
insurance and Educational and Business Start En- 
dowment Insurance. This extension of the age limit 
for Ordinary Insurance down to age 2 helps our Agents 
considerably, and we have other advantages that help 
still more. We provide banking facilities for our Agents 
in the rural districts. We issue Participating and Non- 
Participating Policies. As regards adults, we write 
contracts with Double Indemnity provisions covering 
any kind of fatal accident, or with Double Indemnity 
provisions covering fatal travel accident only, as may 
be desired. We issue policies with waiver of Premium 
and Disability Annuity or Instalment Payment features. 
We insure males and females at the same rates. 
If you cannot make a full time contract with us 
we will let you write our insurance for children 
as a side line, as long as your Company does 
not object. Some are writing as much as 
$10,000 a month of this insurance for us 
as a side line. 
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GROUP INSURANCE IS 
ADVOCATED FOR CLUBS 


Washington Banker Wants Life 
Coverage for Every Member 
of Chamber at Capital 








COMPANIES ARE EQUIPPED 





Club Should Have Life Insurance Com- 
mittee—Would Even Have 
Fraternals Insure 





WASHINGTON, D. C., May 13.— 
Group life insurance for city clubs, 
chambers of commerce and all kinds of 
business and professional organiza- 
tions was recommended by Milton 
Ailes, cashier of the Riggs National 
bank, at a recent meeting of the com- 
mercial club of this city. Mr. Ailes is 
connected with the leading bank in 


Washington and is associated with 
many of the capital’s business activi- 
ties. He declared that every member 
of the club should add sufficient to his 
annual dues to take care of at least a 
limited amount of insurance. This, he 
said, would serve the dual purpose of 
protecting the family of the member 
and at the same time assure the club 
against loss through his demise. 
Overhead Eliminated 


“Group insurance in banks, in indus- 
trial establishments and in business 
concerns is becoming so general that I 
wonder the officials of the active and 
aggressive civic clubs of the nation 
have not availed themselves of its man- 
ifest benefits,” said Mr. Ailes. 

“It is planned to have 2,500 members 
in this club. Why not enter into a 
contract with some company or group 
of companies to insure them all? In 
this way we could obtain better terms 
than if we applied individually for life 
insurance. 

“Insurance, like anything else, is a 
commodity which can be sold at a dis- 
count if it is sold in big lots. Some of 
the overhead expense is eliminated and 
the applicants would, of course, share 
in the benefits which would naturally 
accrue through this saving.” 


Havana Leads 


Mr. Ailes said Havana, Cuba, had led 
the world in the idea of club insur- 
ance. In that city there is an immense 
club building, built of marble, covering 
a city block. It has a membership, 
domestic and foreign, exceeding 30,000. 
It insures its members through an ar- 
rangement with substantial old line 
companies. 

“Group insurance would substantially 
aid the club in keeping its membership 
intact and would help to get others to 
join,” said Mr. Ailes. “This kind of 
insurance 


is growing in popularity 
everywhere. It is the finest kind of 
business. It is common sense _har- 


nessed to the most enlightened form of 
Philanthropy and promotes unity of 
Purpose and union of action among 
club members. 


Life Insurance Committee 


“It would provide one of the means 
by which real club life could be assured 
and furnish one of the incentives for 
enlarging activities as well as increas- 
ing the membership. Moreover, it 
would establish a sort of a clearing 
Ouse for insurance information which 
would be invaluable. Each club might 
have what would be termed a life insur- 
ance committee. It would be the busi- 
ness of this committee to investigate 
the standing of life insurance compa- 
ties, make recommendations as to the 
orm of insurance that members should 
apply for, and give such general and 
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special information as would help the 
members in their selection of insurance. 


Business Men Ignorant 


“We all know that some of the braini- 
est and best informed men in the com- 
mercial world are lamentably ignorant 
regarding life insurance. It is not their 
specialty. They have given it no study 
and are therefore unable to make an 
intelligent selection offhand of the 
form of policy most suitable to their 
needs. They must place themselves in 
the hands of experts. 

“Almost invariably their advisers 
give them correct information. But 
it sometimes happens that a business 
man who is anxious to give adequate 
insurance protection to his family or 
estate takes the policy that is least 
suitable for him. He does this because, 
in the very nature of things, he acts 
on insufficiently digested information. 
A great club like this, or any other 
great club, could appoint a committee 
which could act for such a man and 
obtain for him the kind of insurance 
which good business would regard as 
an act of wisdom.” 


Nobody Objects 


Mr. Ailes said that nobody with good 
common sense today objects to life 
insurance. The idea of protection 
against the evils of estate depreciation 
at death or the possible needs of old 
age was so generally accepted that it 
wasn’t worth while pointing out its 
benefits. It still is necessary, however, 
for agents of life insurance to spend 
much time among men who believe in 
life insurance, urging them to act at 
once, Mr. Ailes said. “Procrastination 
is practised more extensively among 
the prospective insurers than among 
any other class. It sometimes has dis- 
astrous results. It often happens that 
men die while they are trying to make 
up their mind when, where and how to 
insure. 

“A club of this kind, with a life in- 
surance committee attached to it, would 
help the reputable life insurance man to 
close his risks and in this way eliminate 
much of the waste which necessarily 
results from long procrastination.” 

Companies Amply Equipped 


Mr. -Ailes said he was sure the clubs 
of the nation could find adequate pro- 
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tection in the private life insurance con- 
cerns and it wouldn’t be at all necessary 
fer them to ask the government to ac- 
cept the risks on the lives of the mem- 
bers. “The life insurance companies of 
this country are amply equipped for the 
protection of all good risks,” said Mr. 
Ailes. “There is no necessity for the 
government to enter the business. The 
only possible excuse for the federal au- 
thorities taking up the business of in- 
surance would be on a showing that 
the private concerns were unable safely 
to underwrite the risks. But experience 
has shown that the private concerns 
are able to give the people all they 
need in the way of insurance protection. 


Government Insurance a Calamity 


“It would be nothing short of a falam- 
ity to have the government insurance 
business extended so as to embrace the 
general field. We have reached that stage 
of development in private insurance 
which convinces the business and finan- 
cial world that the interests of the in- 
suring public are safe in such hands. But 
though we do not like government in- 
surance, there is no reason why we 
should not have cooperation in selecting 
insurance. That can be done through 
such clubs as we have here.” 


Could Include Fraternals 


Mr. Ailes suggested that the idea of 
group, or club insurance, could be so 
tar extended as to include fraternal or- 
ders, such as the Masons, the Knights of 
Pythias, Knights of Columbus, and other 
great beneficiary institutions. “I can see 
no reason why individual lodges should 
not get together and arrange to insure 
in groups,” said Mr. Ailes. “The same 
principle applies as would apply in a case 
of a club of this character. Of course, 
fraternal orders believe in insurance. 
They are themselves insurance organi- 
zations, doing a limited business in that 
field. The method I suggest would merely 
extend their activities and cause them 
to cooperate to the fullest possible ex- 
tent with the great life insurance com- 
panies of the nation.” 


Appointed Chief Examiner 


BOSTON, MASS., May 14.—F. Maynard 
Dominick, who entered the Massachu- 
setts department in 1909, served an ap- 
prenticeship in routine duties and was 
later engaged in the examination of 
policy contracts, has been appointed chief 
examiner of the department by Commis- 
sioner Hardison. Mr. Dominick left the 
department in 1918 to join the army and 
after nine months in France was dis- 
charged last month. 








REPORT IS MADE 
ON THE MISSOURI STATE 





Examination by Four State De- 
partments Reviews the Recent 
Course of Company 





LEADING FEATURES GIVEN 


While Influenza Hit Its Coffers Hard, 
It Is Finnacially Well Ballasted 
and Buttressed. 


ST. LOUIS, Mo., May 13.—The Mis- 
souri, North Carolina, Indiana and Min- 
nesota departments have made a report 
of the examination of the Missouri 
State Life as of Dec. 31, 1918. This 
was a committee examination under the 
auspices of the Convention of Insurance 
Commissioners. The report shows the 
premium income of $5,756,643; total in- 
come, $7,607,942; paid policyholders, 
$2,465,044; total disbursements, $5,243,- 
828; assets, $19,811,485; capital stock 
$1,000,000; net surplus, $1,039,159. 


Features of the Report 


Some of the features of the report are 
as follows: 

A large amount had in former years 
been charged off as collateral loans 
secured by stock in the Hartford Life 
and several years’ interest had accrued. 
As this loan had been paid off in full 
both principal and interest, Dec. 31, 
1918, the examiners have allowed credit 
for the amount previously charged for 
which the company itself had taken 
credit in its annual statement in anti- 
cipation of such payment. 


Credit to Agents 


In the past the company has been 
somewhat liberal in the time allowed its 
agents in which to send in the first year 
premiums but since July 1, 1917, an 
agent is only given 60 days after issue 
of the policy in which to remit the 
amount due the company. If the policy 
has not been returned or the net re- 
mitted in that time it is charged to the 
agent and deducted from his credit in 
the renewal account. 

The outstanding insurance Dec. 31 
was $176,746,636. The Missouri State 
assumed $38,374,878 of the legal reserve 
business of the Hartford Life at the 
beginning of 1913. Of this business 
there remains in force, $23,424,232. 
During January of this year the new 
business was $5,006,145 and February, 
$5,884,237, 


Valuation of Policies 


During 1918 the company installed a 
mechanical tabulating system and made 
use of the same in its valuation of out- 
standing business as of Dec. 31, 1918. In 
a change of the magnitude of the fore- 
going there is great opportunity for er- 
ror, especially in making up the initial 
cards and otherwise before the system 
is in thorough working order. Particular 
attention was therefore given to check- 
ing the valuation made by the company. 

Differences were found, but the com- 
pany as a result of the foregoing very 
complete check should now have a fairly 
accurate set of tabulating cards. The 
tabulating system when perfected should 
expedite the making of valuations and re- 
duce the probability of errors. 

The company’s total reserves amount to 
$15,876,852, which is $25,500 greater than 
the total of the reserves obtained by the 
examiners. In the annual statement of 
the company the 3%% reserves on the 
Hartford business amounting to $5,017,470 
were inadvertently added to the 3% re- 
serves on the Missouri State business in- 
stead of the 3%% reserves. The total re- 
serve figure was not affected by this trans- 
position. 


Capital Stock Transactions 


Concerning the stock transactions of 
recent years the examiners say: 
Since the date of the last examination 
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certain transactions in the capital stock 
of the company have taken place, too im- 
portant to pass without notice. On Feb. 
28, 1918, John G. Hoyt, who on that date 
resigned the presidency of the company, 
entered into an agreement of option with 
Theobald Felss, Louis A. Ireton, P. J. 
Shouvlin, T. F. Lawrence, J. S. Carr, W. A. 
Stickney, Sam B. Jeffries and George Gra- 
ham, all being directors of the company, 
whereby he agreed to sell to these parties 
the 24,080 shares of the capital stock of 
the Missouri State Life which he at that 
time owned. 

According to the terms of this agree- 
ment, Mr. Hoyt was to receive $35 per 
share, plus carrying charges from date, 
the stock having been hypothecated by 
Mr. Hoyt to secure an indebtedness there- 
on in the sum of $489,000. 


Chorn Gets Stock 


On June 3, Mr. Chorn purchased from 
Mr. Hoyt 26,400 shares of the company’s 
stock, in the company’s name, at $30 per 
share, plus carrying charges. He paid 
for it with the company’s checks aggre- 
gating $304,000 and with the proceeds of 
a promissory note of the company for 
$500,000 given the bank, depositing as se- 
curity for the latter, various deeds of 
trust, certificates of deposit and $200,000 
in Liberty bonds. 

Prior to entering upon this transaction, 
the company had received a legal opinion, 
from counsel consulted by it, to the effect 
that it was authorized by law to purchase 
or lend upon its own stock and to use 
its capital or surplus funds to make such 
purchase or loan, provided that only cap- 
ital or surplus in excess of the reserve 
value of its policies and $200,000 in addi- 
tion were so used. It would seem that 
this purchase of stock from Mr. Hoyt was 
not an exercise of the option given by him 
on Feb. 28, since the price named in that 
option was $35 per share plus carrying 
charges. 

On May 14, 1918, Messrs. Carr, Jeffries, 
Stickney, Spencer, and Ireton, gave an 
option to Mr. Chorn, who agreed to take 
at $30 per share, all of the stock not 
exceeding a total of 10,000 shares, that 
these parties would offer, on or before 
May 28. The gentlemen giving this option 
resigned from the directorate of the 
company very soon thereafter. 


Option Is Exercised 


On the 28th day of May, 1918, Mr. Chorn 
exercised this option purchasing from 
these gentlemen a total of 9,650 shares, 
and on the 29th the company took over 
the stock purchased by Mr. Chorn on the 
preceding day, giving its check for $96,500 
and putting up the stock itself as col- 
lateral security at a valuation of $20 per 
share. Mr. Chorn had borrowed $193,000 
on his personal note in order to take up 
this stock and the company’s note was on 
June 21 substituted for that of Mr. Chorn. 

It may be stated here that all moneys 
paid out for the stock acquired from Mr. 
Hoyt and for that purchased from Mr. 
Chorn on May 29, were charged on the 
company’s financial books to “Collateral 
Loans,” and when the stock was finally 
disposed of, the amounts received there- 
for were credited to the same account. 
Neither the company’s note for $193,000 
nor that for $500,000 were entered on the 
company’s books until payments on these 
notes were made, which payments as 
aforesaid were charged to “Collateral 
Loans.” 

On July 18, 1918, the directors author- 
ized the president, Mr. Chorn, to option 
25,000 shares of the stock owned by the 
company to Charles M. Howell of Kansas 
City, Mo., at $30 per share, plus carry- 
ing charges. At the same time the ex- 
ecutive committee was authorized to offer 
the balance of the stock owned by the 
company to the stockholders in amounts 
proportionate to their then holdings, at 
$30 per share and carrying charges. If 
all of the stock should not be subscribed 
the balance should be sold to Henry 
Deisel, Sr., at the same price. 


Kendall Gets Stock 


On the 25th of July following, Mr. 
Howell, by letter, stated that he would 
exercise his option to purchase the said 
25,000 shares of stock. In accordance with 
the option, this stock on Sept. 27 was 
transferred to the name of “J. S. Kendall.” 

Under the allottment to the stockhold- 
ers, the latter subscribed for 2,399 shares 
at $30.50 per share and the balance of 
11,050 shares offered the stockholders, to- 
wit: 8,651 shares was sold to Henry 
Deisel, Sr., trustee for P. J. Shouvlin, 
Theobald Felss, Henry Deisel, Sr., George 
Graham and T. F. Lawrence. 

The Missouri State received from the 
stock which is acquired as hereinbefore 
explained, an amount exactly equal to 
the amount it had expended for the same, 
plus interest, and from these transactions 





it suffered no direct financial loss. Your 
examiners are satisfied that no one con- 
nected with the company profited finan- 
cially from the re-sale of the stock ac- 
quired by the company. 


Trafficking Is Detrimental 


The Capital Stock of a life insurance 
company, in the opinion of your examin- 
ers, is not to be regarded in the same 
manner as the capital stock of ordinary 
commercial enterprises, but more in the 
nature of a guarantee fund. It would 
therefore appear that any continued ex- 
tensive trafficking therein would prove 
detrimental to the best interests of any 
company and probably result in enforced 
mutualization. 

Mortgage Loans 

The examiners say that during the 
course of the investigation the question 
was raised as to whether some mortgage 
loans were not in excess of the amount 
justified by the value of the security. 
Some 650 appraisals were secured, on 
property aggregating $5,250,000. A large 
part of the property is located in Mis- 
souri and Arkansas. As a result of the 
information secured it appears that a 
few of these mortgages are in excess of 
6624. The examiners say that in justice 
to the company it should be stated that 











the examiners are convinced that a large 
part, if not all of such loans will event- 
ually be collected. 


Heavy Death Loss 


The gain and loss exhibit discloses a 
loss from mortality for 1918 of $250,175 
or 115.42 per cent of the expected. The 
high rate of mortality of course was due 
to the influenza epidemic. The gross 
losses from influenza are recorded as fol- 
lows: September, $5,968; October, $324,- 
608; November, $272,750; December $290,- 
945. The first three months of this year 
show January $104,122; February, $88,153; 
March 1-21, $24,000. 

Among the steps taken to offset the ab- 
normal mortality losses are: reduction in 
annual dividend scale, making an esti- 
mated saving for the year of $190,000; 
discontinuance of annual salaries aggre- 
gating $26,700; passing of dividend on 
capital stock, $100,000. 

The examiners say that while the com- 
pany’s surplus is greatly reduced due to 
the high death rate, there is little doubt 
that unless there is a return of the epi- 
demic, accompanied with an abnormally 
high death rate its losses will soon be 
recovered. The company is solvent and in 
the opinion of the examiners is worthy 
of the confidence of the insuring public. 





SYSTEM FOR LIFE SALESMEN 








B. DURYEA of the Penn Mutual 

f has some ideas on a _ system 

¢ agents should follow that are 

well worth while. He said in a re- 
cent talk to his agents: 

It has been proven many times that 
calls upon prospects are worth about 
as much to a life insurance salesman 
as the calls of a physician are worth to 
him. Experience has Shown that calls 
are worth about $1.55 each. 

To enable an agent to get the most 
out of his work it is essential that he 
have a definite and systematic plan of 
work. We believe in a plan of work 
for a salesman just the same as we 
believe in a plan for any other great 
accomplishment. The successful sales- 
man has a plan of work to which he 
strictly adheres. 


Excursion in Psychology 


I would like to take you on a little 
excursion into the field of psychology 
to see if we can get a reason for you 
following a definite plan of work. 

There is intellectual health and dis- 
ease the same as physical health and 
disease. There are bright, strong in- 
tellects, eager for action and thirsting 
for truth. And there is apathy and 
deadened impulses. 

Now, your mind is about the same 
as that of others—with germs of facul- 
ties which infinity cannot exhaust. But 
mind is not a collection of self-acting 
powers and passions. It is a vital unit, 
capable of a great variety of manifes- 
tations, but still a unit—not an aggre- 
gate. 

How Science Divides Mind 


Science divides mind into many parts 
accordingly as we feel, perceive, under- 
stand, imagine, etc. But these sep- 
arated parts are not capable of con- 
nected thought. Fortunately we can- 
not separate these faculties from our- 
selves—from the personal pronoun. A 
man who speaks or acts instinctively 
mentions it as, “I said,” “I did.’ We 
do not say that a man’s feelings ex- 
press his patriotism, but that he ex- 
presses it. We do not say that Shake- 
speare’s imagination wrote Hamlet, 
but that Shakespeare wrote it. 

There is no mental operation in 
which the whole mind is not present; 
nothing produced except by the joint 
action of all the faculties under con- 
trol of a central force. 


Central Force Is Will 


This central force is “will”—your 
power for self-direction. This is the 
only peculiarity that separates the im- 
personal existence of a vegetable from 
the personal life of a man. 

There is no faculty which is not 
rooted in the will. The exercise of this 
force is necessary to any success. Men 
do not stumble, blunder or happen, in 





a drunken dream of attainment, into 
Hamlets, or any other great accom- 
plishments, they work and grow up 
to them. 

Exercise of the Will 


You hear it said of a man that he 
has bumps on his forehead, or temples, 
sufficient to produce a Hamlet if he 
only “had an active temperament.” 
Hamlets are not produced by physical 
temperament, but by force of will. 
What a man does is the test of what 
he is. To declare that a man has great 
capacity but nothing great to set his 
capacity in motion is absurd. 

Your mind, free force, cannot grow, 
cannot accomplish, by itself. It can 
only grow by the exercise of the will 
on what the mind perceives. 


Man Must Drive Himself 


This accounts for limited degrees of 
success. Here also is the distinction 
between theory and practice. In one 
case opinions lie on the surface of the 
mind, mere objects, the truth of which 
it perceives and admits, but which do 
not influence it to act. In other cases 
ideas penetrate into the very substance 
of the mind, become one with it and 
are springs of thought and action. So 
the things you hear, and learn, may be 
merely the mind’s furniture—superfi- 
cial knowledge—but not a part of the 
mind. To become a power for success 
the essential knowledge must be trans- 
mitted into the mind just as food is 
transmitted into the blood. This is 
why we have no power to drive you to 
success—you must drive yourselves. 


Plan of Systematic Work 


We are trying to help you; but 
whether we can or cannot rests en- 
tirely with you. It is self-evident that 
the only thing of value we can give 
you is ideas. It rests with you to put 
these ideas into motion. The idea 
which you need most of all is a plan of 
systematic work. ‘We have a plan 
which we are using. It does succeed. 
It is not perfect, by any means, but it 
is the best we knew at the present 
time. When we find anything better 
we shall adopt it. 


Get List of Prospects 


The first thing in this plan is a list of 
prospects. You should have on hand 
at all times a list of from 100 to 300 
names. Each of these names, with the 
address, should be written on a card 
which ‘you can carry with you. This 
card should also bear the business, and, 
as you receive the information, the 
birth date, the name of wife and chil- 
dren and their birth dates, and any 
side lights or information which you 
are able to obtain. A large portion 
of this information is often obtained 
at your preliminary call upon the pros- 





pect. The rest of the card, as well ay 
the entire back, is to be used for a ree. 
ord of calls and interviews. New 
names are always being added to you 
list of prospects and the dead timber 
eliminated. 

Second, you should have a file with 
monthly guides. This file you use asq 
tickler, the dates change with the cal. 
endar. When you make a date witha 
man you place his card in the file go 
that it will come up at its proper date, 


Daily Record Card 


Third, ‘you should have a daily ree. 
ord card, and these we furnish to you, 
This contains names of the prospects 
you are to see today, arranged as 
nearly as possible for the hour you ex- 
pect to see them. A week’s supply of 
the daily record cards, with a suff. 
cient supply of prospect cards, should 
be placed in your prospect book Mon- 
day of each week. 

This daily record card is of the ut 
most importance as it gives you a defi- 
nite task for each hour. Lack of sus- 
tained effort has caused more failures 
in life insurance salesmanship than all 
other causes combined. 

Each evening after the day’s work 
you fill out the back of the daily rec- 
ord card, giving the number of calls, 
the number of interviews, hours 
worked, business written, etc. 

Fourth, we are providing you a 
weekly record card. This you will fill 
out and turn into the office on each 
Monday morning. This is a summary 
of the week’s work as recorded on your 
daily record card. 

There is one thing more which is 
just as necessary for you as for any 
other man who expects to make a suc- 
cess of his work. That is, to have a 
schedule of your working hours. I 
suggest something like this: 


8:30 to 9:00 

9:00 to 12:30 

..-12:30to 1:15 

eseee 1:15 to 2:00 

Saved seeees 22000to 4:30 
Planning “Tomorrow” ... 4:30 to 5:30 


If we were paying you a salary of 
$150 a month you would expect to be 
here from 8:30 to 5:30, wouldn’t you? 
Well, if you will work for yourself, 
under the plan we have outlined, as 
hard as you would work for a salary, 
from 8:30 to 5:30 you should make 
four times $150 a month. 





Permanent Disability 














Secretary F. S. Dewey of the Na- 
tional Casualty of Detroit writes: 

“On page 7 of Part 2 of Tue Na 
TIONAL UNDERWRITER for Apri! 17, is 4 
very interesting ‘Question,’ with an- 
swer and comments on the subject of 
‘Permanent Disability.’ i 

“The subject possesses an additional 
interest because of the wide diversity of 
comment and opinion of the courts on 
the true interpretation of the words. 
‘Permanent Disability. There are be- 
tween twenty and thirty more or 
clearcut decisions in the various state 
courts, and a careful study of these 
will reveal »ssomething to think about, 
if not to settle on. Most of these cases 
will be found cited in Cooley’s ‘Briefs 
on the Law of Insurance,’ page 3295 et 
seq., and in Joyce on Insurance, page 
3012 et seq. In the latter are some 
twenty cases cited on ‘Permanent Dis- 
ability. The conclusions reached by 
the courts are, of course, governing for 
their jurisdictions, and in most cases 
appear to possess the elements of com 
mon sense, but if one desires to rea 
something humorous, indeed highly em 
tertaining and amusing, if not enlight- 
ening, he should read and ponder the 
case, United States Casualty Co. % 
Hanson. This is recommended for its 
humor along with Dean Swift, 
Twain, and perhaps Bocaccio. Precatr 
tions should be taken against jaw dis- 
locations and bursting buttons. a 
reading all these cases, the search’ 
will probably find everything, perfe 
clear, except his own conclusions. 











perfectly 
ons.” 
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FIND GREAT INCREASE 
IN USE OF NARCOTICS 


Estimates From Various Records 
Run as High as 50 Percent 
in Few Years 


MAY EFFECT DEATH RATE 


Many Causes Are Given for Spreading 
Drug Habit—Quack Doctors, War, 
Liquor and Prohibition Cited 


One of the questions of the day of 
life companies to which the medical 
departments are giving much attention, 
develops out of the rapid growth of the 
drug habit—a marked increase in the 
number of drug addicts. The situation 
isso acute that the growing use of the 
habit-forming (narcotic) drugs bids 
fair to constitute a counter poise for the 
gin in mortality which might other- 
wise be expected to accrue to the com- 
panies from the fact that national pro- 
hibition will put the vast majority of 
policyholders in the class of total ab-» 
stainers. 

Increase in the number of drug ad- 
dicts has been so marked, and is so 
carefully recorded by a number of re- 
lable agencies— governmental and 
otherwise—that there can be no doubt 
that it already is an important fac- 
tor in the general problem confronting 
the companies. Add to this the fact 
that those who are denied one stimulant 
are prone to seek another, and there 
can be little doubt that national prohibi- 
tion itself is likely to give an unwel- 
cme stimulus to this most insidious, 
most harmful and most secretively 
guarded of all the bad habits to which 
man is given. 


Increased Number of Addicts 


According to a special census of drug 
addicts taken by the government last 
year, there were then 50 percent more 
drug addicts in the United States than 
there were at the time the Harrison 
anti-narcotic law was passed. Two in- 
terpretations are to be made of this 
statement. 

Extremists among those engaged in 
fighting the narcotic drug evil accept 
the figures at face value, and declare 
that as the government says there are 
0 percent more drug addicts, it must 
be so; and they usually add: “And 
ptobably the census didn’t get all of 
them,” 

More conservative students of the 
ptoblem—and this includes the medical 
men identified with the life insurance 
interests—admit the probability of ac- 
tual increase, but regard the figures as 
misleading. 


More Apparent Than Real 


Their attitude probably is correctly 
stated by Dr. William Muhlberg, med- 
tal director of the Union Central Life 
of Cincinnati. He said: “There is no 
doubt that the use of narcotic drugs is 
Mereasing, and that there is an increase 
m the number of drug addicts; but it 
thecoming increasingly hard to obtain 
these drugs, as the law becomes better 
tnforced. So I regard the government 
"port of a 50 percent increase in the 
timber of drug addicts as probably true 
0 far as available statistics are con- 
tttned, but misleading, to an extent, so 
‘Tas the actual facts are concerned. 
‘my judgment, a considerable part of 
Pe apparent increase is due to the un- 
overing of habitual drug users through 
i Operation of the law; part to the 
“tission of young men that they were 
‘ug addicts in order to escape army 

Ce, and possibly part to the ten- 
*ncy of habitual liquor users, debarred 
F States from their accustomed 





tipple, to experiment with drugs in 
various forms.” 


Medicos Largely to Blame 


Among thoughtful medical men there 
is a strong tendency to blame members 
of their own profession for a consider- 
able part of the increase in the use of 
drugs. The desire to alleviate pain, to 
give immediate relief from nervous dis- 
orders, to induce sleep when sleep 
seems banished from the pillows of the 
patient—all are conducive to a too- 
ready prescription of narcotics, and all 
the narcotics are habit-forming drugs. 
There also is an element in the pro- 
fession, relatively small in percentage 
but too numerous to be negligible and, 
in a sense, too influential because too 
prominently in the public eye to be 
ignored, that has established its reputa- 
tion for skillful practice largely through 
the indiscriminate use of narcotic drugs, 
whereby there has been made—deliber- 
ately made—an appreciable number of 
drug addicts. 

Instances illustrating these two 
classes are readily obtainable. There 
came recently to the writer’s attention a 
case in which a physician, giving a 
prescription for a severe cough, the 
remedy to be taken by a little girl six 
years old, called for a grain of heroin— 
the most insidious and dangerous of all 
the habit-forming drugs, in a 4-ounce 
quantity of the medicine, the base of 
which was creosote carbonate, and re- 
peated the prescription several times, 
so that in the course of a year the child 
was a drug addict without its being 
known; and it did not become known 
until another physician was called in on 
account of the development of symp- 
toms altogether foreign to the recog- 
nized ailment. 


Nerve Ailments and Narcoties 


Nerve ailments constitute a prolific 
breeding ground for the drug habit. The 
case of a well-to-do and fairly prom- 
inent Chicago woman, that developed 
during the winter 1917-18, is to the 
point. She developed a severe case of 
neuritis in one arm, but supposed it to 
be rheumatism, and went to a broadly 
advertised rheumatism “specialist,” who 
accepted her statement that she had 
rheumatism, made only a cursory ex- 
amination, and assured her that he 
could cure her easily with a “special” 
preparation of his own, for such cases 
made and provided. 

She paid his consultation fee, plus $5 
for the hypodermic of the “special” 
preparation; went home; had the first 
good night’s sleep she had had for 
some time, and the doctor’s stock went 
above par. Toward evening, however, 
her “rheumatism” recurred, and she 
went to the office and received another 





treatment. This continued for some 
time, but finally she had to go twice 
a day. 

Later this also lost its effect, and she 
refused to take further injections. After 
becoming almost crazed by abstention 
from treatment, she went to a sani- 
tarium, and the investigation that was 
made developed the fact that the 
“specialist” had been giving her 5-grain 
—and later 10-grain—injections of mor- 
phine, once a day and then twice a day, 
at $5 a shot. Nothing but the posses- 
sion of great will power, that enabled 
her first to refuse further injections 
and then sent her to a hospital for 
skilled and reliable treatment, prevented 
her from becoming a confirmed addict. 


Drugs and Drink Habit 


Whatever may be the opinion of the 
individual concerning the drink habit, 
or concerning the proneness of those 
who are denied accéss to drink to re- 
sort to drugs, cases are known in which 
the drink habit itself has been a factor 
in the development of the drug habit. 
In one case under observation there 
were a number of interesting features. 

A wealthy and prominent western 
man was in the habit of going on 
periodical sprees, and having a weak 
heart, each spree culminated in an acute 
angina, These were relieved only by 
use of morphine, first in 2-grain and 
afterward in 3-grain doses, whereby a 
3-grain habit was formed. Later the 
man went into the mountains of Mon- 
tana and Idaho, and carried a plentiful 
stock of liquor with him. 

In the comparative solitude of his 
mountain camps the sprees recurred 
more frequently; the angina was more 
severe in the rarified mountain atmos- 
phere, and larger doses of morphine 
were the consequence. The victim re- 
turned to civilization with a 35-grain 
habit, and was a virtually hopeless case 
in a sanitarium when these facts were 
adduced. 


Influence of the War 


Casualties of the war undoubtedly 
are an important factor in the present 
and prospective increase in the number 
of drug addicts. What the number is 
or will be probably cannot be definitely 
known; but there is no doubt that it 
will be large. 

There have been some 60,000 severely 
wounded United States soldiers on the 
battlefields of Europe. Men who are 
torn by shell fragments, shrapnel or 
hand grenades, or who are severely 
wounded with the bayonet, have fre- 
quent and severe reflexes which demand 
immediate relief. The only avenue of 
relief is by the administration of habit- 
forming drugs. The man who dies fol- 
lowing the first administration, or early 








ENORMOUS TRANSACTIONS OF PRUDENTIAL 








tial involves an annual outlay for 

postage of $200,000.: Mail-handlers: 
regular clerks, 72; part-time aids, 40. Be- 
sides handling the outgoing and incom- 
ing mail to and from all quarters of the 
globe the mail department does an im- 
mense work, passing papers between 
the scores of home office departments 
and divisions. These figures give an 
idea: 14,000 pieces of home office mail 
daily, 84,000 per week, 336,000 per 
month, or 4,032,000 per year. 

* * * 


Tltiat outgoing mail of the Pruden- 


Thirty-one persons, male and female, 
are engaged constantly in the supply 
department. Twenty tons of field sup- 
plies are handled every week. One 
thousand packages, ranging in weight 
from one to one hundred pounds, are 
handled weekly. The cost for freight 
and express service per month runs up 
to about $2,350. The average total 
weight of supplies handled per month 
reaches seventy-eight tons. 

Few stationers carry as large an 
amount of stock on their shelves as 
does this department. Everything else 
is on an equally large scale: enveloyes 





purchased in million lots, 50,000 being 
the weekly delivery, wrapping-paper by 
the car-load. The output is equally 
great, twenty tons of matter being 
shipped each week to the 1,200 branches 
of The Prudential in the United States 
and Canada. 

Nearly 200 persons are regularly 
employed in the printing department. 
The composing-room force numbers 
45 persons and the pressroom is op- 
erated by 63 persons and the bindery 
by 79. 

The machines and printing-presses 
include everything, large and small, 
necessary to turn out in first-class form 
and with the utmost dispatch all the 
varied printing-work needed to carry 
on Prudential business in both field and 
home office. 

Each year about 150,000,000 pieces of 
printed matter are produced. 

Some of the more important items 
are: Ten million “Prudentials,” 800,- 
000 “Weekly Records,” seven million 
folders and leaflets, 2,500,000 premium- 
receipt books, 4,000,000 canvassing- 
novelties and several forms by the 
million. 





in the course of treatment, dies clean— 
without the habit—but in a large pro- 
portion of cases, the man who recovers 
following the repeated administration 
of a narcotic drug to alleviate the ex- 
cruciating reflexes of his injury, comes 
through with the habit almost as firmly 
attached to him as his skin. 

It is impossible to say how many 
there will be of him; but if—as may 
be regarded as certain—an appreciable 
proportion of the 60,000 become drug 
addicts through this cause, they will 
add materially to the census totals of 
the evil. 


Attitude of the Companies 


Life insurance companies are largely 
on the defensive with respect to the 
drug habit. Their activities are con- 
fined chiefly to exercise of the utmost 
vigilance to prevent the insuring of drug 
addicts; the distribution of educational 
matter against self-medication among 
policyholders, and the encouragement 
of re-examination by the company 
physicians, which is done without 
charge, and ranges all the way from 
urinary analysis to complete examina- 
tion. 

The first is because the inclusion in 
virtually all policies of the incontest- 
able clause makes it impossible to get 
rid of a drug addict once he is insured. 
The second, although as a rule the 
literature makes no specific mention of 
narcotics or of patent medicines, is de- 
signed to discourage their use by pre- 
venting mistaken self-diagnosis through 
similarity of symptoms. The third not 
only keeps the companies in touch with 
the general health of their policy- 
holders, but also gives them fairly 
definite indications and evidence of their 
habits of life. 

But despite all their care, all the com- 
panies are burdened with considerable 
numbers of drug addicts, among whom 
mortality is very high. 


Drug Addicts Are Liars 


The drug habit is the most difficult of 
all habits to detect or uncover, and in 
the life insurance field is like arson in 
the fire field, in that it is almost im- 
possible to adduce evidence to prove its 
existence or operation. This is because 
the drug addict is the most secretive 
person in the world; an incorrigible 
liar, so far as his habit is concerned, 
and usually possesses sufficient means 
to provide adequate safeguards against 
his own exposure. Dr. Muhlberg, 
speaking on this point recently, said: 

“The drug habit is the most secret of 
all habits, and the drug addict the most 
secretive. The drinker sometimes takes 
pride in his ability to carry liquor, and 
often boasts of a ‘glorious drunk’; but 
the drug addict is ashamed of his vice, 
will resort to any means to hide it and 
will lie to the last word to conceal it. 

“Even when he deliberately puts him- 
self in the hands of a physician to be 
cured of the habit, there is not one in a 
hundred that will not lie to the doctor 
concerning it, to an extent that is al- 
most certain to nullify the ability of the 
practitioner to cure. For that reason, 
and the added reason that if left to 
themselves addicts will not continue 
treatment more than for a few days, 
cures in the home are almost unknown, 
and physicians with regard for the wel- 
fare of their patients and for their own 
reputations insist on the addicts’ going 
to sanatoria for treatment.” 


Statistics Hard to Obtain 


Because of the foregoing circum- 
stances, actual statistics are hard to 
obtain. Several of the largest com- 
panies have attempted surveys with the 
view to determine how many drug ad- 
dicts they were carrying at risk. In 
every instance the survey has been 
abandoned after months of effort be- 
cause of the meager results. One of the 
largest companies in the country, in 
the course of a year, was able to list 
only 99; yet during the period of in- 
vestigation it paid claims in which there 
was moral certainty that the drug habit 
was a potent factor in the mortality, 
but it could not be proved. And the 
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holders of these policies were not listed 
among the 99! 

Because of the defensive nature of 
their own activities, the companies are 
not only willing but anxious to co- 
operate with any agency or activity 
tending to diminish the force of the evil; 
but the companies, as a rule, have been 
ignored when such agencies have been 
formulated or such activities put in 

. operation. The result is that these other 
agencies are largely in the position of 
a ship navigating an unknown and 
dangerous coast without either chart or 
pilot. The life companies have the 
chart, and can furnish the pilot. 


What Chicago Is Doing 


A case in point: In Chicago, early 
last December, a meeting was called to 
consider the local aspect of the evil. 
Although statistics were available to 
show that there were approximately 
20,000 drug addicts in the city, the meet- 
ing adopted an ex parte statement that 
there were 8,000, which, however, was 
regarded as a sufficient number to war- 
rant the constitution of a commission 
‘to investigate the evil and formulate 
steps to eradicate or\curb it. No in- 
surance medical man was invited to at- 
tend the meeting, and none was named 
on the commission. 

The meeting took no cognizance of 
the figures contained in the government 
census, taken earlier in the year under 
the direct orders of Congress, nor was 
a word spoken that would indicate it 
knew of the life company interest in 
the subject, or that such a thing as life 
insurance existed. 

The entire proceeding was typical of 
what is being undertaken in a number 
of states and cities. The addition of 
such a man as Dr. F. L. B. Jenney of 
the Federal Life, Dr. A. L. Sherrill of 
the Equitable of New York, or Dr. 





Glenn Wood of the Illinois Life, would 


have furnished safe pilotage for the ' 


Chicago commission; for any one of 
them would have made available to the 
commission the life company charts of 
the shoals and quicksands of the nar- 
cotic evil. And without such pilotage 
and such a chart, not much can be ac- 
complished. 


New Nebraska Company 
LINCOLN, NEB., May 14.—Articles 
of incorporation have been filed for the 
Liberty Life Insurance Company of this 


city, the company to have a capital } 


stock of $100,000 and surplus of $50,000. 
Home offices for the company have 
been open at 405 Ganter Building. Ira 
Crook and Joseph Goldstein, both 
formerly connected with the Common- 
wealth Life of Omaha in Kansas and 
Nebraska are in active charge of the 
company. The following are incor- 
porators: D. L. Love, J. A. Reichen- 
bach, E. E. Good, Ira Crook, Joseph 
Goldstein, L. E, Southwick, Charles Ol- 
son, George L. Towne, Landy Clark, 
J. H. Broady, C. J. Campbell and W. 
E. Barkley. 


Illinois Bills Passed 

SPRINGFIELD, ILL., May 8.—The sen- 
ate today passed three house bills, as 
follows, and they now go to the governor 
for his action: 

House Bill 179 (Drake) amends section 
3 of the act relating to the dissolution 
of insurance companies. Provides that 
no legal proceedings shall be necessary 
against such corporations which are 
shown by the affidavits of their officers 
to have no assets, liabilities or members. 

House Bill 186 (Perkins) amends sec- 
tion 7% of an act to provide for the 
organization and management of frater- 
nals for the purpose of furnishing life 
indemnity or pecuniary benefits to benefi- 
ciaries of deceased members or accident 
or permanent indemnity disability to 
members thereof, etc. Provides that the 
certificate of change in the articles of 
association of any such organization 
shall be approved by the director of 
trade and commerce (now by the insur- 
ance superintendent) and filed in his of- 
fice (now to be filed with the secretary 
of state). 
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| being made by the new comer. 


CERF’S AGENCY IS ONE 
OF THE GREAT OFFICES 


(CONTINUED FROM PAGE 1) 


in his office. His knowledge of the 
business comes of actual experience. 
He has been a life insurance man for 
33 years and for 29 years has held a 
managerial position. 

He knows and his men know that 
he knows. 


Start in From Ground Floor 


One of the primary reasons for the 
success of the Cerf agency is the prac- 
tice of selecting as new agency mate- 
rial men who have had no previous life 
insurance experience. Mr. Cerf says 
that at least 90 percent of the men now 
connected with the Cerf agency had no 
previous life insurance connection be- 
fore coming with the Mutual Benefit. 
Mr. Cerf believes in training his men 
from the ground up. He says that his 
experience with men who have been 
connected with other companies has 
not been satisfactory and that it is sel- 
dom possible to obtain the right kind of 
co-operation from the man who has had 
other training. Mr, Cerf believes in 
doing all of the preliminary educational 
work himself. A man who gets the 
kind of a start that he wants him to 
get gains momentum as he goes along, 
builds strong and develops into a well- 
rounded life insurance salesman. 


Method of Training 


As a result of Mr. Cerf’s practice of 
taking on green men, it is natural that 
one of the important functions of his 
office is the providing of new men with 
a well-thought-out system of education. 
Mr. Cerf says that the first two weeks 
constitute the critical period for the 
new man. During the very early pe- 
riod of the training course, close at- 
tention must be given to the progress 
The 
training must be careful and compre- 
hensive and Mr.. Cerf does not believe 
in sending new men out for business 
until they are able to stand on their 
own feet. The reason, Mr. Cerf says, 
that so many new life insurance sales- 
men fall by the wayside is not because 
the ability to sell life insurance is not 
in them, but because their talents have 
not been properly developed by the 
general agent in charge. The desire 
for new business has become too keen 
with the result that undeveloped and 
untrained men are being sent out to 
close cases that they are utterly un- 
equipped to handle. Mr. Cerf believes 
this to be a dangerous practice as it 
will often discourage the new man and 
cause him to underestimate his own 
life insurance ability. 


Watches a Man’s Record 


Mr. Cerf adheres rather closely to a 
few fundamental rules, the result of 
years of experience, in the selecting of 
new men. He lays great emphasis 
upon a man’s record. He believes that 
a man is the result of what he has 
been, and that a man with an undesir- 
able or cloudy past record cannot suc- 
ceed no matter how engaging his per- 
sonality or favorable his appearance. 
Mr. Cerf says that he has long ago 
ceased to believe that he can make 
successes out of men that have been 
failures in everything they have at- 
tempted. The man who has changed 
positions frequently, who has _ never 
made a real success out of anything 
that he has attempted cannot succeed 
in the life insurance business, no mat- 
ter how attractive his personality may 
appear to be. For this reason, the gen- 
eral agent who is seeking new men 
cannot afford to rely upon his own 
judgment entirely. He must go deeper 
into the situation and scrutinize the 
applicant’s past record in detail. If it 
will not bear up under a close examina- 
tion, it is folly to contract with the 
man. Hence, before giving a prospect- 
ive agent serious consideration, Mr. 
Cerf insists upon being familiar with 
his past performance. 
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who has not had previous sales expe- 
rience. The man who is able to present 
a creditable selling record of any kind 
is equipped per se with selling ability. 
This much the general agent may be 
certain of. Mr. Cerf will contract with 
none unable to exhibit evidence of pre- 
vious selling experience. He says that 
it is too laborious and tedious a process 
to train a new man in the fundamental 
principles’ of selling. The elementary 
work must be done by someone else. 
It is a hard enough task to teach a new 
man the life insurance business with- 
out having, in addition, to instill in him 
the selling instinct. 


Cerf’s Views Are Positive 


Mr. Cerf’s views are very positive. 
He is emphatic in the belief that the 
part-time agent has a legitimate place 
in the life insurance business and can 
advance plenty of reasons for the stand 
he takes. In the first place, Mr. Cerf 
asserts that the part-time agent does 
not reduce the number of prospects 
that the whole-time agent can write. 
The man devoting his entire time to 
the life insurance business writes only 
the prospects he sees. That is, there 
is no latent demand for. life insurance. 
The salesman gets business only from 
the prospect that he calls on and it is a 
physical impossibility for him to call 
on more than a fixed number of pros- 
pects each day. The desire must al- 
ways be created for life insurance. The 
fact that part-time agents are in the 
business does not mean that prospects 
are going to present them with life in- 
surance applications. They will write 
no life insurance that they do not create 
the desire for. Hence, a community 
may be full of part-time agents, but 
they will not have a tendency to re- 
duce the production record of a full- 
time man for the reason that they are 
inactive and usually not so well versed 
in the life insurance business and thus 
unable to present their case in so at- 
tractive a manner as the full-time man. 
The man who is giving all of his time 
to the life insurance business can cer- 
tainly win out over the part-timer in a 
case of competition. 


Part-Time Men’s Production 


But Mr. Cerf believes in taking even 
a broader view of the situation than 
this. The removal of all part-time 
agents from the business would, he 
says, result in a reduction of written 
business annually of some $400,000,000 
or $500,000,000. The elimination of the 
part-time agents, then, would mean that 
there would be about $500,000,000 less 
of life insurance written each year. The 
benefits of the life insurance business 
would be denied to so many thousand 
less than are now enjoying them and no 
life insurance man thoroughly believ- 
ing in the cause of life insurance can 








Mr. Cerf will contract with no one 





nied to the companies or the benefice. 
iaries. 








Going Into New Work 


It is perfectly natural, Mr. Cerf says 
for the new man holding a good pogj. 
tion but, at the same time somewhat 
attracted to the life insurance business, 
to be hesitant about cutting himself 
loose from his old surroundings anq 
launching into a life insurance career, 
Why should he not be allowed to ex. 
periment and find out whether his abjj. 
ity is suited to the sale of life insyr. 
ance? Why should he be taken froma 
good position and put into a new one 
only to find that he has made a mis. 
take? Is it not entirely logical for the 
man to gain some life insurance experi. 
ence in his leisure hours and learn by 
actual experiment whether or not he 
has within him the talents that the sale 
of life insurance requires? Mr. Cerf 
does not believe in fostering or encour- 
aging part-time men who do not in- 
dicate a willingness or desire to become 
full-time men but classes this type of 
men as parasites on the business and 
the really undesirable part-time agent. 
But the man who is a part-timer and 
is ready and willing to become a full- 
time man as soon as he has the equip. 
ment, has a legitimate and proper place 
in the life insurance world and Mr. Cerf 
believes should be extended every en- 
couragement. 


Keeps Golden Hours 


Mr. Cerf is quite aware of the neces- 
sity of keeping his men working. In 
the agency room he has painted upon 
the figures of the clock the hours 9:30 
to 4in gold. These he calls the golden 
hours and will not tolerate agents 
spending their time in the office be 
tween 9:45 a. m. and 4:30 p. m. A sign 
placed in a conspicuous position in the 
agency room reads: “This is nota 
Club.” In the morning the lights are 
turned out in the agency room at 9:45 
and Mr. Cerf makes periodical trips to 
the room during the day to see that no 
agent is spending his time at his desk 
when he should be on the street during 
the time that it is possible to get in- 
terviews. 





Believes in Contests 


Mr. Cerf is a great believer in con- 
tests and holds numerous competitive 
races during the year. He holds a2 
weekly agency meeting on Saturday 
morning, believing that to hold a gath- 
ering of this kind on Monday interferes 
with another working day. 

Mr. Cerf is a man of large physique 
and fine personal appearance. He pos- 
sesses superior talents and has a very 
engaging and charming personality. 
He is in very close touch with his men. 
One of his most winning mannerisms 
is his habit, when talking to one of his 
men, of prefacing or closing the sen- 
tence with “My boy.” It adds an 1n- 
timate touch, and encourages a close 
relationship. Mr. Cerf, to put it brief, 
is the type of successful American busi- 
ness man that it is not difficult to a¢- 
mire. He states his position always 
with a great deal of force. What he 
has to say to his men is closely listened 
to. Great reliance is placed in his judg- 
ment and advice and an agent seeking 
his opinion or counsel usually goes 
away well satisfied. 


Nebraska Business in 1918 


Life companies wrote a very good busi- 
ness in Nebraska last year. The Bankers 
of Lincoln was the state leader $4,665- 
457 business. It has in force $40,516,75! 
in Nebraska. Companies that wrote over 
$1,000,000 new business in the state are 
as follows: Aetna Life, $1,434,965; Cen 
tral States of St. Louis, $2,502,271; Com- 
monwealth of Omaha, $2,929,760; Equita- 
ble of New York, $3,521,014; Mid-West of 
Lincoln, $2,035,100; Old Line of Lincoln, 
$1,558,500; Travelers, $1,076,172; binge 
Central, $2,483,589; Fidelity Reserve ° 
North Platte, $1,013,500; Metropolitan 
(Ordinary), $1,515,637; Mutual Benefit 
$1,841,438; Mutual Life, $1,281,083; a 
England Mutual, $1,242,730; New Yor 
Life, $2,503,661; North American ‘i 
Omaha, $1,315,000; Northwestern Mutua 
$3,617,360; Omaha Life, $1,541,000; Pru 
dential (Ordinary), $2,661,832; Securit 





argue that this business should be de- 





Mutual of Nebraska, $1,037,471. 
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WAR RISK PROTECTION 





COMMENT BY WM. MACFARLANE 


Actuary of the Bureau at Washington 
Tells Why the Government In- 
surance Is Cheaper 


eee 


BOSTON, MASS., May 12.—Wm. 
Macfarlane, actuary of the War Risk 
Insurance Bureau at Washington, spoke 
at a conference of the northeastern 
department of the War Department 
here at which were present the insur- 
ance officers from the camps and posts 
in this department. The conference 
was held in Boston. Mr. Macfarlane 
gave some facts concerning those in 
military service and said in part: 

“The government through the war 
risk insurance act provided insurance 
for soldiers, sailors and marines prin- 
cipally to protect them and their de- 
pendents against the hazards of war. 
This insurance could not have been 
offered by the regular life companies at 
the premiums charged, nor could the 
companies have afforded to underwrite 
such a large hazard. Why? 

Government Paid Big Sum 


“First. Because the government paid 
all the expenses of running the business 
and the expense incident to putting the 
‘insurance on the books. 

“Second. Because the government 
stood ready to bear the extra costs of 
mortality experienced, and the extra 
costs for the disability benefits—and 
this has been no small amount. 

“The premiums which have been paid 
by the men in service were only suffi- 
cient to pay about one-fourth of the 
morality costs. In other words, if the 
government had said it would pay the 
cost of administration and the men in 
service will pay all other costs, you and 
your comrades would have had to pay 
premiums at least four times as great 


_as those you were asked to pay. A man 


of the average age would have had to 
pay a premium for this term insurance 
even greater than the premium we are 
going to ask him to pay for the con- 
verted insurance which is to be issued 
inthe place of the war time insurance. 


Claims Run to $900,000,000 


“The Bureau has almost completed 
the awarding of its insurance claims, and 
when this operation is finally completed 
the amount of insurance represented by 
these claims will be about $900,000,000. 

“In view of the fact that the men in 


. service did not pay a sufficient premium 


for the risk covered, the American tax- 
payer will have to contribute during the 
Next 20 years through taxation, moneys 
to make up this deficit. And it is fit- 
ting that they do so as part recognition 
of the services rendered to our country 
by our honored dead, and without doubt 
no one will be unwilling to contribute 
his share. 

“What I wish to impress upon you is 
the fact that the men in service, al- 
though they took out such a tremen- 
dous volume of insurance, did not pay 
4 sufficiently large premium to cover 
the risks, and the taxpayers will have 
‘0 come to the rescue. So keep this in 
mind when you are comparing the 
Premium on the war time insurance and 
the premium on the converted insur- 
ance, which should pay for its own 
Mortality costs. 

Much Insurance Written 


“Do not be misguided by the thought 
that because active warfare has ceased 
that the need for life insurance has 
gone. This is not so. Ask any life in- 
surance agent and you will find that the 
life companies are doing a greater busi- 
hess than ever before in their history. 
The effect of the huge educational cam- 
Paign for war risk insurance and the re- 
sults of the influenza pandemic, have 
fee’ an appetite in this country for 
: €imsurance, And it is a healthy appe- 
'te—an appetite which should be satis- 


GOES ON MUTUAL BASIS 
CENTRAL OF IOWA CHANGES 


Des Moines Company, with Capital 
Stock of $200,000 Is Now Com- 
pletely Mutualized 


DES MOINES, May 15.—The Cen- 
tral Life of Des Moines has gone onto a 
mutual basis and will hereafter issue 
only participating policies. The’ com- 
pany has added the name “Mutual” but 
otherwise retains the same cognomen 
and the same officers. 

Mr. Peak founded the Central Life 
in 1896 and it had been extremely suc- 
cessful. It has over $70,000,000 of in- 
surance in force and over $7,000,000 of 
assets. The capital stock was $200,000. 

The mutualization plan was decided 
upon by unanimous vote of the stock- 
holders when the company showed that 
the participating policies were much 
more popular than the _ non-par- 
ticipating. The company had been writ- 
ing both. The new company has been 
approved by the governor, ,insurance 
commissioner and attorney general. 








life companies was a few years ago 
about $2,200, but within the last few 
months this average has been increased 
perceptibly. You men have been ac- 
customed to talk $10,000 of insurance, 
and justly so. The effect of your talk 
has been felt throughout the whole 
country, and it is hoped that you will 
not let up but will continue to talk 
$10,000 insurance. The average amount 
on the application for converted insur- 
ance received by the Bureau so far is 
about $5,000. We should attempt, I 
think, to raise now and for all time, 
the economic value of a human life, and 
attempt to have the men measure their 
insurance value by the standards of to- 
day rather than by the yard-stick of 
yesterday. 


Purchasing Price of Dollar 


“Do not forget that the purchasing 
power of a dollar has decreased, with 
the increased cost of living, and that 
the men need a greater protection when 
expressed in dollars and cents than they 
did or would have needed some years 
ago. This attempt to increase insur- 
ance protection is an appeal not to your 
imagination but to your sound sense. 
It is an appeal to you to realize the 
value of yourself to yourself and your 
dependents. If you cannot afford to die 
you cannot afford to live. Life insurance 
is an anchor to windward in time of 
storm and stress, and you cannot allow 
yourself to be without it or neglect it. 
Do not think because the war is over, 
or soon to be over, that the men do not 
need insurance. 


Mortality Statistics 


“Look at our casualties, what are the 
facts? Of the men in the United States 
army who died in the service only 43 
percent of them met death by the shot 
and shell on the battle fronts in France, 
in Flanders and Siberia, while 32 per- 
cent of them never left the home land 
of the United States but died before 
having the privilege of embarking, and 
the other 25 percent started across the 
ocean to the battle fronts but died in 
foreign countries of accident and 
disease. Of the men who died from 
disease here and abroad over 50 per- 
cent were stricken down through the 
ravages of influenza. Death is busy in 
Peace as well as in War. The mor- 
tality experienced by one of the large 
life insurance companies during the first 
three months of the year 1919, has been 
about double that experienced in the 
same months in the year 1918. A large 
life company has in its wisdom re- 
cently increased its premium rates to 
guard against the extra mortality which 
may be expected by a recurrence of the 





fed. The average policy in the regular 


BROWN NOW IS HEAD 


CENTRAL STATES’ PRESIDENT 

Thos. L. Neal Made Second Vice-Presi- 

dent and Agency Manager, Leav- 
ing Conservative Life 





CRAWFORDSVILLE, IND., May 
14.—Edwin M. Brown, who has been 
vice-president and manager of the Cen- 
tral States Life of this city since its 
organization by him in 1909, has been 
elected president to succeed H. H, Ris- 
tine. Mr. Ristine, who was president 
since the company’s organization, died 
in January, 1919. Mr. Brown is a man 
of fine ability and ideals. He has 
worked hard and intelligently building 
up the company. 

The Central States Life announces 
that Thomas L. Neal, one of the well 
known insurance men of Indiana, has 
been made second vice-president and 
agency manager. Mr. Neal comes to 
the Central States from the Conserva- 
tive Life, of South Bend, Ind., where 
for the past three years he has been 
manager of that company’s ordinary 
department. 

Mr. Neal has had a wide experience. 
He was for a while associated with his 
father, C. S. F. Neal, in the insurance 
department of the Knights of Pythias. 
Later he was agency manager of the 
Lexington Life at Lebanon, Ind. Mr. 
Neal is prominent in Indiana politics, 
having twice represented his home 
county in the Indiana state senate. 

The Central States Life reports a 
large increased production for the first 
four months of 1919 as compared with 
the same period of 1918. 


Qualifications Bill Dormant 


It seems unlikely that the agents’ 
qualification bill, introduced in the Illi- 
nois legislature a few weeks ago, will 
become a law. This measure was origi- 
nally sponsored by the life insurance in- 
terests, but has been amended so many 
times that it has almost entirely lost its 
original form. 

As introduced it was designed to pro- 
vide a reasonable standard of qualifica- 
tion for life insurance men. It was then 
amended to include all licensed agents in 
the state. It was further amended to 
provide the resident agents feature, such 
as in effect in Michigan, and a few other 
states. The resident agents feature was 
then remodeled so as not to apply to life 
fnsurance men for the reason that as 
originally drawn it would prevent life 
men residing in St. Louis, Mo., from 
transacting business in East St. Louis, 
Ill., as well as those living in Daven- 
port, Ia., from soliciting in Rock Island 
and Moline, Ill., and, in addition, would 
prevent the large producers doing a 
nation wide business from operating in 
Illinois. 

The bill has passed second reading and 
is now listed on the calendar, but is so 
far down on the list that there is no pos- 
sibility of its passing. No bills will pass 
the Illinois legislature that are not ac- 
tively pushed and there seems to -be a 
lack of interest in this measure. The 
Chicago Life Underwriters Association 
has remained neutral in the matter and 
there seems to be no interest in the 
proposition on the part of fire insurance 
companies or agents. 


Sioux Falls Comes in First 


The Sioux Falls, S. D., agency of the 
Mutual Life, which includes South Da- 
kota and 12 counties of southwestern 
Minnesota, is the first agency of the 
company to secure its year’s quota of 
paid-for business. This is the ninth con- 
secutive year that the Sioux Falls agency 
has achieved this honor. 

John Cressey is manager of the agency, 
which has 17 agents who are members 
of the company’s $100,000 Club, and three 
who are qualified for the $200,000 Club. 


On May 15 the Unique Manual-Digest 
will be issued, containing all of the in- 
formation formerly given in the Unique 
Manual and all formerly contained in the 
Policyholders’ Digest. Order now. The 





influenza epidemic.” 





National Underwriter, Duttenhofer Bldg., 
Cincinnati. 


ACTUARIES TO GATHER 
WILL HOLD ANNUAL MEETING 


Large Attendance Will Be Recorded 
When the Program Is Given 
This Week 


NEW YORK, May 14.—The annual 
general meeting of the Actuarial So- 
ciety of America will be held here 
Thursday and Friday, with the largest 
attendance in its history. The address 
of the president, Henry Moir, actuary 
of the Home Life, will treat of taxa- 
tion, especially in its bearing on life 
insurance. Among the other important 
papers to be read at the meeting are: 
“Gain and Loss on Annuity Business,” 
J. Walter Tebbetts, Mutual Benefit; 
“Formulae Used by the Various Com- 
panies in Computing the Expected 
Mortality on Net Amount at Risk,” E. 
G. Fassel, Imperial Life of Toronto; 
“Should the American Mortality Table 
(A. M.) Be the Basis for Premiums and 
Reserves?” Arthur Hunter, New York 
Life. 

Since a small party of 27 actuaries 
met in April, 1889, and formed the Ac- 
tuarial Society of Amegica, there has 
been a steady and consistent growth 
in its membership, which now numbers 
153 fellows and 127 associates; also a 
large number of students who have not 
yet attained either of these degrees. 
The examination for entrance to the 
society is held, annually. There are 
over 100 students submitting them- 
selves for the first examination this 
month. 


More Elasticity Is Given 


Governor Smith of New York has signed 
the bill to amend section 96 of the New 
York insurance law which has limited 
the amount of new business a company 
could write in a year. Under the amend- 
ment the superintendent of insurance has 
the option of allowing companies to write 
more business if conditions demand. 


Stock Free with Insurance 


TOPEKA, KAN., May 14—The Liberty 
Life, organized by C. A. Moore of Topeka 
and Will McBride of Omaha, Neb., has 
been granted authority to begin busi- 
ness in Kansas. The company has a 
double barreled proposition in handling 
its financial organization. Its life in- 
surance agents are stock selling agents 
also. The proposition being submitted 
to the people of the state is that the pur- 
chasers of five thousand dollars worth 
of life insurance should have one share 
of stock of the company delivered to 
them free as a bonus. 

The earnings of the company in its life 
insurance buSiness are expected to fur- 
nish sufficient funds to make up the capi- 
tal stock valuation in a short term of 
years. The plans of the promoters of the 
company are to obtain a wide distribu- 
tion of the stock in as short a time as 
possible, thus creating a friendly interest 
in the company over a large territory 
and covering a large number of people. 


Company Cannot Refuse Payment 


TOPEKA, KAN., May 15.—A life insur- 
ance policy written without a war clause 
in the application and containing a non- 
forfeiture clause effective from date pre- 
cludes the company refusing to pay the 
face value of the policy in the event of 
the death of a sailor who did not leave 
America during the war. This is the de- 
cision of the Kansas department in the 
adjustment of the claim of the benefi- 
ciary of John Irving Scott of Quenemo 
against the Peoria Life. Scott took out 
a policy with the company. The appli- 
cation showed no conditions relative to 
military or naval service. The policy 
itself contained the declaration that it 
was not forfeitable from the date of 
issue. There was a war clause in the 
policy itself. The company had offered 
to return the premium of the holder and 
then asked the department what its rul- 
ing would be. After consultation with 
the attorney-general the department an- 
nounced that it would require the pay- 
ment of the face value of the policy. 


The First National-Northwestern Life 





of South Dakota has been admitted to 
Montana. 
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l is rather generally recognized by 
| life company officials that there ex- 

ists at the present time an almost 
unequaled opportunity for culling out 
undesirable agency material. New busi- 
ness is Coming in as never before. Even 
the companies, which are not making 
any special effort to accumulate volume, 
are going to have the greatest year in 
their history. There seems to be no 
necessity for stirring up the agency 
force. Agency managers find that the 
desired volume is being secured with- 
out bringing pressure to bear upon the 
men on the firing line. 

With this condition it is possible to 
shake down the selling organizations, 
weed out the men who never will pass 
a certain stage of development and re- 
tain only the proven producers or those 
who show promise of developing into 
the proper kind of life insurance sales- 
men, ‘ 

Perhaps when many difficulties and 
obstacles stand in the way of a life in- 
surance company, there is some excuse 
for taking business from any quarter 
that it is offered. There is no such 
excuse today. There is an opportunity 
at this time for the life companies to 
pick and choose. An agency organiza- 
tion may be reduced this year 50 per- 
cent and an increase in volume ob- 
tained. An agency director who would 
bring in to the life insurance business 
this year a man who openly stated that 
he only intended to dabble at the busi- 
ness, or who gave every evidence of 
being unsuited for life insurance work, 
would be wholly unwarranted in his ac- 
tion, The life companies can engage 





in the house cleaning process this year 
with no detriment to themselves. 
thinning of the ranks is needed. There 
are too many undesirables in the life 
insurance business. The unequipped 
and inefficient life insurance salesman 
has done more then anything else to 
prejudice the public mind against life 
insurance. The opportunity now pre- 
sents itself to get rid of this element. 
If the life companies fail to act now, 
they will prevent the life insurance busi- 
ness from taking a forward step that 
will place it on a much higher plane in 
the mind of the public. 

x * * 


ARGUMENT FOR SMALL BUSINESS 
Ss 


HEAD 


HAT lesson has the influenza 
taught the smaller business man? 
It is worth studying. The man who is 
in business on a comparatively mod- 
erate scale has constantly with him his 
financial problems. It is necessary for 
him to borrow a certain amount of 
money to keep going. Although the 
business may be a success, may yield 
a good profit and income each year, it 
is necessary for the owner to borrow a 
certain amount of money with which to 
lay in stock and finance himself over 
the dull period. In other words, the 
small business man is almost constantly 
in debt in spite of the fact that his busi- 
ness may be in a most flourishing con- 
dition. Such men have been taught 
an impressive lesson by the influenza. 
They have seen that had the disease 
struck them, their business would have 
been left in a most unsatisfactory con- 
dition. They might have been taken 
away at a time when they were heavily 
involved in debt, and would have left 
behind a mass of liabilities instead of 
assets. Men who are running busi- 
nesses of this kind know perfectly well 
that if they live they will be able to 
carry their enterprise on successfully, 
but can also be made to see by the life 
insurance salesman that in the event 
of their death their affairs will be left 
in a most disordered state. 
There are hundreds of prospects of 





this kind who may be approached at 
this time. In fact, when the American 
business man is spoken of, it is this 
type that is referred to. Few business 
houses have a comfortable surplus to 
their credit in the bank at all times. 
There are certain seasons that require 
the outlay of considerable money and 
usually necessitate the borrowing of 
funds. If death strikes at this season 
(and it is quite possible, for death is 
no respector of seasons) the business 
that was a success becomes an utter 
failure. This story may be told to 
business men at this time with good 
results. 
* ok Ok 


LETDOWN 


OME of the companies are assuming 
a position at this time that gives 
evidence of an attitude that should have 
been removed from the life insurance 
business years ago. By a few com- 
panies, the agent is being treated nowa- 
days as if he were a most unimportant 
part of a very important institution. 
That is, new business is being written 
in such large quantities that the indi- 
vidual agent is not being given the at- 
tention that he is entitled to. Appar- 
ently some home office officials feel that 
because new business is being written 
with apparently little selling effort, the 
necessity for giving service to the agent 
has passed. This is an unwholesome 
condition. 


IN AGENCY SERVICE 


It is the agent that builds any life in- [ 


surance company. It is the agent that 
goes out into the highways and byways 
and gets the business that makes of the 
small companies the great financial in- 
stitutions. The New York Life would 
not be in existence today, had it not 
been for the efforts of a small group 
of faithful, industrious, hard working 
life insurance salesmen. The man who 
sees the people, writes the business and 
sends in the applications is the man that 
in the last analysis is the life blood of 
the company. The home office officials 
merely handle the business that the 
salesmen send in. Remove an agency 


a 
organization from a company, and the 
company ceases to function. 

The company whose officials thor. 
oughly understand this principle hag 
established the proper kind of relations 
with its selling organization. The com. 
pany that has failed to grasp this truth 
can never achieve the best results, 

Anyone who is familar with the git. 
uation at this time will admit that ney 
production records are being broken 
weekly. It is, perhaps, possible to prac. 
tically ignore the men out in the field 
and yet get a good increase in business. 
But to go along on that theory, merely 
means that although new records are 
being broken, they could be made much 
higher if the proper sort of cooperation 
were extended to the men on the firing 
line. Moreover, the life insurance sales. 
man who finds that his company comes 
to him and asks for volume and added 
effort during the period of stress and 
storm and then ignores him, or at least 
neglects to extend helpful cooperation 
and service to him, during a favorable 
period is going to lose confidence in the 
purpose of his company. He is going 
to get the feeling that he is being used 
merely as a buffer between the company 
and the public. He is going to begin 
to wonder whether his company is do- 
ing as much for him as other companies 
would do. He is going to become ex. 
cellent new agency material for some 
other company. 


The Insurance Salesman was the first 


heritance Tax Tables for the various 
states; in fact, the first insurance jour- 
nal to call general attention to the op- 
portunity of selling life insurance to 
cover inheritance taxes, and to give to 
agents the necessary data to enable 
them to present the plan intelligently, 
Always up-to-date in selling ideas, effi- 
ciency and successful methods in life 
insurance salesmanship. 


Montana H. B. 393 limits the time for 





payment of notes given for capital stock. 






paper to publish Gleason and Otis’s In- 











generously given. 





One of the vital elements which makes your day 
profitable is a harmonious working arrangement with 
home office officials and a direct cooperative spirit 


Inter-Southern Life 


JAMES R. DUFFIN, President 


The Close of the Day’s Work 


ome you begin to figure up your earnings and 
recall the several reasons for failures during the 
past year, you then more than any other time keenly 
realize the importance of a helpful constructive home 
office service that trains you to overcome such failures. 


All this and more we constantly strive to give our 
This coupled with good policy contracts 
and liberal commissions, is an incentive which should 
interest any ambitious agent who wishes to make 
the most of his salesmanship efforts. 


agents. 


We would like to hear from several 
good men for important field positions 


Insurance Company 


LOUISVILLE, KENTUCKY 
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General Agents wanted in the following states: Pennsylvania, Delaware, Kansas, Mich igan, Obie and the District ef Columbia. Address: 


UNITED LIFE AND ACCIDENT INSURANCE CO. = Home Office, United Life Bldg, Concord, New Hampshire 
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STURM GIVES METHODS 
TALK BY THE BIG PRODUCER 


Cincinnati Agent of the Mutual Benefit 
Makes Some Observations on 
Selling Life Insurance 


CINCINNATI, O., May 14.—Samuel 
W. Sturm, of the Mutual Benefit, “cut 
i short” in his address to the Cincin- 
nati Life Underwriters’ Association, 
Tuesday. The luncheon was largely at- 
tended, thes prospect of hearing one of 
the city’s largest individual producers 
tell ‘How He Does It,” having served 
to bring out a recorc crowd, particu- 
larly of the relatively newcomers in 
the life business. 


Life Insurance Created 


Mr. Sturm was terse, epigrammatic 
and forceful. “Selling life insurance is 
an individual propositon,” he said. 
“Each man gets his business in his own 
peculiar way. He must observe funda- 
mental principles of the business, but 
he interprets them according to his 
own individuality.” 

“Formerly we sold life insurance,” he 
aid further along. “Now we create 
i,and by creating it we eliminate com- 
petition. “Personally, I reasoned it 
out this way when I went into the busi- 
ness: The big man will not buy small 
life insurance, and the small man can’t 
buy large life insurance. So I de- 
termined to go after the big man, and 
by that means I eliminate the money 
qestion. You all know it is no use to 
slicit a man who answers all your 
arguments with the statement that he 
has no money.” 

Commenting on the fact that life in- 
surance is being sold easily and gen- 
ally, Mr. Sturm said this indicated 
that someone—some agency—has cre- 
wed the business. When someone, he 
aid, has made a man believe that life 
insurance is the most essential part of 
tis financial program, a demand has 
teen created for life insurance, and it is 
the easiest thing in the world to sell 
tim a policy. 

Such a man, he said, isn’t interested 
inthe company, and may not be inter- 
ested in the policy—to support which 
statement he cited the case of a man to 
whom he sold a large policy, and when 
te had delivered the policy and was 
shout to leave the client said: “What 
empany is this in, anyway?” 
Purpose of Association 


_The purpose of the association, as he 
iscerned it, is to eliminate the little 
tings that serve tc discredit life in- 


Sirance. 








If you knock another man’s 
sopositon, you have done something 
) destroy some one’s faith in life in- 
ce, he said, and thus you have 
mred yourself and your calling. 
Responding to a query by President 
Mr. Sturm said he never so- 
ted friends; he often talked at them, 
‘mt never to them, about life insurance. 
‘one is successful in life insurance it 
lnot be necessary to seek his friends, 
said, for they will seek him. 
life insurance agent should 
all the insurance he can, he de- 
We go out, he said, and urge 
men to carry all the insurance 
e; but if we don’t do it ourselves, 
ge” lacks the “punch” that car- 
= conviction. 
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Turn Prospects Into Clients 


‘ther thought was that in turning 
mospects into clients it is necessary to 

= men visualize the future; in which 
“anection he cited the case of a man 
. Single, with a good business, and 
g $65,000, who wanted to know 
ty he should carry any more. The 
swer was plain, said Mr. Sturm. He 
Yes in the process of building up a 
gt estate, he never would be better 
“ht to carry more, and he never could 
= it any cheaper than at the time. 











“All right,” said the man; “come around 
and see me.” 

He has visualized the future; a de- 
mand for more life insurance had been 
created; he was sold, then and there. 
The application, the examination, the 
making and delivery of the policy were 
merely details to be filled in. 


Turned the Trick 


Mr. Sturm told of a man+who had 
made an appointment with him for the 
1st of August, and when the call was 
made, the prospect had gone. on his 
summer vacation, to return October 1. 
“T went to see him as soon as he re- 
turned, and recalled the fact of an ap- 
pointment for August 1,” he said. 

“Yes,” was the reply, “I knew I 
would be out of town then.” 

“T sailed into him,” said Mr. Sturm. 
“T told him I didn’t propose te be 
treated that way; and after giving him 
a good calling down, sold him a good- 
sized policy.” 

It doesn’t pay, tie added, to hold 
yourself too cheap, or to be afraid of 
your prospect. The chances are he also 
is afraid of you. If he gives it to you, 
you can give it to him also. Make him 
understand that you are selling the 
most essential thing in the world, and 
that you fully appreciate that fact. 


Three Factors at Work 


Three things are at work creating life 
business, he said—state and other taxa- 
tion, corporate needs and requirements 
and the fear of death engendered by 
the influenza epidemic and other causes. 
These make the selling of life insurance 
easy, from which lie deduced that the 
man who cannot sell $300,000 to $400,- 
000 a year has mistaken his calling and 
should get out of the business. The 
government itself, he said, had given 
the best indication in the world that the 
minimum policy a man should carry 
should be $10,000. He beiieved in go- 
ing after the big men, and as a rule 
wrote from 50 to “0 policies a year. 

“Tear up your old cards and make 
new ones,” he said. .“The percentage 
sold after the second interview is so 
small as to be negligible. Get the live 
ones on your cards. If you miss a 
sale once in a while by this course, it 
probably is because another man _ has 
used an argument that you didn’t think 
of or that didn’t appeal to you. And 
anyhow, you can’t expect to write it all. 
Give the other fellow a chance.” 





Stay-at-Homes Dine Soldiers 


Northwestern Mutual Life agents at 
Chicago who did not get into the service 
tendered a dinner to the members of the 
agency who did serve; Tuesday evening. 
The event was held off until the return 
of Captain “Bob” Harris of the Rainbow 
division. Among others who served dur- 
ing the war in a distinguished way were 
Cc. F. Axelson, who was not in the fight- 
ing, but was one of the right-hand men 
of Colonel Walter Dill Scott, director, 
committee of classification of personnel, 
in the army. Mr. Axelson assisted in 
supervising enlistment and classification 
of soldiers and rating of officers in camps, 
depot brigades, coast defenses, depart- 
ment headquarters, ports of embarkation, 
universities, arsenals, concentration 
camps, army posts, ete. He also attended 


many conferences in Washington and 
contributed ideas for improvement of 
field work. He established personnel 


work at Syracuse recruit camp, the only 
camp for limited service men in the 
United States. He also made a special 
study of officers’ ratings and contributed 
to the preparation of the present instruc- 
tions on rating and methods of reporting 
and recording same. 





Will Enter Tennessee 


The Ohio National Life of Cincinnati 
is preparing to enter Tennessee. T. D. 
Samuels, now general agent at Clinton, 
Ky., will move to Memphis, Tenn., and 
take the western half of the state as 
general agent. This is President Bet- 
tinger month with the company, and it 
will write over $1,000,000. 


These Companies Join Convention 


OMAHA, NEB., May 14.—Secretary T. 
W. Blackbtrn of the American Life Con- 
vention announces these companies have 








recently become members in the conven- 
tion: Northern Assurance of Detroit, 
Rockford of Rockford, Ill., Prairie Life 
of Omaha, Oregon of Portland, Ore., lowa 
of Waterloo, Iowa., and Columbian Na- 
tional of Boston. There are now 118 
companies members of the convention. 


Says Rates Were Justifiable 


BOSTON, MASS., May 14.—Commis- 
sioner Hardison, ordered by the legisla- 
ture tc investigate war clauses of life 
companies, filed a lengthy report today, 
in which he finds that the extra pre- 
miums charged for participation in war 
were legal and justifiable. He says that 
as such rates were not unreasonable and 
that no unjustness or abuse has resulted 
there is no need to recommend legisla- 
tion on the subject. 





Big Investments Made 


Chairman E. A. Ferguson of the life 
insurance committee of the Liberty loan 
committee had to do some tall hustling 
last Saturday to make good the quota 
assigned to his division. The life insur- 
ance division was expected to produce 
$2,800,000. On Saturday morning Mr. Fer- 
guson was $600,000 shy. He started out 
personally to get the money. The Chi- 
cago companies turned in plus subscrip- 
tions Saturday afternoon as _ follows: 
Illinois Life, $300,000; Security Life, $65,- 
060; Federal Life, $40,000; Mutual Trust, 
$26,000; American Bankers, $26,000; North 
American, $20,000; Old Colony, $20,000; 
Farmers National, $5,000. This made a 
total of $844,200 subscriptions from the 
Chicago companies, which was a splen- 
did showing, in view of the heavy sub- 
scriptions on the fourth loan and the 
heavy losses they sustained during the 
influenza epidemic. All but seven gen- 
eral agencies completed their quota. Mr. 
Ferguson and his helpers did excellent 
work during the various Liberty loan 
arives and other war activities. 





Admitted to Indiana 


The Illinois Life of Chicago and the 
Columbian National Life of Boston were 
licensed last Monday to do business in 
Indiana. Both of these companies had 
been in the state some years ago, but 


withdrew because of unsatisfactory con- 
ditions. 





If you are a general agent, you could 
well afford to send the Insurance Sales- 
man to your men, as by making up a 
club you can get a rate of $1 per year 
each. -The Salesman does not publish 
news or controversial matters; it’s just 
made up of straight selling ideas, in- 
spiration, pep and educational matter. 
If you are not already a subscriber, 
take it in combination with Tue Na- 
TIONAL UNDERWRITER at $1 extra, other- 
wise $1.50. 





Life Notes 


The Shenandoah Life’s address was 
published in an ad last issue as Roan- 
oke, Wis. It should have been Roanoke, 
Virginia. 
Marshall C. Ford, formerly manager of 
the Minnesota Mutual in Chicago, has 
joined the Eliason Agency of the com- 
pany at St. Paul. 


_The Bankers Reserve Life of Omaha, 
Neb., has opened a general agency in 
Houston, Tex. Lee R. Bond has been 
appointed general agent. 


W. H. Bettes. formerly superintendent 
of the Metropolitan Life at Fort Wayne, 
Ind., has been appointed agent for the 
Northwestern Mutual there. 


R. L. Carlock, formerly mayor of 
Bloomington, Ill. has been appointed 
manager of the Farmers National Life 
of Chicago for that county. 


N. Gust Hartberg, Marinette, Wis., has 
been appointed general agent of the Old 
Line Life of Milwaukee, with headquar- 
ters in Marinette. His territory em- 
braces northeastern Wisconsin and is 
perhaps the largest general agency dis- 
trict in the Old Line’s home state. 
Joseph LeRoy, Marinette, has been ap- 
pointed district supervisor to assist Mr. 
Hartberg in adequately handling the 
large territory. 


The Northwestern Mutual Life of Mil- 
waukee subscribed for an aggregate 
amount of $10,000,000 of Victory Liberty 
Loan notes. Of this sum $5,000,000 was 
credited to the Milwaukee district's 
credit, the Milwaukee life group receiv- 
ing credit for $4,000,000 and the women’s 
group $1,000,000. The remaining $5,000,- 
000 were placed with the Chicago Fed- 
eral Reserve Bank to be statistically 
allocated by it among banks throughout 
the United States in the fields of the 
Northwestern’s general agents. 








BIG INCREASE IS SEEN 
NO HIGH PRESSURE ALLOWED 


Superintendent Phillips of New York 
Tells Life Companies That Lid 
is Not Off 


NEW YORK, May 13—Respecting 
the amendment to the insurance law of 
New York authorizing the superintend- 
ent of insurance under certain condi- 
tions to suspend the limitation as to 
new business, which a life company may 
write in a single year, passed at the 
recent session of the legislature and 
signed by the governor, Superintendent 
Phillips states that he has kept in close 
touch with the amount of new business 
written by the companies operating in 
the state. The reports received as to the 
amount of business written by such 
companies during April show that the 
phenomenal demand for life insurance 
disclosed by the first three months of 
the year still continues, and that sev- 
eral companies have already written 
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A SELLING POINT | 


BY FRANK L. JONES 


Supervisor of Equitable Life of | 
New York in Indiana 





A man may resolve to stay out 
of debt—many men do. At least | 
many men keep their estates | 
clean or free from debt and do 
not contract debts except for a | 
portion of the purchase price of | 
an investment, in which case the \ 
investment equity is clear, and || 
there is in fact no actual debt. 
But most men don’t stop to think | 
that the very act of dying creates | 
a debt by leaving unpaid their in- || 
heritance and estate taxes. This 
their last act, the act of dying, | 
is a contradiction of their busi- | 
ness acumen if provision is not | 
made by them to equalize the | 
debt with an equivalent of inher- | 
itance tax insurance. 

Say to the next man of prop- | 
erty you chance to meet: “Mr. |; 
Rogers, do you know that the 
last act of your life will be the | 
act of going into debt?” That | 
question will make him think— 
you can do the rest. 














more than 50 per cent of their limit 
for the year. 

If the increase in the volume of new 
business written continues for the bal- 
ance of the year in the same proportion 
as the increase for the first four months, 
it will undoubtedly be necessary to sus- 
pend the limitation as to several of the 
companies. 

The superintendent has written a let- 
ter to all the companies operating in 
the state warning them against any 
high pressure methods because of the 
enactment of the amendment and states 
that he will refuse to suspend the limi- 
tation to any company which indulges 
in extravagance or high pressure meth- 


ods. No increased allowances for com- 
pensation or other expenses will be 


permitted because of the amendment. 

The insurance department within a 
short time will send blanks to the va- 
rious life companies for the purpose of 
securing data on business written on 
the paid-for basis during the first, five 
months of the year. 


Gary National Life. Gary, 
company reports having written over 
$900,000 of new business since Jan. 1, 
1919. President Wilbur Wynant has been 
successful in establishing the company 
on a substantial basis. Associated with 
him in the management are experienced 
insurance men. A. E. Johnson, assistant 
to the president, is the company’s super- 
intendent of agents. He has attracted a 
number of excellent agents to the com- 
pany who are producing a fine business. 


Ind.—The 
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Selecting Agents 


AN observer of life insurance affairs, 
who has the opportunity to go about 
from place to place these days, may 
readily detect an inclination upon the part 
of home office agency heads and general 
agents to establish higher standards in 
the selection of new agency material. It 
is becoming increasingly true that men 
are no longer brought into the life insur- 
ance business on a hit or miss basis. It 
is recognized that there is a real need 
for men of ability in the business and 
that the mediocre type has no place in 
life insurance work. 

Public opinion is responsible chiefly for 
this change. The purchaser of life in- 
surance today wants an agent who can 
supply what he asks for. The man about 
to invest his funds in life insurance wants 
some sound advice and counsel. He wants 


to feel that his money is going to be 
spent in a way that will be most beneficial 
to him. He recognizes the fact that a 
trained life insurance man is more likely 
to be familiar with his own needs, than 
he himself is. Hence, in seeking advice 
from the life insurance agent he expects 
to find some one upon whose judgment 
he can rely. 

The modern businéss man today posi- 
tively refuses to do business with the old 
time type of life insurance agent. As 
this attitude has made itself felt at the 
home offices, it has gradually dawned 
upon the companies, that it is not only 
good business from the company’s stand- 
point, to send high class men into the 
field, but that the public today demands 
men of larger caliber than those who 
carried the rate book some years ago. 


Uncertain Future 


Many life men say that they seldom 
run across a big case where the inherit- 
ance or estate tax argument amounts to 
much. If a man is able to leave only a 
moderate estate, the amount of the tax 
may not appeal to him as a formidable 
sum. However, even a man leaving an 
ordinary estate does not want to have two 
or three thousand dollars tied up in cash 
in bank to provide means for meeting 
taxes on his estate and to pay debts that 
must be met at once. It is the uncertainty 
of the future that makes life insurance 
particularly appealing to all men who are 
leaving even a modest estate. It is found 
that parts of estates have to be sacrificed 
to provide the cash to meet the govern- 


ment demand. What the government will 
do next year, or the year following is 
not known. Those, however, in a posi- 
tion to predict, say that there is no likeli- 
hood of any decrease in the amount of 
tax. The tendency will bein the other di- 
rection. The sentiment of the times seems 
to be to exact a tribute from inheritances. 
Life insurance, of course, provides the 
ready sum for the taxes, be the estate 
large or small. The maineargument that 
appeals to people of modest estates is the 
uncertainty of the future and the fact that 
life insurance can be provided for the cash 
that should be kept on hand to safeguard 
the estate against sacrifice in case of 
death. 


German Socialism 


Lire insurance men should acquaint 
themselves with the compulsory Ger- 
man state health insurance scheme be- 
cause there are a number of legislative 
commissions that are now investigating 
compulsory health insurance. This agi- 
tation for state insurance is largely the 
work of professional reformers, ex- 
tremists, dreamers and those who want 
to make a change. 

President 
Federation 


Samuel Gompers of the 
of Labor has come out 
boldly against this plan. The medical 
societies are all opposed to it. 

Under this scheme the employer 
would contribute 40 percent, the state 
40 percent and the wage earner 20 per- 
cent, making up a health insurance 
fund. 

This is one of the state socialistic 
schemes that are now confronting the 
American people. THe Nationa Un- 
DERWRITER iS running in every issue, in 


its casualty department, something re- 
garding compulsory health insurance, 
because the people at large look to the 
insurance men for their opinion. Com- 
pulsory health insurance was one of 
the main factors used by the German 
imperial government in autocratic su- 
premacy. It made the wage earners 
believe that this was one of the great 
concessions made to them. It created 
a dependent set of men. Over here in 
America, we believe in paying our wage 
earners sufficient compensation so that 
they do not have to be tagged, or are 
not compelled to buy their drugs at 
one place, or be looked after by a physi- 
cian not of their own choosing. 

The sinister finger of state socialism 
is pointing at the people through com- 
pulsory insurance agitation. 


THE morning is always bright. 
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President John M. Stahl of the 
Farmers National Life of Chicago has 
received an official invitation to attend 
an international conference in France 
in July. ‘Vhis conference is to be of 
representatives of a score of govern- 
ments and is to consider agricultural 
conditions, and procedure as an inter- 
national subject. The invitation states 
that the United States War Depart- 
ment will pay all of Mr. Stahl’s travel- 
ing and living expenses while. on the 
trip, etc. 

As stated, the conference is called to 
consider world agricultural conditions 
and problems, and international action. 
Mr. Stahl has been a farmer all his 
life and is an extensive land owner. As 
stated in “Who’s Who,” he was_ the 
first to propose the delivery of mail to 
farmers and always led in the move- 
ment to secure rural mail delivery, 
which has been a fundamental factor 
in farm life, resulting in entirely new 
conditions in farming and in farm liv- 
ing. It has been truly said that rural 
mail delivery revolutionized farming. 

During the four or five years before 
the parcel post law was enacted, Mr. 
Stahl led in the movement for a mod- 
ern parcel post and was the only rep- 
resentative of any organization at 
Washington that advocated the bill 
that became the present parcel post 
law. President Taft made all his an- 
nouncements in regard to pending 
parcel post legislation to Mr. Stahl. 
When the bill for direct election of 
United States senators came up for 
final vote in the House, the congress- 
man that had charge of the bill had 
read from the clerk’s desk a letter 
from Mr. Stahl in favor of the bill. 
Having a letter from a private citizen 
thus read by the clerk of the House 
is a rare occurrence. 

Mr. Stahl called to order more than 
thirty years ago the meeting in Spring- 
field that formed the first state organ- 
ization for good roads in Illinois. He 
introduced and put through the frst 
resolution in favor of good roads, the 
first resolution in favor of state aid 
for good roads, and the first resolution 
in favor of national aid in road build- 
ing ever adopted by a national agri- 
cultural organization in the United 
States. 

The conference to which Mr. Stahl 


has been invited is to be held in 
Beaune, in Burgundy. Beaune is a de- 
lightful city among the so-called 


mountains of eastern France and has 
a very agreeable summer climate. It 
is about fifty miles west of Geneva, 
Switzerland. Mr. Stahl’s mother, 
whose father was the marquis of the 
old nobility (not of the “parvenus”) 
was born near Beaune. 

Mr. Stahl, who was on the Chau- 
tauqua circuit for several years, has 
been invited to lecture to the army of 
occupation after the conference. It 
is becoming more and more apparent 
that food production and distribution 
will be the most important and press- 
ing problem of the first few years of 
peace, and that upon the wise solution 
of this problem will depend the pros- 
perity of all industries, and in some 
countries the stability of governments 
and the safety of social  institu- 
tions, hence the conference in France, 
in which comparatively few will par- 
ticipate, and which is expected to work 
quietly that apprehension may be al- 
layed, not increased, will deal with 
subjects of the gravest importance. 


Karl B. Korrady of Chicago, assist- 
ant manager of agencies of the Illinois 
Life, is celebrating his twenty-fifth an- 
niversary with the company. Mr. Kor- 
rady went with the Illinois Life when 
it was a very small institution in May, 
1894. He had been minor clerk in the 
department store of Charles A. Stevens 
& Bro. in Chicago and in that connec- 
tion had come in contact with one of 





the partners, James W. Stevens. It so 
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KARL B. KORRADY western 
Assistant Agency Manager Illinois Life, Im {0° busin 
Who Has Rounded Out Twenty-five four mon 
Years of Service with $723 
last year. 
happened that Mr. Stevens had been , 
elected president of a new and strug. Cc. M. 
gling assessment company in the fall Mi for the | 
of 1893. It was chiefly a position of Indiana, | 
honor as Mr. Stevens did not pretend HH , two m 
to know anything about the life in- ated on 
surance business. Mr. Korrady had weeks sil 
worked in the Stevens store during MJ i) Mr. | 
vacations and had attracted the atten- ing appoi 
tion of Mr. Stevens. The president got George 
in touch with the young man, Karl, M Rockford 
and the latter was engaged as an office cial repre 
boy and general roustabout at the Illi- with he: 
nois Life office which consisted of af yr Hes. 
_— of rooms in the Woman’s Ten- a record 
ple. : 

The boy, Karl, was called upon to —, 
do all kinds of work. He carried the Metropo! 
few policies that were written over to HM tif. and 
the Stevens store for the president to Herma 
sign. On his way home at night he superinte 
would stop with the applications at the HH sion, 
Streeter Hospital at Twenty-sixth and agency 
Calumet avenue where the medical di- with F. 1 
rector of the company, Dr. J. W. H. H 
Streeter, held forth. Dr. Streeter MB cotury 
would examine the applications from sspointe 
the medical standpoint and have them -. Life 
ready for Korrady on his way to the 
office the next morning. Korrady as 
sisted in the actuarial, agency, medical, Phen J. 
executive and accounting departments gj 2tanty 
He thus got a pretty good all-around ™ Omah 
knowledge of how to run a life com- (iM ¢ telegre 
pany. sence he 

Aside from President Stevens. Mr. Davenpo 

Korrady has the distinction of having J thing 
been connected with the company for <2 pub 
a longer continuous service than any = well 
other employe. About two months #™ ¥ét. 
after Korrady was employed W. 2. 
Brown, the auditor of the company, CE, 
came on the scene. He is still con- ‘ential z 
nected with the institution. The _gen- #™ >'@tion 
eral counsel of the company, Frank ong du 
O. Lowden, had a small office next to Ae 
the Illinois Life. He is now governor Mj *" "as | 
of Illinois. 

Mr. Korrady is the right hand mat Charle 
of Vice-President R. W. Stevens 9% pointed 
conducting the agency department 0! Mf ‘onal of 
the Illinois Life. The agency end 0 Mr. 
this company has always been dis J pears, id 
tinguished as being up ana comme #% Mutual 
Mr. Korrady has kept in close touch MM Sen Fra 
with the producers, has helped them some ty 
in many ways and has supported his # cany he 
chief in the upbuilding of the rate book wtuary 
men. Mr. Korrady is a friend of 2! Mj = mili 
the agents. He is a man with a fine = 
grasp of life insurance, has definite The B 
constructive ideas and has won a warm =suranc 
spot in the hearts of every one COM Se [Uy 
nected with the organization. He, *¥j Moines, 
always on the job from early morning ‘ederal 
until late in the evening. Yes Mc 

Out in his suburb, Kenilworth, he 250,000, 
has participated actively in the civ 9 “nt: C. 
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affairs of his community and is re- 
garded as one of its most useful citi- 
zens. He has grown with the Illinois 
Life, has contributed greatly to its suc- 
cess, and is a credit to the institution 
he has served so faithfully and well. 



































Julius H. Meyer, Chicago general 
agent of the New England Mutual 
Life, has served in that capacity for 
tn years. Mr. Meyer was formerly 
one Of the agency partners at Mil- 
waukee. He was sent to Chicago to 
start the second general agency of the 
company. He began with an entirely 
clean slate. He had to build from the 
ground floor. Mr. Meyer’s agency 
now has $9,000,000 of insurance in 
force and an annual premium income 
of $300,000. He has developed a mag- 
niicent business, has made a host of 
fiends and has stood for the very 
highest ideals in his business. 

E. W. Spicer, president of the Ameri- 
can Bankers of Chicago, has become 
gnother president. He was recently 
chosen as president of the National 
Lumber Mutual Fire of Chicago. 
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Cc. B. and H. M. Taylor of Wheeling, 
W. Va., general agents of the North- 
western Mutual, have $1,625,900 paid 
for business to their credit for the first 




















i 
he four months of the year as compared 
with $723,300 for the similar period of 
“a last year. This is a splendid record. 
een — 
strug- C. M. Hueblin of Chicago, manager 
he fall for the Reliance Life in Illinois and 
tion of Indiana, has returned to the office after 
oretend #2 two months’ illness. He was oper- 
life in- aed on for gall stones. In the two 
ly had @% weeks since his return from the hospi- 
during HH 2, Mr. Hueblin has made the follow- 
atten: BM ing appointments: 
ent got George B. Hessaur, formerly of the 
» Karl, Rockford Life, has been appointed spe- 
n office HM cial representative for the Reliance Life 
he Illi i with headquarters at Rockford, Ill. 
d of 2 vr Hessaur is a big producer, having 
s Tem- MM; record of over $300,000 of paid-for 
business during the past ten months. 
pon to HM Robert E. Beysiegel, formerly with the 
ied the Hi Metropolitan, has joined the Reliance 
over to MM Life and will work out of Rockford. 
dent to Herman C. Offut, formerly assistant 
ight he MM sperintendent of the Prudential at 
- ir Aurora, Ill, has taken the general 
“ 14 agency for the Reliance at Aurora, 
Ice W with F. D. Michael. 
J. W. H. H. Hadlow, formerly with the 
— Century Life at Gary, Ind., has been 
" pen: appointed general agent for the Reli- 
+* the a wwe Life in the Gary district. 
—_ _L. J. Dougherty, secretary of the 
-tments, ( Cuaranty Life of Davenport, Ia., was 
-around = Omaha last Friday when he received 
fe com: M2 telegram saying that during his ab- 
sence he had been elected mayor of 
ns. Mr. Davenport. He hurried home before 
having Mg “3thing else could happen to him. He 
any for fm 82 public spirited citizen and one of 
ian any ™ “e well known life officials of the 
months @m Fest. 
W. 2. P — 
ympany, fC. E. Maitlen, agent for the Pru- 
ill con- fH “2tial at Portland, Ind., wrote 12 ap- 
he gen- f/m *cations for a total of $28,000 in one 
Frank J *eek during April. This is a remark- 
next to ®le record considering that Mr. Mait- 
overnor fm “has a big debit to collect. 
nd man Charles §. Hutchings has been ap- 
vens 11 MM pointed actuary for the American Na- 
ment of MM tonal of Texas. 
end 0 Mr. Hutchings was, for several 
en dis: fi rears, identified with the Northwestern 
commg. Mutual Life, going to the West Coast 
e touch Hi Sn Francisco Life as assistant actuary 
-d them Hj some two years ago, with which com- 
rted his Mj cany he succeeded to the position of 
ate book HM ztuary upon Gordon Thompson enter- 
x oe ™g military service. 
a nn is 
definite, The Hunters, long prominent in Iowa 
a wart Hi “surance circles and recent editors of 
ne con Mi =e Underwriters’ Review of Des 
He 's Moines, are heavily interested in a new 
morning ‘ederal farm loan bank organized in 
h Yes Moines with a capital stock of 
orth, Ne me $50,000, George G. Hunter is presi- 
he civil Ml Sent: CS. Hunter and Sidney Mandel- 








baum are vice-presidents; Edward 
Hunter, secretary and treasurer. The 
Uniterwriters’ Review was purchased by 
Clifford DePewry, Des Moines, owner 
of The Northwestern Banker. 


Frank P. Thomas, who up to three 
months ago was special agent for the 
Connecticut Mutual in Cincinnati, died 
Sunday after an illness of only three 
days, and was buried Tuesday. He was 
53 years old. The widow and one son, 
a student, survive. 
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Conservative Life Notes 


The Conservative Life of South Bend, 
Ind., announces the following promotions 
and changes: 

Superintendent L. G. Hilenberger, who 
has been in charge of the Marion, Ind., 
district, where he has made a splendid 
record, has been promoted to a special 
superintendency, making his headquar- 
ters at Gary, where he will supervise the 
work of the staffs in Gary, East Chicago, 
Indiana Harbor and Whiting. John H. 
Shepherd, who has been connected with 
the Prudential, has been appointed super- 
intendent at Marion to succeed Mr. Hilen- 
berger, promoted. 

L. W. Lindley, who has been con- 
nected with the Conservative for a con- 
siderable time as agent in the Kokomo 
and Marion districts, has been promoted 
to an assistant superintendency at South 
Bend, Ind. 

John Sierocinski has been appointed 
superintendent at Gary, Ind., under Spe- 
cial Superintendent L. G. Eilenberger. 

P. L. McCormick, superintendent of 
the Kokomo, Ind., district, has been 
transferred to the superintendency at 
Peru, Ind. Mr. McCormick, while super- 
intendent at Kokomo, has made a splen- 
did record, standing No. 2 in industrial 
increase and No. 7 in ordinary for the 
year to date. R. I. Weisner, who started 
with the company as an agent at Ko- 
komo, has been promoted to the super- 
intendency of that district, succeeding 
Mr. McCormick. 

S. J. Shaffran, who has been superin- 
tendent of the East Chicago district 
since Sept. 19, 1918, has been promoted 
to special home office representative, he 
working in the ordinary department un- 
der the personal direction of Vice-Presi- 
dent Burkart, who has taken over the 
management of this department himself. 


Whitmer Goes to Ft. Wayne 


W. E. Whitmer, formerly superintend- 
ent of the Euclid District at Cleveland, 
Ohio, for the Metropolitan Life, has been 
appointed superintendent at Fort Wayne, 
Ind., succeeding W. H. Bettes, who has 
gone with Northwestern Mutual in Ft. 
Wayne. 


W. T. Nuttall Honored 


Superintendent W. T. Nuttall of the 
Prudential, at Dayton, Ohio, started a 
Prudential agency in the Covington, Ky., 
district April 21, 1894. Shortly after he 
went to Evansville, Ind., and filled a 
clerical position in the district office. On 
July 1, 1895, he was appointed assistant 
superintendent in Evansville. On May 5, 
1896, he was promoted to the superin- 
tendency of the Rockford, Ill., district, 
and at the beginning of 1897 was trans- 
ferred to his present territory. Having 
completed twenty-five years of continu- 
ous service, Mr. Nuttall gathered around 
him his staff and many other guests in 
celebration of his entry into Class E of 
the Prudential Old Guard. From the 
home office were Second Vice-President 
and Secretary Willard I. Hamilton and 
Division Manager W. H. Bettner. The 
visiting superintendents were T. J. 
Stewart, New York 8; H. R. Kendall, 
Louisville, Ky.; A. M. Kemery, Columbus, 
O., and J. C. Ludman, Springfield, O. 
After welcoming the company and stat- 
ing that he considered it a high compli- 
ment to have his entire staff present, 
Mr. Nuttall turned the meeting over to 
Superintendent Stewart, the toastmaster 
of the evening, who paid a glowing trib- 
ute to Superintendent Nuttall and dwelt 
on the true friendship that has bound 
them for over twenty-two years. Second 
Vice-President Hamilton’s interesting 
address was warmly received and in pre- 
senting the emblem and certificate of 
Class E he highly complimented Mr. 





Nuttall upon the efficient and loyal serv- 
ice he has devoted to the company. 
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W. J. Arnette 


W. J. Arnette, who has recently been 
discharged from the army after serving 
in France, has been appointed super- 
visor of agents, at Chicago, by the Fidel- 
ity Mutual Life. Mr. Arnette was for- 
merly second vice-president of the Vol- 
unteer State Life. Prior to his connec- 
tion with Volunteer State he was general 
agent for the Fidelity Mutual at Jack- 
sonville. 





George C. Perkins 


George C. Perkins, assistant manager 
of the Mutual Life at Jacksonville, Fla., 
has been promoted to manager at Wheel- 
ing, W. Va. 


Life Agency Notes 


Guy A. Collard, formerly general man- 
ager in Omaha for the Equitable, has 
opened an office in the First National 
Bank building as general agent for 
the Minnesota Mutual Life. 

A. V. Wood, formerly cashier for the 
West Coast Life at Los Angeles and gen- 
eral agent of the Angeles Agency, has 
again taken charge of that agency as 
general agent. 

George R. Duncan, supervisor of the 
southern district of the West Coast Life, 
with headquarters at Los Angeles and 
one of the company’s leading agency men 
for the past three years, has resigned, 
effective July 15. Mr. Duncan is leaving 
the company on the best of terms and 
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Values and all Changes in Policy Literature, Rate 
Books, etc. Supplementing Policyholders’ Digest, 
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has not announced his future plans. 


Security Life of Chicago 


The Security Life of Chicago announces 
that all of its policies issued after May 
1 will be free of all conditions as to mili- 
tary and naval service either in time of 
war or peace. After one year the poli- 
cies will be incontestable. Security poli- 
cies issued after May 1 will be free of 
all conditions as to residence, occupation, 
travel, habits of life, and manner, time 
or place of death. No permit or extra 
premium will be required for military or 
naval service in time of peace or war. 

The elimination of military restrictions 
does not apply to total disability or dou- 
ble indemnity. 


Connecticut Mutual Limits 


The Connecticut Mutual has increased 
its limits in accordance with the follow- 
ing schedule: 


2-Year 3, 4,5-Yr. 
Nearest Life and Initial Initial 
Age Endowment Term Term 
16-19.... $20,000 None None 
20-24.... 75,000 $50,000 $30,000 
25-50 100,000 75,000 50,000 
51-55 80,000 60,000 40,000 
56-60 60,000 40,000 30,000 
61-65 20,000 None None 








AGENTS GIVE GOOD SUGGESTIONS | 








symposium of Northwestern 
Mutual Agents. Some of the ex- 
pressions follow: 
* 


S OME good ideas were presented at 
a 


* x 

Mr. Duval, New York City— 

“To begin with, keeping everlastingly 
at it is absolutely necessary. A good 
rule for you. to follow is to make up 
your minds to work at least six hours 
every day in the field, and never to 
spend more than two hours in your 
office. When you once leave your 
office don’t return until it is time to 
quit. In other words, if ‘you start out 
say at 10:30 in the morning, keep right 
on going, not making any difference 
whether you write one, two, three or 
four applications and when it gets to 
be about 5 or 5:30, then it is time to go 
back to your office, if you care to, 
otherwise go right home, as I very 
often do. Don’t go back to the office 
at all. 

Quit the Office Habit 


“T find that I lose more business by 
staying in the office than by going out 
after it. Consequently I think that if 
all of you would get out as often as I 
do, you would do just as much as I do. 
When you call on a prospect and you 
are told that he is busy, or that he is 
out and will return in a few minutes, 
I think it would be wise if 'you go out 
and see somebody else rather than wait 
in his office, because by waiting in his 
office you are very apt to get stale, and 
lose your pep. So I invariably, when 
that happens, drop in on somebody 
else on the same floor, or go up on the 
next floor and try to sharpen my wits 
in order to be more ready for the man 
that I am after. 


Must Have Good Prospects 


“While calls are very essential, it is 
just as necessary to know who not to 
call on. I think that is sometimes even 
more important than calling on your 
prospects. I find that by elimination I 
largely increase my business. For ex- 
ample, every month I take out prob- 
ably from ten to twenty-five prospect 
cards, but of course, when I do that I 
find it absolutely necessary to get from 
ten to twenty-five new ones, to make 
up for those that I cut out. 


Talking Too Much 
“T wonder if any of you have ever con- 


sidered how much business is lost by 
talking too much? When you make a 





telling point with your man stop and 





give the man a chance to absorb it. 
Resist all temptation to talk. Don’t 
say anything at all, in fact, until he 
makes the next move, and you will find 
by that time, if you are already going 
pretty well, that by simply saying, ‘Will 
you be ready to see the doctor at ten 
o’clock tomorrow?’ or some other time, 
that he will invariably answer and say, 
‘Well, ten o’clock will not be just 
right; make it twelve o’clock at noon 
tomorrow, and I will try to see him.’ 


Get in Good Licks 


“When you call on friends who know 
you are in the business, you will surely 
be asked how business is. When you 
meet a man that makes that statement 
I think there is a good chance to get 
in some good licks on the existing con- 
ditions of today. To show you what 
is possible by keeping at it, one of the 
heatless Mondays that we experienced 
last January, I went out and called on 
a policyholder and took him to lunch 
and by reason of that call I succeeded 
in placing $165,000 of insurance. This 
was on a heatless Monday when the 
office was cold.” 

x * x 
E. B. Stinde, Missouri— 


“My formula is to throw away that 
eight-hour labor union card that so 
many of us carry. Work with self-for- 
getful abandon. We should work day in 
and day out, and that is the only 
method I know of to be really success- 
ful in the business. I work from ‘the 
center of things.’ I think that is about 
the most important thing we can pos- 
sibly do. Perhaps in one minute I can 
tell you an instance regarding ‘the cen- 
ter of things.’ I approached a man 
several weeks ago. I went to his desk 
and said, ‘Mr. C. how is it that I have 
written so many of your friends for 
large lines of insurance, and I have 
never written you?’ I said, ‘These 
men are shrewd business men, leaders 
in their lines, always buying the best. 
You need a large line of life insurance.’ 
I didn’t know exactly why I should put 
my line high. I said, ‘You need a large 
line of life insurance, possibly $200,000.’ 
I said, ‘sign this application for $100,- 
000, which is our limit and I will talk 
to you about the balance later.’ Of 
course I had to say a few things about 
why he should do that. I said, ‘Mr. 
C., there is a definite liability against 
‘your estate that you don’t know about, 
of $200,000. I knew he was worth a 
million dollars at least, and there would 
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be that much inheritance tax. I said, 
‘In addition to that there is the de- 
creasing purchasing power of the dol- 
lar.’ I said, ‘Do you want a contented 
mind? My proposition is the only 
thing that will bring you a contented 
mind, and it is the most valuable as- 
set you can have.’” 
* x 

H. G. Fricke, Nébraska— 

“TI believe every man should, before 
he goes to his man know his first name 
and his last name, his age, the age of 
his wife, the age of his children, what 
he owes and does not owe. Then, and 
not until then can he fit that man like 
a tailor fits a man with a good suit of 
clothes. I don’t believe any agent has 
any right to sell anybody insurance or 
receive any commission therefor unless 
he gives him the right amount, and 
the kind that he should have. I think 
that is perhaps the key to my _ suc- 
cess.” 

* ok x 

E. J. Kohn, Illinois— 

“IT arrange my cards, keep all my rec- 
ords in such shape that there is no 
difficulty in my locating any name or 
man or place without trouble. For in- 
stance, ] never make a call in any par- 
ticular neighborhood without looking 
over my cards, which are arranged by 
streets to see if there is anybody else 
that I should call on in that neighbor- 
hood. This is the second: I try to 
keep away, in a large city of course, 
from what is called the congested dis- 
tricts. In Chicago we have the ‘loop.’ 
There must be a thousand insurance 
men calling on the people in this ‘loop,’ 
a place about half a mile wide and 
half a mile long. Every man gets 
called on many times a week. 


Go to Outside Sections 


“T try to go to the outside parts of the 
city where there is less competition, 
and where you receive more welcome 
than you do in the congested parts. I 
find that calling on the man who you 
think won’t buy, pays. Many a time I 
have thought, well, so and so, I know 
he carries a large line of insurance; he 
won’t increase it; what’s-the use of 
calling on him? I have called on him, 
and have sold him insurance. I don’t 
know whether it was salesmanship or 
I just happened to strike him at the 
right time. But never pass up a man 
who you think won’t buy. When I 
first started in the insurance business 
I was bashful, a little afraid to call 
on these men I met socially, old 
friends, men with whom I played golf 
and met through my business. 


Getting Business From Friends 


“After I was in the insurance business 
a month I sold a large policy to one 
of my closest friends. When he gave 
me a check for the policy I said, ‘Thank 
you.’ He said, ‘What do you thank 
me for? If you can’t make money 
from your friends from whom are you 
going to make it?’ From that time on 
I called on all my friends. Many and 
many a time I have heard men talk 
about the first and the second call. 
There is no first call or second call 
with me. I call on a man whom I 
think I can sell, until I sell him. I had 
an example only last Friday. I called 
on a man at least once a month for 
the last two years. The man needed 
$100,000 corporation insurance. He 
kept putting me off. First he went to 
California, then he went to some other 
place. Last Friday I went over there 
and said, ‘I’m going away this time. 
I’m going to Milwaukee, and 1 want to 
take your application with me.’ And I 
got it for the $100,000. 


Thinking Over His Replies 


“At first I rode in a street car. Now 
I ride in an automobile. But at first 
I used to sit in the car and think over 
what I was going to tell the man that 
I was calling on. Now I don’t think 
what I am going to tell the man. I 
try to think beforehand what the man 
is going to ask me, and think out the 
answers to the questions that he puts 
to me. In other words, I try to talk 


as little as I possibly can of my own 


and tell me what he has got to say, and 
I try to prepare answers in advance.” 
* * * 


R. W. Cameron, Oregon— 


“There are three things that I con- 
sider that are essential. The first 
thing is service; hard work. Get the 
confidence of the man ‘you are trying 
to write, and when you get his confi- 
dence, you have written him practic- 
ally. I find out in Portland where IJ 
am doing a lot of work and much of 
it in eastern Oregon, that whenever 
I can I place a man under obligations 
to me. Lots of times I will go over 
to the stock yards. A man will be 
coming over town and he will say, 
‘You going over town, Bob?’ Whether 
I am going over town or not I always 
say yes, and I drive him over and get 
acquainted with him; get his confidence, 
if I can, and you always can. When 
you go to meet that man you are meet- 
ing him more on his own ground, and 
you can talk with him. 

“It is a rare thing that I don’t write 
a man either on the second or third in- 
terview. Possibly I don’t call on as 
many men as I should. In fact, I 
know I don’t, but when I start out on 
a trip up in eastern Oregon, I know 
practically whom I am going to see. 
On my last trip up there I called on 
four men and wrote $50,000 insurance, 
and I called on only four men.” 

xk * x 


W. L. Shearer, Kentucky— 

“One of the agents spoke about not 
being able to sell a policy and make it 
tailor-made. I! will tell you, I think 
that the man this morning is laying a 
foundation for an AA prize some day, 
because in the writing of one applica- 
tion, although it is dnly a thousand 
dollars, that is going to aid any man, 
even if he is a millionaire. That gives 
you an entry that will probably de- 
velop into lots more insurance. There 
is no question about this. We have 
got to have different methods. A man 
that is not responsive enough to meet 
the different minds of this country will 
never make a big success in life insur- 
ance. 

Gives a Personal Experience 


“Three years ago I was walking down 
the street in my town. Just after I had 
got off the train I met a man. He said, 
‘I am going to take $2,500 insurance 
from you.’ I said, ‘John, I won’t take 
your application for $2,500.’ He said, 
“Why won’t you?’ I said, ‘I won’t do 
it because when that application goes 
to the home office they will turn to 
Bradstreet or Dun and see that you 
are rated as able to carry $200,000 in- 
surance. I think more of my standing 
with the company than to send that 
kind of an application in on a man of 
your ability.” [I walked right into that 
man’s office and I got his application 
for $20,000. 

“T went into another office and I said, 
‘Now I have been waiting on you. I 


and every hour I stay here is going to 
cost you $30.’ At ten minutes to six 
I got his application, and I assure ‘you 
it cost him more than $30 additional 
for each hour I stayed there. 


Dr. C. E. Albright, Wisconsin— 

“T will tell you what I think helps 
us more than anything else, and I am 
going to tell you a story that will illus- 
trate it. That is the recognition on the 
part of so many men that life insur- 
ance supplies a need that no other 
power on earth or above the earth can 
bring. I had delivered a policy to a 
very prominent Bohemian, a good-sized 
man, and he became somewhat remi- 
niscent; he began to think of his 
friends; he wanted them to have some 
of the same insurance. So he asked 
me about one or two of them, one man 
especially, and he asked me how much 
insurance he carried. I said, “I am 
sorry to say that so far as I am ad- 
vised he doesn’t carry any.’ ‘Why 
not? ‘Well,’ I said, ‘I understand that 
he is a Christian Scientist.’ ‘What has 
that got to do with it?” ‘Well,’ I said, 
‘I don’t know much about that, but I 
understand that the Christian Scien- 
tists hold that the Lord will protect 
those who are dependent upon us if 
we are called away without having 
made adequate protection.’ He scratched 
his head and finally said, ‘Vell, he might 
do that in the old country, but he von’t 
do it over here.” 





—== 


and eloquent discourse, related that when 
he had to give up preaching becausge 
of the loss of his voice, he had success. 
fully engaged in selling life insurance 
until the call of the church became go 
overpowering that he was compelled to 
resume expounding the gospel. He ex. 
pressed the opinion that the profession 
of life insurance agent is on as high a 
plane as the ministry. 

* * * 
Nashville, Tenn.—Membership in Nash. 
ville association was practically doubleq 
in the membership campaign, which 
ended Monday. The general campaign 
committee, of which John T. Berry jg 
chairman, has drawn up plans for future 
meetings, including spring outings, sales 
contests and educational work. 
There are 37 life companies now doing 
business in Nashville, most of which are 
represented in the association. A fitting 
recognition for each general agency, 
showing a 100 percent membership jp 
the Nashville association, was given at 
the final meeting of the membership cam- 
paign. The officers of the Nashville as- 
sociation are Reau E. Folk, president: 
John T. Berry, vice-president; Olney 
Davies, secretary and treasurer. y 

* OK * 
Richmond, Va.—There were nineteen 
additions to the membership of the Rich- 
mond, Va., Association of Life Under- 
writers at the May meeting. Of this 
number six were women. 
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Miniature Policy 
Gets the Business 








LOCAL ASSOCIATIONS 




















Chieago—Ralph H. Hobart of the 
Northwestern Mutual is chairman of the 
life insurance committee that was ap- 
pointed to raise funds for the reception 
and entertainment of the returning sol- 
diers of the 33rd division who hail from 
lilinois. The Illinois governor’s commit- 
tee was appointed to provide state-wide 
reception to these men. Associated with 
Mr. Hobart on the life insurance com- 
mittee are E. A. Ferguson of the Union 
Central and R. W. Stevens of Illinois 
Life. The life insurance subdivision is 
given $500 to raise. 

* * * 


Philadelphia—The annual meeting of 
the Philadelphia association was held 
last Thursday and the following officers 
were elected: Louis F. Paret, Provident 
Life & Trust, president; Arthur D. Mur- 
phy, Home of New York; William A. 
Smalley, New England Mutual, and Clay- 
ton M. Hunsicker, Fidelity Mutual, vice- 
presidents; Clarence A. Wray, Home of 
New York, treasurer; Wilfred L. Coates, 
Northwestern Mutual, secretary, and Jo- 


secretary. 
The annual banquet followed the 
meeting. The principal speakers were 


Thomas Blaine Donaldson, commissioner 
of Pennsylvania, and the Rev. Ernest 
Bowden of the Oak Lane M. E. Church. 
In the course of his address, Commis- 
sioner Donaldson asserted that life in- 
surance is absolutely the cleanest busi- 
ness he has to deal with. 





am here. It is a quarter to two o’clock, 


The Rev. Mr. Bowden, in a forcible 


seph C. Staples, Pacific Mutual, financial, 





J. P. Slaughter, Pres. 


Good contracts for live agents. 





The American Home Life 
Insurance Co. 


Topeka and McPherson, Kan. 


Address F. P. Metzger, Agency Director, Topeka, Kan. 


Chas. H. Sandy, Sec. 











initiative. 


I try to let him lead me on, 











Southland Life Insurance Co. 


DALLAS, TEXAS 


The Progressive Company of the South 


HARRY L. SEAY, President 
L. LINZMEYER, Vice-President and Actuary 





Among the army of Hartford, Conn, 
insurance agents is one broker who be- 
lieves thoroughly in advertising “stunts.” 
His annual writings are large—very 
large, and he asserts it is due to his 
constantly “touching up” prospects 
with printed “stunts.” His calendars, 
blotters, booklets, pencils, plus the 
regular advertising literature his com- 
panies provide have, in their distribu- 
tion, made his name almost a house- 
hold word. At least it is a business 
office word! 

One of his own originations—and 
one he favors as a business getter—is 
a small miniature policy which when 
folded the usual way fits into an ordi- 
nary business envelope. On the out- 
side these words appear printed in 
usual policy-print style: 

LIFE INSURANCE COMPANY 
—Somewhere in America— 


Capital—(certainly!). 

Officers—(well known). 

Business in Force—(fine). 

Particulars of Contract Inside. 

Upon opening the “contract” this text 
is found. although no attempt is made 
to reproduce the inside of a usual policy 
contract to detail: : 
“Dear Sir: 

“When you first 
thought it a new 
policy—didn’t you? 

“Then when you read the text you 
didn’t know just what to make of it, s0 
you ‘peeped’ in here. 

“And now you find it is an advertise- 
ment for life insurance! 

“You Know because you 
GATED! 

“If you will likewise INVESTIGATE 
some of our Insurance Propositions you 
will find that without them you are 
missing some great VALUES — some 
unique PROTECTIONS — some LATER- 
IN-LIFE JOYS you never THOUGHT OF. 

“No matter how MUCH or how LIT- 
TLE insurance you now have, send for 
Booklet B. No agent will follow it uP 
unless you REQUEST SO. Booklet B— 
send for it now!” 

The broker withholds the _ booklet. 
sending it only on request, for the ad- 
vertising value would be lost if it were 
included with the miniature policy. Im 
pelled by the force of curiosity, many 
are prompted to send for the pooklet 
and then with careful follow-up liter 
ture the inquiry generally ends up with 
the visit of an agent at the recipients 
request, bringing in, ultimately, 4 good 
round of business. 
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You can find out just about what = 
want to know about any life insurare 
company in the Unique Manual -Dige: 
out May 15. Order now. The Nation 





A. S. DOERR, Vice-President 


Underwriter, Duttenhofer Bldg.. Cincit 
nati. 
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LEE D. HEMINGWAY, EX- 
“PERT TRAINER OF MEN 


Pittsburgh General Agent of the 
Connecticut Mutual Life Gives 
Observations 


SHOWS STEPS NECESSARY 


Finds that Young Men Make the Best 


Material for Successful Life 
Insurance Salesmen 


PITTSBURGH, PA., May 12.—Lee 
D. Hemingway, general agent of the 
Connecticut Mutual. Life in this city, 
has been notably successful in the 
training and selection of new and in- 
experienced men. Mr. Hemingway has 
had more than ordinary good luck in 
attracting outsiders to the life 
ance business. He has given much 
thought to this feature of life insur-’ 
ance general agency work. He is the 
author of the text book that the com- 


pany has adopted for use in training 
new men. This booklet is now being 
published in loose leaf form and dis- 
tributed to Connecticut Mutual gen- 
eral agents. 


insur- 


Sees Two Great Barriers 


Mr. Hemingway says that the new 
man entering the life insurance busi- 
ness sees two large barriers looming 
large upon the horizon. In the first 
place, he is doubtful about the man- 
ner in which he is to be trained. He 
is very uncertain about himself as life 
insurance material and lacks confidence 
in the training method that is to be 
applied. In the second place, he is 
very skeptical about getting enough 
prospects to keep him going. The new 
man cannot see very far into the fu- 
ture and doubts the ability of his gen- 
eral agent or himself to gather enough 
real prospects to keep him occupied all 
the time. These two things, Mr. Hem- 
ingway says, must be overcome in any 
new man that signs a contract. They 
are major objections that unless met 
and overcome cast a shadow of doubt 
over the new man during his whole 
early life insurance period. 


Confidence Must Be Instilled 


The chief work of the general agent, 
then, in taking on a new man is to in- 
still confidence. Mr. Hemingway says 
that he keeps reminding a new man 
that he was chosen only because he 
appeared to be good life insurance tim- 
ber. With a new man Mr. Hemingway 
dwells upon the, fact that he was se- 
lected because he had all the ear marks 
of becoming a success. Mr. Heming- 
way says that something like this must 
be mentioned to the new man every 
day during the first stages of the train- 
ing period, “Never mind what you 
think about yourself,’ he says, “I 
know that you are a good man. I 
picked you because you are a good 
man. I have confidence in you. You 
have the stuff in you that will make a 
good life insurance man. We are go- 
ing to train you and bring out those 
qualities. Do not keep thinking about 
whether or not you are a good man. 
We know that you are a good man. 
Just learn the business now. That is 
your big job for the next few weeks. 
Remember that we are taking just as 
much of a chance on you as you are 
taking on yourself and that we do not 
a that we are taking any chance at 
all.” 


Start With Few Prospects 


way says that it is a mistake to start 
a man out with more than six names 
at a time. 

To start a new man out with 25 or 30 
prospects is a serious error and gets the 
man off on the wrong foot. The new 
man should never have more than six 
names to work on. With a small list he 
is able to learn the value of the endless 
chain system. He must report on each 
case individually and quickly learn the 
importance of making each name produce 
three or four new names. Furthermore, 
he is forced to concentrate his attention 
upon a small list of prospects. He never 
has the feeling that if he does not sell 
one man he has 20 or 25 other good pros- 
pects to see. The small list pins a man 
down to a few real cases and is always 
productive of quicker results. 


Getting Started Right 


In starting the new man out in actual 
selling work Mr. Hemingway believes in 
spending from three days to a week with 
him on the firing line. He is unalterably 
opposed to the idea of training a man 
in all the theory of life insurance and 
then abandoning him when the practical 
side presents itself. He feels that the 
new man needs to see how it is done and 
should accompany an older man in actual 
selling work for several days. 

Mr. Hemingway believes that young 
men make much the best agency mate- 
rial. Although he is himself 40 years 
of age he has for some time specialized 
upon the training of young men. His 
experience has been that young fellows 
between 25 and 30 years of age usually 
come out the best. He finds that at this 
age they have not fixed ideas, their minds 
are not moving along established chan- 
nels and their thoughts can be moulded 
much more readily. With such men. Mr. 
Hemingway believes it is of the first im- 
portance to send out as practical selling 
demonstrators younger men who have 
had some experience in the business. 


Young Men Trained by Young Men 


Although he devotes much of his time 
to the training of men in the office Mr. 
Hemingway attempts to avoid doing ac- 
tual selling work with them. For this he 
sends out younger men. He finds that 
a new man in going the rounds with an 
experienced agent about his own age 
does not feel that the impossible is being 
performed. He sees a young man with 
only a few*years experience getting the 
business and is imbued with the idea 
that he can go and do likewise within 
a short time. On the other hand, older 
general agents who go out and bring 
home the bacon only impress the new 
man with the fact that this can be done 
only after years of experience and the 
fact that the older man can do it usually 
means nothing but discouragement for 
the younger man who feels he must wait 
some time before he can get the busi- 
ness with the same ease. 


Returning Soldiers 


One of Mr. Hemingway’s most inter- 
esting observations was to the effect that 
returning soldiers offer a great field for 
new men for the life insurance com- 
panies. He says that the men who have 
been in the army have had an oppor- 
tunity to realize their own ability. They 
have found that they are possessed of a 
much greater working capacity than they 
ever dreamed of and are returning with 
broadened visions and a wider outlook. 
While in military service they observed 
that they were perhaps a few degrees 
better than the rank and file and this 
observation has given them an added 
confidence that they did not possess be- 
fore going into army life. They are re- 
turning with an assurance that will make 
them better life insurance men. 


No Virtue in Mere Numbers 


To simply hire men for the sake of 
increasing the agency force, Mr. Heming- 
way believes to be one of the chief er- 
rors of life insurance general agents to- 
day. Nothing is accomplished in his 
estimation by simply augmenting the 
agency force. If a man does not receive 
the proper training, is not thoroughly 
grounded in the life insurance business 
and has not completely grasped the 
fundamentals, he cannot succeed no mat- 
ter how much inspirational work and 
whoop-em-up methods are employed Mr. 
Hemingway will not give desk room in 
his office to a man who is not a capable 
producer. 

He goes deeply into the training pro- 
cess. He observes his new man closely 
during the first few days, notices his 
weaknesses and strong points and then 
commences an individual training course. 








3 Agency Supervisors Wanted 
in Indiana 


78 companies wrote life in- 
surance in Indiana in 1918. 
The Lincoln L ife led all with 
1214 millions paid and over 
8 millions net gain in force 
in this State. 


We stand well in our home 
State, but we are not yet 
satisfied. We have 3 terri- 
tories which must be better 
organized; one southeast, 
one southwest and one 
middle west. 





We write both Par. and Non-Par. insur- 
ance on all Standard forms of policies. 
Our sub-standard department has cut the 
rate of our rejections down to one of the 
lowest in the country. It means practi- 
cally 7% greater income for our agents. 


For 3 men with records as personal producers and organ- 
izers we have an attractive Salary and Commission con- 


tract with an opportunity to build a large renewal ac- 
count. We want proved General Agency men. 


We are now extending our territory 


to NEBRASKA and want a real 
General Agent for that state. 


LINCOLN NATIONAL LIFE 


FORT WAYNE, INDIANA 





























We have some splendid openings in Indiana for 

first class agents in both the Industrial and 
| Ordinary Departments. We guarantee earnings 
to start on, of from $60.00 to $90.00 per month, 
all depending upon previous record. Quick ad- 
vancement. Write, telling all about yourself in 
| your first communication, which will be con- | 
| sidered confidential, to 
| 


A. S. Burkart, Vice-President 
Conservative Life Insurance Company of Amrieca 


Home Office, South Bend, Ind. 
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Motel Ia Saite. 


Chicago’s Finest Hotel 


ERNEST J. STEVENS, Manager La Salle at Madison Street, Chicage 


WHERE INSURANCE MEN MEET 


Hotel La Salle ranks first among Chicago 
hotels for its perfect service, elegant equip- 
ment and comfortable eccommodation. Lo- 
cated at the center of the insurance 
district it is the most convenient stop- 
ping place for the busy man. 


RATES: 
ONE PERSON 
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Room with detached bath - = + + $2to$S3perday F 
Room with private bath © © = « $3 to $6 per day a 
TWO PERSONS “s 
Room with detached bath = = © © §$8to$Sperday | 
Rooms with privatebath - = © =  §$5to$Sperday F 


Connecting rooms and suites as desired 


All rooms at $5 or more are the same price 
for one or two persons. 


Hotel La Salle gives more for the price 
you pay than any other hotel in Chicago 
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As regards prospects, Mr. Heming- 





He believes that real development work 
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INDIANAPOLIS, IND. 
Established 1899 
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ERCHANTS LI 
INSURANCE CO. 


DES MOINES, IOWA. 





Agency Opportunities 
| Nineteen States 











Wm. A. Watts, President. 
Established 1894 




















can only be done in this way. Class 
training, he says, simply running men 
through the hopper, does not bring out 
the individual qualities in the new man 
and, therefore, the best results cannot be 
obtained where these methods are in use. 
A close study of a new man permits the 
general agent to carry him through a 
course of individual instruction that is 
at once intelligent and personal. 


Lack of Frankness 


Mr. Hemingway finds that one of the 
characteristics to be found in nearly 
every new man interviewed is a lack of 
frankness. In order to make an impres- 
sion the new man is likely to agree with 
nearly everything that is said and to 
assert that he understands much that he 
really does not. In other words, the new 
man does not want the general agent to 
get the idea that he lacks intelligence or 
ability to quickly grasp a subject. He 
will, therefore, pretend that he under- 
stands things that actually have no 
meaning to him. This fault must be 
overcome at once, Mr. Hemingway Says. 
It is necessary to brush aside any for- 
mality or dignity that the new man may 
feel is necessary and get right down to 
a working basis. Fankness above all 
else is necessary before real progress 








can be made. This treatment is some- 
times rather harsh upon a new man who 
is by nature more or less of a “staller,” 
but this quality must be overcome before 
the general agent is able to intelligently 
estimate whether or not his new pupil is 
making actual progress. 


Great Waste Is Seen 


Mr. Hemingway made the assertion 
that one of the chief mistakes of the 
business today is the great agency turn- 
cver that occurs each year. This is ac- 
countable for largely, he says, by reason 
of the fact that there is such an indis- 
criminate selection of agents. Men are 
hired quickly, allowed to write their 
friends and acquaintances and then drop 
out. They have done themselves and the 
life insurance business an injustice. To 
build an agency the other way is, of 
course, a much slower and more labori- 
ous process. New men cannot be taken 
en so quickly and more time must be 
spent with each applicant. The complete 
training of a man requires some time, but 
once he is thoroughly started he is stand- 
ing on solid ground and goes on to a 
career of successful production. Over the 
long route the wisdom of this method 
of training has been many times demon- 
strated. 
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day that he was endeavoring to 

train his men to waste as little 
time and effort as possible in their 
work. He felt it essential for them to 
do some selecting as they go along. 
If it is possible to eliminate many of 
the physically unfit, much time will be 
saved and there will be no disappoint- 
ment therefore if the application is re- 
jected. Of course there are some forms 
of disease that are hidden and insidious 
that baffle even the skill of a physician. 
However, a trained man can do much 
to reject at once many who stand but 
little show of passing the medical de- 
partment. He also stated that he 
found it equally as important to be 
able to do some selecting financially. 
Much time is lost in trying,to get ap- 
plications from those that are not able 
to meet their premiums. The general 
agent wants to school his men to do 
some selecting from the financial 
standpoint. 


A GENERAL agent said the other 


FOR the agent who feels that he has 

run out of prospects and that his 
territory is thoroughly worked out, 
there is no better rejuvenator than the 
straight canvass. Last week, the story 
was told of the agent who traveled 
twenty-four miles to see a prospect, 
and upon his return learned that his 
next door neighbor had taken out a 
life insurance policy in another com- 
pany, not even knowing that he was in 
the business. Every agency manager 
could cite dozens of instances of this 
kind, where the agent is overlooking 
the prospect right under his nose and 
wasting time to reach the prospect at 
a distance. 

The man who indulges in a straight 
canvass more or less frequently never 
has this experience. He thoroughly 
works his own neighborhood and the 
section of the city near his office. The 
straight canvass is not to be recom- 
mended as the proper and most effi- 
cient way to get business. A careful 
working up of personal acquaintances 
and securing leads through old policy- 
holders will always produce the best 
and largest results. But for the man 
who feels that his live leads have been 
exhausted, there is nothing better than 
a straight canvass to convince him that 
a prospect must not necessarily be 
listed on a card file of prospects to be 
a prospect. 

The other day an agency manager in 
Omaha had just hired an agent who 
was more or less doubtful about the 
agency manager’s ability to supply him 
with prospects. They were walking 
along the corridor of a building and the 
manager felt that it was necessary to 
immediately convince the new agent 
of the wide field of prospects that ex- 
isted. They passed an attorney’s office, 





‘on the door of which were listed five 
names. The manager asked the agent 
to select any one of the names and 
added that he would do business with 
anyone the agent might pick out. The 
agent selected the third name on the 
list and together they entered the office, 
asked for their man, and were given an 
interview. An appointment for an ex- 
amination was made and the policy 
later delivered. Incidentally, the agent 
became a convert to the idea of the 
straight canvass. Admitting that this 
is an exception, it is nevertheless true 
that business is to be had if it is gone 
after, and even if it is only one in ten, 
or one in twenty, it is worth the effort. 


It is well for the life salesman to 
take inventory of himself. An exam- 
ination into the manner in which he is 
conducting his affairs is of no value to 
the agent who makes it, however, un- 
less it is made regularly. For an agent 
to check up on himself, decide that he 
has certain faults, and then fail to make 
another check up in the near future to 
see if any of the mistakes have been 
eliminated is to accomplish nothing. 

As good and practical a plan as any 
is to make it a habit to have a review 
of the week’s work every Saturday 
night. It is rather difficult for the 
agent to closely memorize the events 
of a month or even a few weeks, and in 
order to have a thorough review of 
events it is not advisable to allow more 
than a week to pass without making a 
check-up. Such a review will point out 
the weak places, and the lost motion, 
the misdirected effort and the failure at 
times to make any effort at all, and the 
other obstacles that prevented that par- 
ticular week from being the best week 
ever experienced. As*weekly checking 
up such as this, backed by an earnest 
desire to eliminate errors and put aside 
every hindering cause, will increase the 
monthly production. 





In soliciting prospects with moderate 
incomes there is too much talk on the 
part of agents about creating an estate. 
To the man of medium salary the idea 
of creating an estate is something that 
is not readily understood. Such a man 
can never hope to amass a large for- 
tune and is not thinking in large fig- 
ures. He conducts his household af- 
fairs on the weekly or monthly basis. 
Yet in most cases he carries $1,000 of 
life insurance. 

Salesmen, skilled mechanics, small 
business men, etc., with incomes of 
from $1,200 to $2,000 a year carry only 
$1,000 of life insurance. Men on sal- 
aries such as these usually spend their 
money as fast as they earn it and are 
unable to set aside much in the way 
of a reserve fund. 

Stop talking the creation of an estate 
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to such men. Discuss the subject of 
life insurance with them in terms they 
can understand. With families and de- 
pendents, they are decidedly under-in- 
sured, but cannot be made to see this 

y the agent who talks of one or two 
thousand dollars or harps upon the cre- 
ation of an estate. 

They must be made to see just how 
far $1,000 will go when split up into 
amounts sufficiently large to run their 
homes, or even pay their rent. They 
must be made to clearly see what pro- 
tection means in terms of income. 

A married man with dependents must 
be taught to think of insurance as a 
means of protecting his family’s in- 
come, not as a means of creating an 
estate. 

Monthly income insurance is some- 
thing that such men can understand. 





AFT= the life agent has been in the 
business for a few years and has 
become familiar with the salient feat- 
ures, he is likely to underestimate the 
value of striking facts and figures, and 
the impression that they make upon 
the prospect’s mind. It should be re- 
membered that very few people, have 
an adequate conception of what life in- 
surance does and it is therefore usually 
advisable to impress upon the prospect 
during the first call, some of the most 
important facts about life insurance. 
One agent makes it a point to include 
the following in every canvass for life 
insurance that he makes: 

“Statistics show a rejection of one 
out of every nine, and that seven- 
eighths of what American people leave 
after their death is life insurance. If 
one is a property owner, and his house 
burns down, this will perhaps destroy 
his life’s savings, but he is still able to 
earn a living, whereas if one is not in- 
sured and death occurs, he can no 
longer provide for those who remain. 
If the house and not the man is in- 
sured, it must be taken as proof that 
the house would be worth more than 
the man to his wife and children. 





ANY life insurance salesmen in the 

large cities make the claim that no 
very great amount of business can be 
written in the evening, except by the 
industrial life solicitor. They point out 
that it is difficult.to make calls upon 
flat dwellers with the expectancy of 
finding them at home in the evening, 
and say that probably 90 percent of the 
business must be written during the 
normal working hours. 

For those that have the inclination 
to go after it there is a fertile field 
for business among the night workers 
in the large cities. They are a class of 
prospects that have been almost uni- 
versally overlooked. The case is told 
of a new man in the business who, 
within three months, has written $180,- 
000 in the down-town section of New 
York City, principally to the employees 
of morning newspapers. On this busi- 
ness his average policy has been $3,500. 
There is only one time to see this class 


of people—while they are at work. | If no use is made of them it means the 


They must be interviewed then, as they 


sleep during the day time, and if they twenty-six days to the month. 


are not seen at their place of business 
cannot be interviewed at all. 


Most men will agree that walking | Probably once a month is sufficient to 

down the street is an easy and sim- | supply the holiday needs of most men. 
ple thing to do. Getting prospects for 
life insurance can become just that | compelled him to report at the office 
But the man that] at 8:30 in the morning, take one hour 
walks down the street, walks and the | for lunch, and work through the after- 
man that intends to get prospects must | noon until 5 o’clock, the need of recrea- 


easy and natural. 


hunt, 


Often described as the most diffi-| much greater. 
cult thing in the life insurance busi- | however, very little work is done by 
hess to overcome, the matter of get-| most life men on Monday mornings. 
ting prospects is after all like anything | An agency meeting is attended, or the 
1 In or- | week’s work outlined, and the active so- 
der to solve this the agent must work. | liciting does not commence until Mon- 


else that presents a problem. 


He must move around, circulate, mix 


meet and participate in public affairs 
with leading men. Every activity must | noon is as good a time to solicit as the 
be made to count whether it be poli-| other days in the week, but the time 
The agent | can be spent in taking care of all office 
must be keenly alive to the leads that | matters, so that the fullest amount of 


tics, society or church. 


mayhap carelessly, but falling on an 
ear as sensitive as a high speed photo 
plate to light. 

All this simply means that in season 
and out the successful life man must 
work. Good prospects for life insur- 
ance men are busy, or else they would 
not be good prospects. The only way 
to make them your prospects is by be- 
ing busy yourself. 

Make yourself a factor in your com- 
munity. Prospects are, by the _ live 
man, won over by sheer enthusiasm. 
An agent can make his labor mean 
something to every man in town. After 
you have become familiar with the 
new order of things the getting of 
prospects will be as easy and natural 
as eating three meals a day. 


S J. EVARTS, of Minneapolis, one 
* of the successful producers of the 
Northwestern National Life, says that 
he always carries with him in country 
soliciting a list of men in the commu- 
nity carrying old line life insurance, be- 
cause they give weight and punch to his 
talk. Men in the country are accus- 
tomed to following certain leaders, 
when it comes to deciding on subjects 
with which they are not well acquainted. 
Mr. Evarts says it is human nature to 
follow the crowd and he takes advan- 
tage of this psychological tendency. 
He also says that when he is canvass- 
ing in the country, he usually gains the 
confidence of his prospect, who allows 
him to look over his insurance policies. 
He gives him an opinion about them, and 
if there are any questionable institu- 
tions, he tells him frankly the situation. 
Some times the farmer or his wife lack 
confidence and interest and here it is 
that the list of names of people whom 
the prospect knows, comes into play. 
When he sees that the banker, the min- 
ister, the doctor and various neighbors, 
being leading men in the community 
carry old line life insurance, it en- 
genders confidence. In country work 
many farmers are carrying mortgages 
of various amounts on their farms. 
Here is a great opportunity for the life 
insurance man to explain the function 
of life insurance in taking care of the 
mortgage in case the farmer dies. 

O long as a life insurance man has 

a vision he will succeed regardless 

of unusual conditions. If in a big 
way he appreciates the service he can 
render mankind through his daily work, 
his zeal will carry him forward. Al- 
though confronted with emergencies 
and difficulties his desire to carry on 
his great work will overcome all ob- 
stacles. If he has not this-.vision he 
will not be able to meet unusual con- 
ditions and will be bewildered and dis- 
courage everytime he is called to over- 
come them. 








ROBABLY nine life insurance 
agents out of ten make no attempt 
to solicit business or do any work at 
all on Saturday afternoon. There are 
fifty-two Saturday afternoons in a year. 


waste of a solid month of working days, 
There is usually small excuse for the 


agent to make Saturday afternoons a 
half holiday every week in the year. 


If the ‘life insurance agent’s work 


tion on Saturday afternoon would be 
As a matter of fact, 


»| day afternoon, 
It is not claimed that Saturday after- 





are unconsciously dropped from every | time during the week can be spent out 
dropped ! on the firing line getting business. 


acquaintance—mere hints 

















Some of the Innovations 
Introduced by the Equitable 
During Its 


Sixty Years of 
Public Service 


Shortening, Simplifying and Liber- 
alizing the Policy Contract. 


Immediate Payment of Death 
Claims. 


Incontestability after first policy 
year. 


Group Insurance for Employees. 


A Corporate Policy to Protect Busi- 
ness Interests. 


A Convertible Policy Adaptable to 
Altered Circumstances. 


Free Health Examinations for Policy- 


holders. 
A Home Purchase Policy. 


A Refund Annuity guaranteeing 
return of Entire Principal. 


An Income Bond to Provide for old 
age. 


New and Improved forms of Acci- 

dent and Health Policies, thus com- 

pleting the circle of protection 

against the hazards of Life, Accident, 
and Disease. 


THE EQUITABLE 


LIFE ASSURANCE SOCIETY 
of the UNITED STATES 


W. A. DAY, President 
120 BROADWAY NEW YORK 
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$25,610,308.00 of Insurance in Force 





Our Eighth Birthday, May 1, 1919 


The result of Policies That Attract and a relationship 
between Company and Agents that creates a genuine 
spirit of loyalty to its Agents on the part of the Company, 
and to the Company on the part of its Agents. 


The Farmers & Bankers Life 


Insurance Company 
Wichita, 













Kansas 









































A Record of Thirty Years of Progress— 


Ten-Year Periods 


Assets Insurance in Force Income Policies Issuxd 
Dec. 31—1888.... $ 104,307 $ 889,073 1889-1898...... $ 2,128,182 $460,386 
1898.... 321,505 8,392,902 1899-1908...... 12,088,346 1,169,329 
1908.... 3,621,170 43,443,633 1909-1918...... 35,887,982 2,199,357 
1918.... 15,758,208 145,055,484 


The WESTERN and SOUTHERN 


Life Insurance Company 


W. J. WILLIAMS, President CINCINNATI 
Organized February 23rd, 1888 ; 





Attractive Opportunities 


Open to Agents in Ohio, Indiana, Kentucky, West Virginia, 
Western Pennsylvania and Michigan 


























THE RISING STAR 


of the Shenandoah Life Insurance Company (Shenandoah—*Daughter of the 
Stars’) has led more than three wise men to greater opportunities. 


We are making agency connections with capable men for General 
Agencies in Virginia, West Virginia and Tennessee, and have room 
for more. It is without question the day of the younger and vigor- 
ously growing Companies, especially in the Southland, and in virile 
progress the Shenandoah Life leads all the rest. If you can stand 
a credit rating write me. 


Gaylord Davidson, Manager of Agencies 
Terry Building, Roanoke, Virginia 





















“SAFE AS A GOVERNMENT BOND’ 


The OHIO STATE LIFE 


LIFE, HEALTH, ACCIDENT<*c MONTHLY INCOME INSURANCE. 


LATEST POLICIES AND AGENCY CONTRACT Bai}:87 laps 


=) 
' Openings OHIO, IND., KY., MICH. and W.VA. Write Columbus 








ECRET OF OUR 
One SQUCCESS IS 
JERVICE 


We have a contract for you under which your” 
income will be limited only by your activities. 


A REAL PROPOSITION FOR A REAL MAN 


FEDERAL CASUALTY COMPANY fain 


Cash Capital $200,000.00 V. D. CLIFF, President 











Are You Permanently Established? 


Write for Territory . 
Pennsylvania—Ohio—West Virginia 


PHILADELPHIA LIFE INSURANCE CO. 
PHILADELPHIA 











HOW COUNTRY BANKER 
_ CAN HELP THE CAUSE 


Company Executive Points Out 
Advantages That Will Accrue 
to Banks 


CLOSE RELATION NEEDED 





All Financial Men Are Behind Life In- 
surance and Should Be Actively 
Behind It 


*BY N. Z. SNELL 

In this age there are few who do not 
recognize the economic value of life in- 
surance. I doubt if there is a single 
person within the sound of my voice 
who can not recall specific instances 
where practically all that remained for 
the widow and children was the pro- 
ceeds of a life insurance policy. Such 
examples are not rare ones, and, as they 
occur, they present forceful illustra- 
tions of some of the economic benefits 
of life insurance. It is not alone that 
the individuals comprising the family 
in such cases are better housed, better 
fed, and better clothed, but there is a 
far more important factor, namely, the 
mother is enabled to keep the children 
together and the family unit is not en- 
tirely destroyed. This phase of life in- 
surance has not been emphasized 
enough nor given the attention which 
its importance warrants. 


Keeps the Family Together 


All so-called mothers’ pensions are 
based upon the central idea of family 
unity; that brothers and sisters should 
not be separated; that, broadly speak- 
ing, the mother can better care for her 
own children, particuarly if small, than 
any institution, public official, or private 
individual; and that more of real 
mother love, watchful care, and un- 
selfish devotion will be given children 
by their mother than by or through 
any other human agency. 

In no other way than through life in- 
surance can an immediate estate of a 
definite amount be secured by the ex- 
penditure of so small an amount of 
money. 

Promotes the Saving Habit 


Every banker is interested in the peo- 
ple of his community acquiring the 
savings habit; in their being frugal and 
thrifty. While he may have a more 
direct and financial interest in their sav- 
ings taking the form of deposits, yet, in 
a broader and more humanitarian sense, 
he rejoices in their acquiring these 
habits because of the individual and 
community uplift. The banker, there- 
fore, is keenly interésted in his neigh- 
bors and patrons becoming  policy- 
holders in reputable life insurance com- 
panies. He knows that in many in- 
stances the small sums paid in pre- 
miums by them represent that much 
actually saved which would have been 
used otherwise, perhaps not unwisely 
or foolishly, yet in a manner that 
would not have increased their material 
prosperity. In other words, these peo- 
ple have just as much in other forms 
of property at the end of a given period 
as they would have had if the insurance 
had not been taken. The insurance 
represents a clear gain. 


Creation of Estates 


When this phase of life insurance is 
considered, it is apparent that every 
banker should be pleased whenever one 
of his patrons or a citizen of his com- 
munity takes his first life insurance 
policy or increases the amount he al- 
ready has. There are few who are en- 
tirely out of debt. Ready money is 
never of greater value nor so much ap- 
preciated as when death removes the 


*Mr. Snell is president of the Midwest 
Life of Lincoln, Neb. He is one of the 
thinkers in the business. This address 
was made before Group 1 of the Nebraska 
Bankers’ Association. 














breadwinner. It is the one asset that 
is then worth one hundred cents on the 
dollar in immediate cash. Because it js 
a cash asset, the other property is often 
saved from a forced sale. An estate is 
kept solvent which otherwise would 
have been sacrificed. 


Enables One to Pay a Debt 


There is one aspect of life insurance, 
however, in which the banker is deeply 
and pecuniarily interested. Many times 
there are men to whom he is perfectly 
willing to lend money, knowing that, if 
these borrowers live, the debt will be 
paid. The doubt which results in the 
withholding of the loan, if it is declined, 
lies in the fact that death might come 
to the borrower before the loan is paid. 
The banker is ready to take the risk if 
the element of death is eliminated. 
Here life insurance plays a very im- 
portant part. When a policy equal in 
amount to the loan is assigned to him 
as collateral security, the banker then 
knows that, in case of death, the debt 
will be paid from the proceeds of the 
policy, and that he will not be put to 
the distressing necessity of making his 
debt from the property which other- 
wise would go to the widow and chil- 
dren, possibly leaving them practically 
dependent. 


Prestige of the Banker 


The banker is usually, as he should 
be, a man of prominence in his com- 
munity. His advice is sought, not only 
by personal friends but by the people in 
general. He knows more or less about 
their business affairs. He often acts as 
general counselor for a large and con- 
stantly increasing number of his people 
in their many and varied business, deals. 
Probably no man in the community ex- 
ercises a greater influence upon its ma- 
terial prosperity, or the lack of it, than 
the banker. Even the acreage of wheat 
sown, or corn planted, the number of 
cattle or sheep fed, the acreage of al- 
falfa, the erection of a silo,—these are 
all discussed with the banker and his 
opinion is one of the factors which en- 
ters into the final decision of the 
farmer. The prudent merchant like- 
wise wishes the judgment of his banker 
when he contemplates the increasing of 
his stock, a change in location, the ad- 
mission of a partner, or the converting 
of a partnership into a corporation,— 
that modern business instrument by 
which is created “a body without de- 
cay, a mind without decline.” 


Banker's Advice Sought 


Before the newcomer reached his de- 
cision to become a resident of the 
town, or a former resident concluded to 
go elsewhere, the banker was most 
likely informed of the contemplated 
change, and, if his advice was not 
asked, it was made plain that any sug- 
gestions from him would be appreci- 
ated. But there is little need for me 
to go more into details. The banker, 
by reason of his position, and if a man 
of strong personality and big vision 
then doubly so, is a forcible and dom- 
inating factor in the business and social 
life of his community. His responsi- 
bility is great, not alone as a banker 
but also as a general counselor. 


Life Agent Teaches Thrift 


If the banker is filling a useful niche 
in society, so is the life insurance agent. 
Like the banker, the social worker, and 
the college professor, the life insurance 
agent teaches thrift. Often it is up to 
him to show a prospect not only that 
he needs life insurance but also how he 
may so handle his slender income as 
to be able to meet the premiums as 
they fall due. The life insurance agent 
does not spasmodically, but every day 
and systematically, urge upon his fel- 
low man the full performance of his 
duty‘in protecting the wife and chil- 
dren or those who are dependent upon 
him for support. He is one of the 
greatest and most untiring social serv- 
ice workers there is today. 


Agent's Work Is Ardnous 
He vuts in long hours, is forced to 


great irregularity in his time of work, 
goes home often with a sorrow and a 
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that = 
the heartache, and yet starts out the next 
it is morning with larger hope, more energy 
ften and brimming enthusiasm to win suc- 
e is cess than is displayed by men in any 
duld other calling. Do not undervalue the 
services the life insurance agent renders. 
Rather exalt them, for they have a sur- 
vival value of the highest quality. The 
NCE, crystallized results of his labors send 
ply forth bright rays of hope, happiness 
— and cheer long after he as an individual 
ctly has been forgotten. The good he does 
tf is not “interred with his bones,” but 
” lives on and on. 
be Agent Is Real Factor 
yme Often when a company pays a claim 
aid. the agent is lost sight of and the com- 
k if pany only is considered as the party 
ted, which has relieved the suffering and 
im- distress, or prevented it. To give an il- 
l in lustration: One Dean L. Stewart was 
him principal of the high school at Ogal- 
hen lala, Neb. On Nov. 13, 1909, he made 
lebt application to the Midwest Life, through 
the one of its agents, W. N. Peterson, for 
to an ordinary life policy. He passed a 
his satisfactory medical examination, and a 
ler- policy was issued and delivered to him. 
hil- On Dec. 15, 1909, while skating on the 
lly Platte river near Ogallala, young Stew- 
art in some way fell, striking his head 
on the ice, and died immediately. His 
father, Stewart of Palmyra, 
uld was named as his beneficiary in the 
»m~ policy. The company paid the claim 
nly immediately upon receipt of the proofs 
> In of death. A day or two thereafter the 
out father called at the home office of the 
) as Midwest Life and expressed his grati- 
On- tude and appreciation to me as presi- 
4 ‘dent of the company. 
a. Credit Rests with the Agent 
na- I said to him: “You have no occa- 
lan sion to do so. The company merely 
eat discharged its legal duty and deserves 
of no more credit than the mechanic who 
al- pays his grocery bill, the farmer who 
are settles for his machinery, or the banker 
his who honors his depositor’s check. 
en- When your son paid his first premium 
the and his policy was delivered to him, 
ke- the company bound itself to pay you as 
ker his beneficiary $1,000 if his death oc- 
of curred within one year. It did occur 
ad- within that time, and the company 
ing merits no praise for carrying out its 
— part of the contract. The credit, if due 
by to any one, lies with Mr. Peterson, the 
Je- agent who persuaded and _ convinced 
your son to take out the polity. It was 
his act which enabled your son to 
create an estate of $1,000 by the pay- 
de- ment of only $19.09.” 
he So, let no man belittle the work of 
to the life insurance agent. He does not 
ost perform it from philanthropic motives 
ed many times any more than the doctor, 
ot the merchant, the lawyer, or.the great 
ig array of men engaged in other various 


occupations, but whether his motives 
are philanthropic or mercenary, it can 
er, be said of his work more truly than of 
that of almost any other that it re- 





on dounds not only to the good of the in- 
m- dividual whom he persuades to take the 
ial policy, but also to the general better- 
S1- ment of humanity. 
sil Ideal Situation Is Pictured 
I come now to the more important 
part which I wish to discuss, and that 
he is the relation between the country 
it. banker and the life insurance agent. An 
id experience of some seventeen years as 
ce a director in one of the Lincoln banks, 
to and an experience extending over al- 
at most as many years as a director and 
he managing officer for a large portion of 
aS the period, of a life insurance company, 
aS should qualify me, in a moderate degree 
nt at least, to speak on the subject. 
4 Developing a Clientage 
= _ The ideal life agent, as I view him, 
ra 1s the man who has develoved a client- 
7 age in the community in which he lives, 
" as the physician or lawyer or banker 
‘. has developed his by becoming a part 
and parcel of and a recognized factor 
in that community. Under such con- 
ditions he knows and is personally 
r) known by the people of his town and 
k, county, or at least they know of him. 
a It would not be necessary for such an 





surance in his territory. He would be 
able to insure them on his own per- 
sonality, his own standing and reputa- 
tion. I hope this situation, which now 
is chiefly an idealistic one, will in time 
come to be the existing one and the 
present method the exception. 


Banker Should Be Agent’s Helper 


As long as the country agent trans- 
acts his business in the way it is now 
done, that is, by living in one of the 
larger towns or cities of the state and 
soliciting in the country or smaller 
towns, he will necessarily seek some 
one of prominence in the locality where 
he works to aid him in securing appli- 
cations. The person so sought, gener- 
ally speaking, will be the banker; first, 
because, as heretofore enlarged upon, 
he is a man whose judgment is con- 
sidered sound and whose advice is 
prized by others in their business af- 
fairs; and, second, because the banker 
knows more or less about the financial 
standing of the people and is usually 
the purchaser of the notes taken by the 
agent from those who have bought in- 
surance. 


Can Handle Premium Notes 


If a banker is satisfied that the com- 
pany which the agent represents is 
financially sound and well managed, 
and that the agent correctly and intel- 
ligently presents the application and 
policy to the prospective applicant, then 
no argument suggests itself against the 
banker’s rendering assistance to the 
agent in procuring business, nor is 
there any sound reason why the banker 
could not, with profit and safety to his 
bank, purchase notes of solvent persons 
who have received their policies. 
Banker’s Responsibility 


There is responsibility in advising a 
man as to the company in which he 
shall insure. A life insurance contract 
is one that may run a number of years, 
and when it matures, unless it is an en- 
dowment policy, the man who took it 
is no longer among the living. No 
banker; therefore, discharges his full 
duty to his community when it comes 
to advising any member thereof on a 
life insurance proposition unless he has 
satisfied himself of the fairness and 
equity of the policy itself, the standing 
and methods of the insurance company, 
and last, but by no means least, the 
reliability and accuracy of the agent’s 
statements when soliciting insurance. 
At the present time agents are a neces- 
sity. Time alone will disclose whether 
life insurance can be sold over the 
counter or through the mails. Both 
experiments are now being tried, one in 
Massachusetts and the other in New 
York. 

Premium Notes 

Another necessity in insurance solic- 
iting is that credit must be extended in 
settlement of the premium for the first 
year. Notes are taken in the name of 
the agent. As the agent sells insurance 
on a commission basis and seldom is 
able himself to carry the notes he 
takes, he must find a market for their 
disposal. The natural market is the 
local bank. One of the abuses which 
the new insurance code seeks to remedy 
is the sale of insurance notes prior to 
the delivery of a policy. Section 154 
is as follows: 


“It shall be unlawful for any company 
or agent thereof to hypothecate, sell, or 
dispose of a promissory note, received in 
payment for any part of a premium on 
a policy of insurance applied for under 


delivery of the policy to the applicant.” 
Abuse of the Practice 


Before the enactment of this law, 
notes were not only offered for sale by 
agents, but they were often bought by 
bankers before the policies had been 
delivered, in those cases where the ap- 
plicants had been examined and policies 
issued. They were also sold in many 
instances even before the applicants 
had been examined. This was a most 
pernicious practice, and one in which 
the insurance agent was not the only 
one to blame. Sometimes the big dis- 
count offered to or demanded by the 





agent to have a helper in soliciting in- 
























LIFE 


Established 1860 Under the Laws of the State of New York 


New Insurance paid for in 1918.......... $24,657,927.00 
Total Insurance in force, January |, 1919. .179,410,731.00 
re A ee 56,111,806.00 
Surplus assigned and unassigned.......... 4,999,205.00 


For information concerning a direct agency connection, address 


50 UNION SQUARE, NEW YORK CITY 


THE GUARDIAN 
INSURANCE COMPANY 
OF AMERICA 





New issues in 1919 being paid for at the 
rate of over $33,000,000.00 annually 





T. LOUIS HANSEN 


Vice-President and Agency Manager 























The Masonic Mutual Life Association 


Of the District of Columbia 
Chartered by Special Act of Congress, March 3, 1869 
The Security of the Old Line 
The Economy of the Fraternal 


Select work, with big returns to high class representatives. For terms 
and territory, write to 


WM. MONTGOMERY, President and Gen. Mgr. 
New Masonic Temple Washington, D. C. 








The Toledo Travelers Life Insurance Company 


SECOND NATIONAL BANK BUILDING, TOLEDO, OHIO 
Want Producing Agents for Ohio Territory 
Opportunity for Advancement 
On Agency Matters Address E. W. GAGE, Secretary 








Frans Nelson, President NWEAL TA J. Uehling, Secretary 






The “Giant of the West”* 








Pioneer Life Insurance Co. 


of America 


Organized 1907 
EVERYTHING NEW BUT THE NAME 


KANSAS CITY, MO. 


John W. Cooper, President 


‘ 














the provisions of this act, prior to the. 








banker was his undoing. For the time- 





In the Center of the U. S. A. 


is located a big, vigorous, and growing institution of 
life insurance. 
Our geographical location enables us to render excep- 


tional 


Over $180,000,000 of insurance in force. 


Missouri State Life Insurance Co. 





== 


service to our policy holders and field force. 


INVESTIGATE FOR YOURSELF 


SAINT LOUIS, MISSOURI 
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Peoples Life Insurance Company 


Frankfort - - - - Indiana 


Assets - -- - 
Insurance in force 


$ 1,000,000 
10,000,000 


Of course we want salesmen 
Of course we will pay the right kind well. 


Nor do we consider former life insurance experience absolutely 
necessary, in order to succeed with us. 
If you are loyal, enthusiastic and industrious we will stand 
back of you. 

E. O. BURGET, 


W. A. IRWIN, 
Secretary. 


Supt. Agents. 











George Washington Life Insurance Company 





Our 20 Pay Endowments at Ages 60, 65, 70 and 75, and our 
Monthly IncomeCoupon Bond Policies are growing in popularity. We 
are also writing all standard forms at low premium rates. If you area 
successful salesman, and a State Agency would be of interest, address 


JAMES A. EDGAR, JR., Manager of Agencies 














We Want q Must Be An Ohio Man, «na 


4 Have a “ower of from ae ee 
personal production annually, and be able 
Supervisor 
e 
for Ohio 


Address 
Security Life Insurance Company of America 
1101 The Rookery, Chicago. 











to furnish first class personal and business 
DETROIT LIFE INSURANCE COMPANY 


references. 
The Leading Michigan Company 
for the fourth consecutive year led all Michigan Companies in new paid-for business issued in Michigan in 
1918. Over $3,800,000 new business paid for last year. Now has $13,500,000 in force. 
A number of counties are open for General Agents and we invite Michigan men to investigate this op- 
portunity. We write Participating and also Non-Participating Insurance, Double Indemnity and Disability. 


Write Direct to 
M. E. O’BRIEN, President 


Home Office, Blessed Building 


DETROIT, MICHIGAN 

















Indiana National Life Insurance Co 
INDIANAPOLIS 
Authorized Capital, $1,000,000.00 


WE AIM TO GIVE THE FULLEST SERVICE TO ALL WITH WHOM WE HAVE RELATIONS 
Our policy contracts are liberal and modern, having many Our Home Office is helpful; our agents are pleased 
features that appeal to agents and prospects. the treatment accorded them. 


WE PAY OUR AGENTS WELL WHO DESERVE WELL 
For Territory and Agency Contracts Address C. D. RENICK, President 


pe 











We have something to offer in the way of a general agency that is 
very attractive to find with an old, conservative life company. It 


HOTEL WISCONSIN 








‘li kc ed s f All radi Big Hotel of Milwaukee 
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being he forgot that an original shady 

transaction cannot be purified by a lib- 

eral discount, no matter how large. 
Banker Did Not Do His Duty 


The banker owed a duty to the peo- 
ple of his community which he utterly 
failed to thoroughly fulfill when he neg- 
lected to make inquiry as to whether or 
not the policies had been delivered. In 
a limited degree, at least, he became a 
party to whatever fraud had been prac- 
ticed upon the maker of the note so 
bought. He allowed an unscrupulous 
agent to use him as the means of swin- 
dling one of the customers of his own 
bank, or, at best, a citizen of his lo- 
cality. The bitter experiences of some 
bankers in collecting such notes led 
them to absolutely refuse to purchase 
notes given for insurance under any 
and all conditions. 

Did Not Serve the People 


In taking this radical position it 
seems to me they were not measuring 
up to ideal standards. They were not 
serving the best interests of the people 
of their community. It is hardly fair to 
condemn all agents and all companies 
because of the crooked work of some 
agents. A little investigation will usu- 
ally disclose whether or not the insur- 
ance has been placed fairly and without 
misrepresentation, and whether or not 
a company is accepting business from 
an agent regardless of how or by what 
means he is selling it. 





Salesmanship Hints 
Are Given 








BY T. B. SWEENEY 

Be more concerned in getting a thing 
done than in getting credit for it. 

Develop a personality—that is, an 
ability to make people feel you are 
frank, human, capable, honest, red- 
blooded, broad-gauged and interesting. 

Never ask or expect pats-on-the- 
back, pampering, or the special atten- 
tion of the manager or company offi- 
cials. 

Never resort to “smart” practices to 
make a sale—one satisfied customer is 
better than fifty secured by trickery. 

Be a good team-worker—it pays in 
the long ,run to work harmoniously 
even if it requires unselfishness or even 
self-denial at times. 

When you get into a “rut” do not 
wait for the “spirit to move you” but 
take matters into your own hands— 
change your methods, tackle an en- 
tirely different class of people, or try 
new territory—tew faces and surround- 
ings for a time will freshen you up. 

Never let yourself become side- 
tracked by loafing or by nursing a 
grudge or by imagining yourself un- 
fairly treated by the company—it is 
too big to single you out for special 
treatment or to change its system to 
accommodate you. 

Never depend upon big cases or per- 
mit them to turn you aside from the 
“bread and butter of the business,” 
which is the average application—but 
be ever on the look for them—when 
found the big cases are usually more 
easily written than the small ones but 
require more tact. 

If you are not writing as much busi- 
ness as you should, don’t blame the 
business—it is the fault of the man- 
behind-the-rate-book. 

If you are not seeing from five to 
eight persons per day, don’t look any 
further for your failure to make money. 
This business requires as much time 
to make it a success as a doctor, 2 
merchant, a clerk or salaried man gives 
to his. 





You get personal pointers and solu- 
tions for agents’ problems in the de- 
partment, “Talks With Solicitors,” in 
the Insurance Salesman. No other life 
insurance paper has succeeded like this 
one. Over 3,000 new subscribers in 
1918. If you are a full or a part time 
solicitor you need it, and the price is 
so low you can afford it. 
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MUST FULLY EXPLAIN 
POLICY TO PROSPECT 


Kansas City Life Men Discuss 
Many Different Causes of © 
Lapsation 


MOST LAPSES SECOND YEAR 


Borrowing on Policies Causes Trouble 
as Insured Blames Increased Cost 
on Insurance 


KANSAS CITY, MO., May 13.— 
That the great bane of a life insurance 
man’s life is not so much getting a 
policy written up as in keeping it writ- 
ten up is the consensus of opinion 
among life insurance men. But their 
reasons why policies lapse are almost 
as numerous as there are agents. And 
each looking at the subject from a dif- 
ferent angle has a different remedy. 

One of the chief causes, however, 
seems to be the failure of the agent to 
explain the policy fully to the man 
he is writing up. Some have such a 
hazy idea of what they are really getting 
that they become dissatisfied and lapse 
the second year. In such cases the 
only thing that can be done is to train 
the agents to exercise much careful- 
ness in explaining exactly what the 
policy is. Another cause for lapses is 
the fact that the agent talks too glibly 
about the loan features. Next year the 
insured man comes in for a loan—it is 
so much easier to secure one from 
the insurance company than from a 
bank, and the rate is lower. He does 
not realize that when he does this he 
will be paying, not only for his pre- 
mium, but also the interest on the sum 
borrowed. He begins to think life in- 
surance is too costly and decides to 
abandon it. The cure for this phase is 
to instruct the agent not to make such 
a point of the loan part as he has been 


doing. 
Keep in Touch 


The worst time for policies to lapse 
is the second year. The man has not 
invested enough to take much interest 
in his policy and if he happens to be a 
little short of money he will begin 
thinking about dropping it. The only 
thing to do in such cases is for the 
agent to keep in touch with his man, 
give him due notice of the date when 
his payment is due and be ready to 
pump enthusiasm into him if he shows 
signs of weakening. Some companies 
consider this keeping in touch with 
their men already insured that a bonus 
or a series of prizes are offered to the 
agents must successful in securing re- 
newals. 

Another reason why policies are 
dropped is that the agent does not take 
into consideration a man’s financial con- 
dition when he writes him up. When 
talking the matter up he enthuses the 
client until the client binds himself to 
pay more than he is really able. The 
successful agent should make himself ac- 
quainted with the ability of his man to 
pay. But while much is said about the 
individual responsibility of the agent and 
his shortcomings, the majority of the 
managers will take the blame upon 
themselves and'say that it is up to him 
to see there are fewer lapses. With an 
intelligent, up to the minute bookkeeper, 
who will keep the manager posted when 
Policies fall due, it is his business to see 
that the proper agent does his duty in 
looking up the case before the date of 
Payment. ‘ 

Borrowing Is Cause 


With D. M. Skinner of the Aetna there 
is but one cause worth considering. 
‘Policies lapse,” he says, “because a man 
can borrow money on them. The terms 
are too easy. A man would much sooner 
Set money from us at 5 or 6 percent than 
80 to a bank and pay 8 percent. So he 


comes to us. And my experience has 
been that when a man once borrows on 
a policy he generally cashes in eventu- 
ally. 

“Why, I have known a man to come to 
us for money to go on a pleasure trip 
or buy an automobile when he would 
never think of going to a bank to borrow 
money for such a purpose. Then after 
a year or so he forgets that he is not 
only paying for his policy, his indemnity, 
paying for an income for his wife and 
children after he is dead, but that he is 
also paying interest on the money he 
has borrowed, he begins to think that 
life insurance is entirely too expensive. 
If the agent for a rival company comes 
around when he is feeling that way, it is 
easy to induce him to cash in his policy 
and take out another in a different com- 
pany. 

Becomes Dissatisfied 


“Of course he loses on the transaction, 
but he does not see it that way. In 
reality he has really been borrowing his 
own money back from us and paying us 
interest on it. If he had gone to a bank 
he would have been paying more. But 
he does not remember that. So he be- 
comes dissatisfied and the policy is lost. 

“The only remedy for lapsed policies 
that I can see is for life companies to 
cease making such easy terms on bor- 
rowing and for agents to stop talking 
easy borrowing as extensively as they 
have been doing. It is about the first 
thing an agent suggests to a prospect. 
After a few preliminary remarks about 
providing for his wife and family he be- 
gins telling the man how easy it will be 
for him to get ready money on the policy 
should he ever need it. The man is al- 
lured by the prospect. He does not think 
of having to pay it back, and of paying 
interest on it before he does, and of 
keeping up his insurance at the same 
time. 

Don’t Talk Loans 


“The first remedy would be for the 
agents to stop talking loans so strongly, 
but they are hardly likely to do that as 
long as the proposition is such an easy 
one. The companies must get together 
and ‘standardize’—that is, agree in this 
instance that the making of loans shall 
not be so easy. Then we can hold our 
policies on our books year after year. 

“Yes, it is the loans that have knocked 
out the policies. Very few, in my ex- 
perience, have ever been repaid. After 
a year or two years at the most the man 
decides life insurance costs too much and 
decides to drop out. Many loans are 
made to enable the policyholder to pay 
his premium, and that we are always 
willing to do. If a man could abstain 
from drawing for that purpose for a 
couple of years he is more likely to 
stick.” 

Business Stays if It Passes Second Year 

Roger Davis has not had so much ex- 
perience with policies lapsing on account 
of loans made the holder. His experience 
has been that more lapses occur during 
one certain year of the policy’s age than 
in any other. The second year is the 
crucial one and if it can be weathered 
the policy is more than likely to remain 
on the books. 

“The reason why this is such a dif- 
ficult year is that the enthusiasm created 
in him by the agent has somewhat if not 
entirely died down. He isn’t thinking 
much about life insurance, if he thinks 
of it at all. Then the time for his pay- 
ment comes due and he has forgotten it. 
Or, perhaps he has not prepared for the 
payment and has no money. So he thinks 
he might as well let the thing go. Be- 
sides, he hasn’t much invested as yet. 
After a year or so more his investments 
being greater he takes a greater interest 
in life insurance. 


Remedy Is to Follow Up 


“Now, my remedy for this lapsing of 
policies during the second year is for 
the agent to follow up his business and 
keep in touch with his risks. If an agent 
would see every one of the men he has 
written up before their next payment is 
due this condition would be materially 
changed. All our best agents do this. 
They not only hold these policies, but 
write new ones for the same people. A 
few words from him will turn the cur- 
rent of a man’s thoughts. It will also 
be a reminder to him that his payment 
is nearly due. If he has no money to 
meet it and begins his story about being 
obliged to drop out, the agent explains 
that he can make it in four quarterly 
payments instead of one, or that if he 
will come to the office on the required 
date and hasn’t the money, the company 
will take his note for sixty days. 

“In the cities our agents are able to 
see 90 percent of their clients every 
year.. Our own company, the Illinois 








Life, is offering four cash prizes each 














The Agents of the 















New England Mutual Life Insurance Company, 


After another Year of Splendid Success, 





Face the New Responsibilities resulting from the War, 
with the Determination to give that 


Generous Service which is making Life Insurance 


A Universal Necessity 



































The Reinsurance Life Company 
of America 


Des Moines, Iowa 


The first strictly American Company in the field doing an exclusive 
Life Reinsurance business. 


REINSURANCE ONLY 


Correspondence Solicited 


H. B. HAWLEY, President F. D. HARSH, Secretary 




























Central States 
Life Insurance Company 


St. Louis, Mo. 








Insurance in force - @ 


$37,000,000.00 





JAMES A. McVOY 


Vice-President and General Manager 






















































Once an 
Illinois Life 
Man 
Always an 
Illinois Life 
Man 


GREATEST 
ILLINOIS 


SOM PANY COMPANY 


WANTS eTolejoma 1-3)! 
AND 
WILL PAY THEM WELL 


WANTS GCOD MEN 
AND 
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1867 THE 1919 


EQUITABLE LIFE oF IOWA 


Announces New Policy Forms 
INCORPORATING: 


Increased Total Disability Benefits 
Double Indemnity Benefits 





Other Increased Benefits and Privileges 
Low Net Cost and Best Service to Policyholders 








For Agency Connections, Address HOME OFFICE, DES MOINES | 








The Minnesota Mutual Life 
INSURANCE COMPANY 


E. W. RANDALL, President T. A. PHILLIPS, Secretary-Actuary 
We have just entered 


THE STATE OF KANSAS 


We are looking for one or two capable General Agents 


A REAL OPPORTUNITY 


For Particulars Address 


E. S. ALBRITTON, Supt. of Agencies, Saint Paul, Minnesota 


| 








-THE FARSEEING AGENT KNOWS 


The demon- 
strated values 
offered your 
prospect 
WILL GAIN HIS 
CONFIDENCE. 


that his 
abilities linked 
up with the 
policies of 


INSURANCE COMPAAIVY 
of BOSTON, MASS. 


MUST WIN ALL THE TIME 
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LIFE INSURANCE SERVICE BUREAU 


CONSERVATION OF LIFE INSURANCE COMPANIES’ BUSINESS AND 
REINSTATEMENT OF LAPSED POLICIES ON A THOROUGH ACTU- 
AL BASIS THROUGH A UNIQUE SERVICE TO POLICYHOLDERS 


10 SO. LA SALLE ST. CHICAGO, ILL. 














We write all forms of up to date life and accident policies, issuing more than twenty 
different policies in each department. We are looking for a responsible man for 


TOLEDO, OHIO 


We have over two hundred life policies in force in Lucas County. The Company 
will get behind a producing General Agent. If you believe you are the right man, write. 


The Gem City Life Insurance Co. Dayton, Ohio 
I. A. MORRISSETT, Vice-Pres. and Gen’! Mgr. 








MASONIC LIFE ASSOCIATION 


MASONIC TEMPLE (Commenced Business 1872) BUFFALO, NEW YORE 
SOUND PROTECTION AT COST 
Accumulated Surplus Over $400,000.00 
To Free and Accepted Masons Only 
Over $9,000,000.00 Paid in Benefits 
Agents Wanted. Liberal Terms. Exclusive Territory. For Agency or Membership, Address 
NELSON ©. TIFFANY, President and Manager 
MASONIC TEMPLE, BUFFALO, N. Y. 











THE CAPITOL LIFE INSURANCE COMPANY 
OF COLORADO 


= ee ) Good Insurance 


: THOS. F. DALY, Pres. 
PRODUCTIVE FIELDS TO LIVE AGENTS 











year to the agent who secures the great- 

est number of renewals. This makes 

them work for it and keeps our books up. 
Epidemic Holds Business 

“Influenza, is the comment of all life 
men, has been a strong factor in policy- 
holding this winter. It is early to note 
much of an effect, but already it has 
had an effect. The uncertainty of human 
life has beekm impressed strongly upon 
the minds of the public. 

“The great cause of lapses ig neglect. 
The policyholder is overlooked. When- 
ever an agent writes up a man he 
should keep after him over at least one 
year. 

“Yes, of course, lapses are the great 
expense, the great loss in a company. 
We have a good many, but in looking 
over our books for 1918 I find they have 
slightly decreased, owing to the manner 
in which our men have kept in touch 
with their clients. We do not let them 
drop out of sight, and consequently out 
of our books.” 


American Central’s Record 

April produced $2,954,065 for the 
American Central Life, the largest rec- 
ord in any month in the history of the 
company. The business in April, 1918, 
was $2,048,717 when a special contest 
was on. The issued business the first 
four months of the year was $9,027,113. 
The American Central has over $61,- 
000,000 in force which is a most credit- 
able record. The company is going at 
full speed. 


Klaveness Acquires Control 
MINNEAPOLIS, MINN., May 14.— 
Through foreclosure proceedings on 
claims totaling $173,284 against ‘the 
Western Syndicate Investment Com- 


| pany of Sioux Falls, S. D., A. F. Klav- 


eness, banker and shipper of Christi- 
ania, Norway, has obtained control of 
the Surety Fund Life of Minneapolis. 
Mr. Klaveness is a brother of Dr. E. 
Klaveness, president of the Surety 
Fund Life. 

A majority of the stock of the com- 
pany was held by the Western Syndi- 
date Investment Company, which 
signed a purchase contract in 1916. It 
obtained money from Mr. Klaveness at 
the time, gave a promissory note for 
$160,000 and deposited 9,400 shares of 
capital stock of the Surety Fund Life 
and’ a note and mortgage on $20,000 
worth of land in Lincoln county, S. D., 
as collateral. 


Confer as to Blanks 


NEW YORK, May 14.—The committee 
on blanks of the Insurance Commission- 
ers Convention is meeting this week in 
New York. Several important changes 
are down for proposal and discussion, 
but no changes have as yet been an- 
nounced. 


\ 


Life Notes 

The Equitable Life of Iowa is seeking 
admission to Virginia. 

The Security Mutual of New York has 
withdrawn from Montana. 

J. W. Harsha, chief examiner in the 
Ohio department, died on Thursday of 
last week. Mr. Harsha was well known 
and well liked among Ohio companies. 


Montana H. B. 395 changes the date 
for filing of statements of assessment 
life companies to make the same uni- 
form, namely, as of December 31st in- 
stead of December ist. 


President Herbert M. Woollen of the 
American Central Life, who recently un- 
derwent an operation for appendicitis at 
New Orleans, has returned home and is 
now able to spend a part of each day at 
the office. 


According to information obtained at 
Austin it may be June 1 before the ex- 
amination of the Great Southern Life is 
completed. Until that time the merger 
with the International of St. Louis, Mo., 
is in statu quo. 

Charles Paston announces that he has 
associated with him as general agent of 
the Travelers life and accident depart- 
ment in Brooklyn, W. I. Vanderpoel, the 
agency hereafter to be known as the 
Paston & Vanderpoel Agency. Mr. Van- 
derpoel has been identified with the 
Travelers for the last six years. 

The April business of the Security Life 
exceeded that of March by $78,085, fall- 
ing only $42,750 short of the million 
mark. This is a gain of 102 percent over 
April of last year. During the first four 
months of the year there was a gain of 
$1,583,519, which is but $170 short of the 
increase in the entire year of 1918. 

That hardy perennial, the Elwell bill, 
calling for the separation of investment 


and life insurance returns in the state. _ 
ments of life insurance companies, which 
regularly comes before the Massachu. 
setts legislature, was killed the past 
week in the Massachusetts senate when 
that body refused to allow it to be en. 
grossed. 


Indianapolis life companies helped 
very materially to put over the city’s 
quota for the Victory Liberty Loan. The 
State Life led with a subscription of 
$500,000, the American Central took 
$300,000, the Indianapolis Life, $100,000; 
the Reserve Loan, $30,000; the Indiana 
National, $25,000, and the Public Say. 
ings, $5,000. 

Joseph E. Robinson has been named ag 
associate superintendent of agencies of 
the Beneficial Life of Utah. His head- 
quarters will be in Salt Lake, and he 
will have special supervision of the 
company’s agencies in the western states 
and Canada. Mr. Robinson is now in 
California, but will return to Salt Lake 
shortly to take up his new duties. 


Jerome S. Mann, for a short time last 
year agency manager for the Equitable 
Life of New York at Portland, Ore., and 
previously cashier of the First National 
Bank of Linnton, a Portland suburb, has 
been indicted by the Federal grand jury 
at that city on a double charge of mak- 
ing a false return to the comptroller of 
currency and misapplying the funds of 
the bank. 


Commissioner A. C. Savage of Iowa is 
in favor of all life companies passing 
their dividends this year to make up 
for “flu” losses. Iowa companies came 
through the epidemic in good shape, 
says the commissioner, but they would 
be justified in taking precautions in the 
shape of withheld dividends unless busi- 
ness this summer materially alters the 
situation. 


Among large group risks recently 
closed by the Travelers are the Viscose 
Company of Philadelphia on approxi- 
mately 2,400 men, for a total value of 
$1,700,000; the Freihofer Baking Com- 
pany with plants at Albany, Troy, 
Schenectady, Philadelphia, Atlantic City 
and Wilmington, on approximately 1,200 
men, for a total of $1,800,000; and the 
McGraw Tire & Rubber Company on 850 
men, for $1,000,000. 


Bert N. Mills, publicity director of the 
Bankers Life of Iowa, has been keeping 
his automobile in the basement. Early 
Monday morning Mrs. Mills smelled 
smoke’ Investigation showed that it 
was coming from the basement and that 
a short circuit had set the machine afire. 
Eight gallons of gasoline reposed within 
the tank and there was some lively 
scrambling on the part of Mr. Mills. 
The car is a wreck, but the house was 
not badly damaged. 


Year after year Massachusetts legis- 
lative .committees have had to hear dis- 
cussion of the merits of a bill to separate 
the investment feature from the life fea- 
ture of life policies by Fred S. Elwell. 
This year the bill got a slight lease of 
life, for, after being given the usual 
‘leave to withdraw” by the committee, 
the senate substituted the original bill. 
When the bill came up for engrossment 
in the senate late this week, however, 
it was killed by a vote of 16 to 12. 


On May 15 the Unique Manual-Digest 
will be issued, containing all of the in- 
formation formerly given in the Unique 
Manual and all formerly contained in the 
Policyholders’ Digest. Order now. The 
National Underwriter, Duttenhofer Bldg., 
Cincinnati. 


HOME LIFE 


INSURANCE Co. 
(Purely Mutual) 
256 BROADWAY, NEW YORK 
GEORGE E. IDE, President 


The 59th Annual Report of the Home Life 
Insurance Company shows over Four Mil- 
lion Dollars paid to policyholders in 191 
of which over Seven Hundred Thowsan 
was in dividends. The influenza pneumonta 
epidemic caused an abnormal mortality, 
greater than any experienced in the Com- 
pany’s history, but notwithstanding this 
the assets show an increase of more thaa 
4% and are now over Thirty Six Million 
Dollars. . : 

The total insurance in force was increased 
during the year 8.6% and is now nearly One 
Hundred and Fifty Nine Million Dollars. 

Ww. ~> BRUEHL & SONS, 








N. tucky 
601-606 The Fourth Nat. Bank Bldg. 
Rooms 601-CINCINNATL OHIO 
HOYT W. GALE, General Manager 

” For Northern Ohio 


229-232 Leader-News Building 
CLEVELAND, OHIO 
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BABCOCK, RUSHTON & COMPANY 


137 Se. La Salle St. Central 8900 
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@One-fourth of our 
new insurance, first 
quarter of 1919, 
was taken by Wis- 
consin people al- 
ready insured in this 
Company. 





IN WISCONSIN ONLY 


C. L. MILLER 


Director of Sales 
MADISON, WIS. 














THE PEOPLES LIFE 
INSURANCE CO. 


Now convert- 
ing Industrial 
ii policies to 
| Ordinary. 
Splendid op- 
portunities for 
good men. 


ELON A.NELSON 


President 
Home Office Building CHICAGO 
Chicago 


ne oN EEN eRe em, 

FEDERAL UNION LIFE 
Insurance Company 

Cincinnati, Ohio 
has just issued a very interesting booklet 
“Suggestions for Increasing 
Your Income” 

and would be pleased to send a copy to every 
Life, Fire and Accident Agent in 

Ohio, Hlinois and Kentucky 


19,712 LEADS 


were pal among Fidelity field men in 1918— 
the result of our direct mail tedvertin This is agency 
Co-operation on a vast scale and rode to 
writing more business than at any time in eur 


The Fidelity operates in A states. Full level per 
Premium reserve basis. hfully serving insurers 
since 1878, asorance’ in fesen avec $156,008,008. 


A FEW AGENCY OPENINGS FOR THE RIGHT MEN 


THE FIDELITY MUTUAL LIFE 


INSURANCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, President 

















ALWAYS A PLACE FOR 
DEPENDABLE AGENTS 


ho can not only write applications 
but dat p~ tn ‘sae sgh we wee and are energetic in their 
positions are ready for such 


Union Mutual Life Insurance 
Company 
Arthur L. Bates, President, Portland, Maine 
Address ALBERT E. AWDE 


Supt. o 
7 W. Madison St. Chicago, Til. 
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PRODUCERS’ ROUND-UP 


LARSON’S MEN HOLD MEETING 


Central Life of Des Moines Men in 
Wisconsin Gather at State Agency 
Headquarters 


MADISON, WIS, May 13.—An en- 
thusiastic banquet closed the annual 
convention of the Central Life agency 
here last week. 

M. Kremer, superintendent of 
agents and toastmaster, ray introduced 
by the state manager, C. Larson. 
Among the speakers yr H. 
Everett, agency manager of the com- 
pany; Platt Whitman, insurance com- 
missioner; O. C. Miller of Des Moines, 
vice-president; and Prof. E. H. Gard- 
ner, of the course of commerce. 

Mr. Everett spoke highly of the Wis- 
consin agency and sketched briefly its 
history. He also pointed out the un- 
usual opportunity for the Central Life 
agents in this state due to the small 
number of competing companies do- 
ing business in Wisconsin in compar- 
ison with such states as Iowa and 
Michigan. 

Commissioner Whitman emphasized 
the fact that the average insurance 
man is a good business man in the 
highest sense of that phrase. “The 
insurance companies have all lost 
money through the war and by the 
recent epidemic,” he stated, “but these 
two factors have also done much for 
the cause of insurance. They have 
helped to make it a stable thing. It 
has proved that in spite of these dis- 
asters, the insurance companies were 
able to come out victorious.” 

“In addition to helping humanity, in- 
surance aids corporations,” was the 
central though of a brief talk given 
by O. C. Miller. 

“The Spirit of Business” was the 
theme of the toast given by Professor 
Gardner. 

“American business is reflected in 
the American homes,” contended Pro- 
fessor Gardner. “The spirit of the last 
two days’ convention is the family 
spirit, for it is a cooperative one. A 
salesmanship banquet pictures a co- 
operative spirit.” 

Professor Gardner related several 
incidents to demonstrate the impor- 
tance of the cooperation in business. 

“Business is cooperative and not 
competitive,” he said. “The day ot 
cooperation has come and we must 
join together to render service. Busi- 
ness is also essentially creative. In the 
insurance world you are selling not a 
commodity but an idea. Insurance 
men have a good chance to create busi- 
ness. Courage and the ability to recog- 
nize leadership is another character- 
istic of American business.” 


Lutheran International Meeting 

The Lutheran International Life of 
Moline, Ill, gave a luncheon Friday 
to 150 agents and representative busi- 
ness men of Moline and Rock Island. 
Dr. W. E. Taylor presided. W. E. Bil- 
heimer, the well known life man of St. 
Louis, gave a talk on “Salesmanship,” 
in the afternoon. In the evening a spe- 
cial dinner was served to agents and 
employes. Another rousing talk was 
given by Mr. Bilheimer at this func- 
tion. During Saturday forenoon a busi- 
ness meeting was held for the benefit of 
the agents. President J. O. Laugman 
states that the company’s production 
up to date is twice the rate of the simi- 
lar period in 1918. 


Each month in the Insurance Sales- 
man is given “a monthly market re- 
port,” showing conditions in the life 
insurance business from every section 
of the country. This is only one of a 
dozen special features in the up-to-date 
field men’s monthly,. the Insurance 
Salesman, $1.50 per year, or $1 in com- 
bination with THe Nationa Unper- 
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The Prudential Insurance 
Company of America 


Forrest F. Dryden Home Office. 
President Newark, N. J. 


Incorporated Under the Laws of the State of New Jersey 














You Can Get Ahead 


Under the direct agency contract we 
make with our agents. They have a 
real opportunity to earn a reasonable 
commission and build up a permanent 
renewal. Why not take advantage of 
this profit-sharing arrangement? 








A solid, safe Illinois Company 
with over twenty millions of business 


The Central Life 


Insurance Company of Illinois 
OTTAWA, ILL. 


W. F. WEESE Ss. B. BRADFORD 
Vice-Presiden 


t Secretary 
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FARMERS NATIONAL 


LIFE INSURANCE CO. OF AMERICA 








Farmers National Life Bldg, x°4"S°K"S"" CHICAGO, ILL. 



















“THE WEST COAST LIFE” 


Offers splendid opportunities in the West in alive 
organization that last year produced over Twelve 
Million Dollars in applications for new insurance. 


Ask for the current copy of THE PIONEER. 
WEST COAST SAN FRANCISCO LIFE INSURANCE COMPANY 


376 Pine Street SAN FRANCISCO 

























The Midland Mutual Life Insurance Company 


COLUMBUS, OHIO 


An OHIO Company, uriting policies on OHIO people and keeping OHIO 
money in OHIO for the development of OHIO industries 


Admitted Assets..................5.... ecccee$ 3,286,468.00 
Insurance in Force...............ee.0+ ceeeee 26,191,875.00 
spa iasig 0-0 ona PER kai tigniaie 383,467.00 


w Continuous Monthly Income Policies 
Gpleadid eppertunities for AGENTS in many sections of Ohio. We solicit inquiries from responsible site 


Dr. W. O. THOMPSON G. W. STEINMAN 


President Secretary 
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Combination Accident and Health Policy 
$6,000.00-12,000.00—$25.00 per week 
$24.00 a Year 


Membership 74,296 Claims Paid $1,715,549.36 


Unusual Agency Opportunities at present in 
Wisconsin, Minnesota, Indiana and lowa 


Our Leading Salesman in 1918 made more than $9,000.00 


BUSINESS MEN’S ACCIDENT ASSOCIATION 


W T. GRANT, Secretary KANSAS CITY, MO. 
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' MEDICAL DIRECTORS 
DISCUSS INFLUENZA | 


(CONTINUED FROM PAGE 1) 


will contract some disease. The nor- 
mal mortality rate will thus be ad- 
vanced and the companies will be al- 
most helpless in an effort to keep it 
down. Medical examiners will be 
obliged to accept business that pre- 
sents no dangerous features and yet, at 
the same time, it is fully expected that 
the mortality will remain well above 
the normal for.at least five years. 


Develops Latent Ailments 


The medical director of one of the 
leading eastern companies says that he 
has observed that the influenza has 
been a great factor in developing latent 
cases of tuberculosis. Very often the 
man who has contracted the tubercu- 
losis germ will remain in normal, 
sound physical condition for a number 
of years. The disease will not make it- 
self manifest for a long time. The 
process is a gradual one. It is now no- 
ticed that many have apparently devel- 
oped a serious case of tuberculosis in 
a short period of time when, as a mat- 
ter of fact, they have probably had the 
disease for some time, but its develop- 
ment has been very much accelerated 
because of an attack of influenza. The 
dangerous feature of this situation, 
medical men say, is that the progress 
of tuberculosis is because of influenza, 
advanced so rapidly that the results are 
often fatal. In other words, a man will 
recover from an attack of influenza only 
to lapse shortly afterwards into an ad- 
vanced stage of tuberculosis. 

Misinformation Is Found 

There has, of course, been circulated 
much misinformation concerning the 
after-effects of influenza. There has 
been a great deal of talk about the ad- 
verse effects of the disease upon the 
heart, which, in the opinion of eastern 
medical men, is without any founda- 
tion. Those who have given the most 
study to the disease say that the expe- 
rience shows that the lungs are ordi- 
narily most seriously affected. The ef- 
fects upon the heart are only temporary 
and ordinarily not ofa _ serious na- 
ture. Influenza attacks the lungs and 
some of the experiments that have 


been conducted by those engaged in re- f 


search work substantiates the theory 
that it often takes months for the ef- 
fects of even an ordinary case to leave 
the lungs in an absolutely sound con- 
dition. 
What the X-Ray Shows 

For instance, X-ray photographs of 
victims of influenza have shown a black 
shadow on the film that physicians 
have been unable to account for. That 
is, when an X-ray photograph was 
taken where the patient had only an 
average case of influenza and was not 
affected with either pneumonia or tu- 
berculosis, the photographs have re- 
vealed a black shadow which seemed 
to grow smaller each day as the case 
improved. The ordinary medical sound- 
ings would not substantiate the pres- 
ence of this congested condition, al- 
though new photographs taken each 
day always brought out an enlarge- 
ment or shrinkage as the patient im- 
proved or grew worse. 


Was Really Epidemic Pneumonia 


It is the view of some leading med- 
ical directors that the recent epidemic 
cannot properly be termed “influenza,” 
but rather that it was simply “epidemic 
pneumonia.” Very little of a definite 
nature has been learned about the new 
disease, which, as it grows worse, com- 
mences to take on all the aspects of 
pneumonia. Physicians hold to the 
theory that what was termed an epi- 
demic of influenza was in reality a 
spread of a milder form of pneumonia. 

Establish Waiting Period 

The big eastern companies are, of 
course, taking more than ordinary pre- 
cautions in writing new risks, but have 
not really set up the barriers very ex- 





tensively. Where an application is re- 
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“THE COMPANY OF CO-OPERATION” 


DES MOINES 
LIFE AND 
ANNUITY 


COMPANY 


We will insure the whole family! 
Any plan, any age, either sex! 


This is a service our men 
appreciate these days. 


If it appeals to you, write 


HOME OFFICE 


DES MOINES (R-T Bidg-) IOWA 
TERRITORY 
IOWA SOUTH DAKOTA 











A Penn Mutual Premium, less a Penn Mu- 
tual Dividend, purchasing a Penn Mutual 
Policy, containing Penn Mutual Values, 
makes an Insurance Proposition which in the ° 
sum of all its Benefits, is unsurpassed for net 
low cost and care of interest of all members 


The Penn Mutual 
Life Insurance Company 


of Philadelphia 


On January 1, 1909, Rates Were Reduced 
and Values Increased to Full 3% Reserve. 














ACTUARIES 


— F. CAMPBELL 


SCTUARY any” 


76 West Monroe Street 
Telephone Randolph 918 


CHICAGO, ILL. 
_— J. HAIGHT 


CONSUL1ING 
ACTUAR * 


811-812-813 Hume-Mansur Bldg. 
INDIANAPOLIS 


ULIAN C. HARVEY 
Consulting Actuary 
Chemical Building ST. LOUIS, MO 


7. J. McCOMB 


oonELor AT LAW 
INSULTING ACTUARY 


Pr Reserves, Surrender Values, etc., calet: 
eremiugs, Rene and Examinations made. 


Policies and all life Insurance forms prepared. 
The Law of Insurance a S; ty. 


Colcord Bldg. 
OKLAHOMA CITY 


J H. NITCHIE 
e ACTUARY 


1223 Assuciation Build 
19 S.LaSalleSt.. cRicaee 


> een E. VINEBERG 


Fellow Actuarial Society of America 
Fellow American Tnstitate of Actuaries 


CONSULTING ACTUARY AND EXAMINER 
Reom 1487 First National Bank Building 
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CHICAGO 
REDERIC S.WITHINGTON. FAI 
CONSULTING ACTUAR’ XAMINER 
804-306 Security Belding 
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Founded 1865 


The 
Provident Life 


and 


Trust Company 
of Philadelphia 


Provident policies are “seeing 
ahead” policies. Taken out 
now, they provide effective 
protection at the time when 
it is most needed. 


Northwest corner Fourth and Chestnut Streets 
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WANTED! 


DISTRICT AND SPECIAL 
AGENTS 


both in NORTH DAKOTA and 
SOUTH DAKOTA, by one of 
the most active and progressive Old 
Line companies in the Northwest- 
ern field. Writing business in its 
home state at the rate of $500,000 
per month. 


Men of integrity and ability, 
who wish to stay and build for the 
future, will be given liberal con- 
— directly with the Home Of- 


We invite correspondence. 


PROVIDENT INSURANCE 
COMPANY 


BISMARCK, NORTH DAKOTA 


ceived from a man who has had a case 
of influenza without complications a 
waiting period of about a month is rec- 
ommended. If the applicant has just 
recently recovered from an attack of 
influenza with complications, or pneu- 
monia, a waiting period is extended 
from three to six months. It has been 
learned that after a month or two a 
man who has passed through a rather 
severe attack of influenza or pneu- 
monia, will feel entirely normal when, 
as a matter of fact, it takes several 
months to really get back into the 
proper shape. An examination at the 
hands of a life company brings out the 
defects and the applicant is likely to 
be turned down. The companies are 
attempting to avoid this as much as 
possible by putting a waiting period 
into use with cases of this kind. 


Say Worst Is Over 


There has been a great deal of spec- 
ulation concerning the likelihood of the 
epidemic of influenza flaring up again 
in the fall, but medical department 
heads in the east do not seem to feel 
that there is any good reason to an- 
ticipate this. It is pointed out that 
during September and October of last 
year the influenza was rampant in all 
parts of the world, irrespective of cli- 
mate or atmospheric conditions. As 
the influenza was no respecter of per- 
sons, it is argued that it is no respecter 
of seasons. There is no reason for be- 
lieving that the influenza will com- 
mence to spread in the summer any 
more than it would in the winter. In 
fact, among the medical men of the 
east, the opinion seems to prevail that 
the recent pandemic was a great ca- 
lamity that has now passed and will 
not be repeated again for many years. 


Sleeping Sickness 


There has been a good deal of inter- 
est in the newspaper reports of the 
sleeping sickness that has made itself 
manifest in certain sections of the mid- 
dle west. Some physicians have made 
the statement publicly that they re- 
garded this in the nature of an offshoot 
or after-effect of the influenza. The 
disease has not become widespread 
enough to demand serious attention, 
but there has been considerable specu- 
lation over the probable developments. 




















“SOMETHING 
NEW FOR 
AGENTS” 





National 
American 
Life 
Insurance 
Company 





Burlington, lowa | 








Medical men say that this new malady 
is simply another evidence of the gen- 
eral impaired health of the people at 
large. The influenza has left large 
numbers of normally healthy people in 
a condition that renders them more or 
less susceptible to contagious diseases 
of all kinds. In the ordinary course of 
events, a disease such as this new 
sleeping sickness would probably affect 
only a very restricted area. _As it is, 
the disease is springing up in various 
parts of the country and, while it will 
probably not become a menace, it sub- 
‘stantiates the theory generally ad- 
vanced that health conditions are at 
low ebb at this time. 


| Michigan Legislation 
'_ A bill passed by the Michigan legis- 
lature permits an insurance company 
to consolidate with or reinsure its out- 
standing risks with any corporation of 
like character authorized in Michigan 
after the approval of the contract of 
consolidation or reinsurance by a vote 
of not less than two-thirds of the capi- 
tal stock or two-thirds of the members 
voting if it be a mutual corporation at 
a meeting at which the stockholders 
or members had due notice. The plan 
of the proposed consolidation or rein- 
surance must. first be. submitted to the 
commissioner of insurance and the con- 
tract must be finally approved by him 
before becoming effective. 

The Michigan legislature passed a bill 
increasing the term of office of the in- 
surance commission from two to four 
years. 


Julius H. Meyer, Chicago, general 
agent of the New England Mutual Life, 
has moved to larger and lighter quar- 
ters at 917-18 Stock Exchange Building. 
Larger space has been made necessary 
by a steadily increasing business. 














‘The Oldest Company in America” 


Issued its first Policy in 1843 


Three leadership achievements of the Mutual Life:—The 
American Experience Table of Mortality, the cornerstone of 
modern life insurance. The “contribution plan” of surplus dis- 
tribution, used almost universally by American companies. The 
Continuous Instalment policy, the basic form of all Life Income 
contracts. 


‘“‘Mutual Life’’—known in every household. Unexcelled 
policies and service, notable financial strength, co-operation with 
agencies. Life Insurance at its best!—the Agent’s desire and ideal. 


For terms to producing Agents address 


The Mutual Life Insurance Company 


of New York 


34 Nassau Street, New York City 
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General and Local Agents 














Contracts With Very Attractive 
Perpetual Renewals 








We Can Use a Field. Superintendent—Salary, Expenses 
and Over-Writing Commissions 








Write, Giving References. TERRITORY: Indiana 








Gary National Life Insurance Company 
Gary Theatre Building 


Gary, Indiana 
WILBUR WYNANT, President 











Stock Salesmen Attention! 


THE GARY NATIONAL ASSOCIATES 
COMPANY 


FINANCED THE 


GARY NATIONAL LIFE INSURANCE | 
COMPANY 


We are doing a Mortgage Loan, Mortgage Loan and 
Investment business. 


We have $250,000 6% Participating Preferred Stock to sell. 


























Can use a few high-grade stock salesmen who can 
furnish references. 


ADDRESS OR CALL- 


GARY NATIONAL ASSOCIATES COMPANY 


Gary Theatre Building GARY, INDIANA 
eT 
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A:FARM: MORTGAGE 


— BEHIND 


EVERY: POLICY 


Why Our Agents 
Succeed Rapidly—12 Reasons 


1—We Insure Both MEN and WOMEN on equal terms. Women are important factors in 
business today. 

2—We Sell both PARTICIPATING and NON-PARTICIPATING Policies—A Big Ad- 
vantage in meeting competition. 

3—WE INSURE TOTAL ABSTAINERS AT REDUCED RATES—How many Total 
Abstainers could you Insure if you could offer this advantage? How much would it 
help your organization? 

4—WE GIVE SERVICE TO AGENTS—Every man is given assistance and instruction 


until he is a success—Every man must make good—He is our partner—His Success is 
our Success. 


5—OUR OWN MEN GET ALL OUR GOOD POSITIONS. 
All promotions are made from the ranks of our own agents—Each man has an opportu- 
nity with us—Something to work for all the time. 
6—WE SELL SPECIAL POLICIES which are up to the minute, giving the agent the ad- 
vantage of the “Best Sellers” in the Insurance Market. Every Policy the best we can 
make it. Special Policies for Total Abstainers. 
7—WE GUARANTEE TO SAVE 4 PREMIUMS on a 20 Pay Policy and give dividends 
besides—This Policy is our G. P. A—It is our best seller—FOURTEEN MILLION 
OF IT IN FORCE. 
8—WE SELL THE BEST INCOME POLICIES we can make on both Participating and 
Non-Participating plans. A check from beyond the grave is Daddy’s monthly contribu- 
tion to the family. 
9—WE GIVE SERVICE TO POLICYHOLDERS—Whenr the policy is placed our Service 
has just begun. Death Claims are allowed within 30 minutes after proofs received at 
Home Office and check immediately issued. No delay—No red tape. This Service 
makes our agents popular. 
10—WE HAVE A FARM MORTGAGE BEHIND EVERY POLICY. No Investments 
are made in any other Securities (except Liberty Bonds)—Rate of Interest 6.2%. 
11—WE ARE DEVELOPING NEW TERRITORY and making new op- 
portunities for our agents—WE MAKE THE CHANCE FOR YOU 
TO MAKE GOOD. 
12—We offer to good clean men a LIFETIME CONTRACT direct with 
the Company, giving full advantage of all there is in the business and 
in the best territory in the world. 


To Good Clean Men We Offer Success— 
May We Prove Our Offer? 


ORIA LIF 


PEORIA 




















INSURANCE 
COMPANY 


ILLINOIS 























